Published 
Every Other Thur sday 








NH 


/ \y WE 


























MAKERS OF ESSENTIAL TOOLS 





Net Paid Circulation this Issue, 19,351 








A FIFTY CENT PIECE 
ACTIVELY AT WORK 


When you concentrate brush buying 
in the Osborn line, you automatically 
simplify your brush business and 
make a maximum percentage of 
profit on a minimum investment... 
Furthermore, you build customer 


good will by selling a UNIFORM, 
high quality line of brushes. 


OR 





A DOLLAR TIED UP IN 
SLOW MOVING STOCKS? 


When you scatter brush buying over 
too many lines, you complicate your 
brush business and make a mini- 
mum profit (if any) on a maximum 
investment . . . Furthermore, you 
invite customer ill will by offering 
too many brushes of questionable 


quality. 


Tye OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue - 


Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 
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Be sure it is 


MARKED YALE 


HE ABOVE illustration shows how 

YALE Locks and YALE security will 
be featured in the December 8th issue 
of the Saturday Evening Post. 
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. DISPLAYED 


IT IDENTIFIES YOU AS A DEALER 
IN MAXIMUM LOCK SECURITY 


OR MANY years the name YALE has been so 
well known and so intimately associated with 
finest quality locks and maximum security that 
some people think that YALE signifies a type 
of lock (a pin tumbler cylinder lock such as those 
pictured at the left) instead of the maker's trade mark. 


There is only ONE manufacturer of YALE Locks — 
The Yale & Towne Manufacturing Company—and our 
advertisement in the December 8th issue of the Saturday 
Evening Post and the December House and Garden (com- 
bined circulation nearly three millions) will remind 
people to look for the name YALE whenever they buy 
a Padlock, Auxiliary lock or any other kind of lock — 
a door closer or finishing hardware. ° 


Thename YALE, displayed prominently in your windows 
and store will help build good will for you. It will 
identify your business with a name that is known and 
accepted the world over as a symbol of quality and 


dependability. 


Build confidence and friendship among your customers 
by selling them the utmost in lock protection... fine 
quality YALE Locks. 


“The name YALE helps the sale.” 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 








PROTECTED 


CONGRATULATIONS. YOUR 
STATEMENT CERTAINLY SHOWS 
A FINE PROFIT ON REFRIGER- 
ATORS. THAT NAME WESTING~ 
HOUSE MAKES A BIG 
DIFFERENCE 


YOURE RIGHT 
ANDO I'LL DO STILL 
BETTER WITH THEIR 

NEW PROTECTED 

PROFITS PLAN 


HARDWARE AGE: 








| PROFITS... 


YOU'LL MAKE THEM WITH THE NEW 
WESTINGHOUSE REFRIGERATOR PLAN 





BY INTENSIVE TRAINING OF 
YOUR SALES ORGANIZATION 





@ Here’s a new refrigerator plan that 
does more than make sales. Jt builds 
profits. The Westinghouse Refrigerator 
Protected Profits Pian helps you to re- 
duce expense as well as increase volume 
... speeds turnover of stock and lowers 
selling expense. It is a sound program that 
will set a new mark for refrigerator sales 
and profits. 

Before you make any decision on your 
refrigerator line, you should have this new 
Westinghouse Protected Profits Plan. 
Send for the new ‘‘20 Question” Guide to 
Protected Profits which explains the ad- 
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vantages Westinghouse offers you...in 
completeness of line, sales features, and 
other definite aids to protected profit. 
Use the Guide for making a point-by- 
point comparison of Westinghouse with 
other lines — and prove for yourself that 


MAIL THIS COUPON. | WANT VES SIR. I'LL MAIL 
THAT PROTECTED PROFITS IT RIGHT NOW 


PLAN.... 
.-1T SOUNDS 
SENSIBLE 





the Westinghouse Protected Profits Plan 
will set a new record of profit for you. Send 
the coupon, or, if it is more convenient, 
ask for this 








interesting 
guide on your 
own letter- 


head, today. 











SCIENTIFIC 
TORTURE MACHINES NOW PROVE 
THE LIFE OF ROPE 


P-DOWN—up-down, hour after hour and day after day, 
this machine is wearing out rope under conditions of ex- 
treme severity. 


Heavy weights suspended by these ropes are being continu- 
ously raised and lowered; the rope passing over sheaves of small 
diameter—more wear in a minute than rope in ordinary use re- 
ceives ina day. Yet, it proves by comparison the actual wear of 
ropes of different manufacture. 


The results of these unceasing tests on endurance machines 
prove that Columbian is equal or better in every case to any 
rope made. 


This is one way in which the manufacturers of Columbian Tape- 
Marked Rope have of satisfying themselves that Columbian is 
being made right for extra long service. These tests also answer 
the user's question—How will Columbian wear? They prove 
that Columbian has no superior. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
Branches: NEW YORK CHICAGO BOSTON NEW ORLEANS 


COLUMBIAN ssc: ROPE 
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THE 
USA-BRUSH 
ASSORTMENT 
THE ™% INCH 
USA-BRUSH 
ASSORTMENT 


t 
WALL AMERICAN 
ASSORTMENT 
»r the 
WALL PURPOSE 
ASSORTMENT 
Two Set-up 


THE 
STANDARD 
ASSORTMENT 

or the 
VAR-NAMEL 
ASSORTMENT 
or the 
NEW DEAL 
ASSORTMENT 
Series ‘35 


Three Set-up 


> 
~> 


® Ask your jobber for 
illustrative and 
descriptive folders 
or write us direct 


a 87 GRAND STREET, NEW YORK 
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Pathfinder No. A2L Hockey 
For Ladies and Girls 


Ready with patterns and sizes of Ice Skates 
to suit men and women, boys and girls of all 
ages. Ready with a nationally known, popular- 
priced line you know will sell, satisfy every cus- 
tomer and increase your sales and profits. 












Pathfinder 
No. A25 Racer 
For Men and Boys 











No. 592444 
Model of Nos. 5624, 562414, 572414 Russet 
Leather Back and Strap 


ARE You READY 


FOR SKATERS ? 


Special attention is called to our New Tubular 
Clamp Skate, No. 1560, illustrated below. It 
combines the lightness of the tubular skate with 
the familiar clamp feature. Satin or Bright 
Nickel Finish. Sizes: 84% to 12. The ever 


Popular UNION HARDWARE Skates 


Known for 75 Years 


are easy to sell, because they need no introduc- 
tion to customers and their quality is always 
dependable. For real outstanding value at the 
price you cannot handle a more salable or profit- 
able line. Every skate backs up its reputation. 


An attention compelling window display will 
bring the skaters to your store. And when they 
see these fine skates in your window the urge 
to buy will bring them inside. The skates will 
do the “selling.” 


Please order from your jobber 









Rover 
No. A50 


For Men and Boys 


Reg. U. S. Pat. Off. 


Established 1854 


Professional Hockey TORRINGTON, CONN. 


New York Office: 151 Chambers St. 





No. 1149 “Unitube” Men’s Hockey 
Tube and runner in one piece 





New Tubular Clamp Skate 
No. 1560 






Pathfinder 
No. A2 Hockey 
For Men 
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Quality Brand 
POULTRY NETTINGS 
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2 * STRAIGHT-LINE 
COMBINATION 


Economical and practical. Has graduated mesh spacing 


bular . gives perfect poultry protection. First six spaces are 

I bya mesh, second six spaces are 1” mesh, next eight spaces 

v. t are 114” mesh, balance of spaces are 2” mesh. The *%4” 

. with mesh turns baby chicks, other spaces easily turn larger 

fowls. Eliminates necessity of erecting 1” and 2” fence. 

right Finished in 24”, 36”, 48”, 60” and 72”, both 19 and 20 

el gauge. Galvanized Before or After Weaving. 

r 


x*IMPROVED 
HEXAGON 


Symmetrical uniformity, correct mesh spacing, rugged 
durability and splendid appearance are features of Sterling 
Hexagon Netting. Finished in 1” or 2”, all standard heights, 
P 19 or 20 gauge. Galvanized Before or After Weaving, 1” 
r will made in 20 gauge only. 


they - 
Note the mesh construction of 
urge Sterling Hexagon Netting. Has 


PS 











- will symmetrical correctness and rug- 
ged appearance. 
Srertinc Netting is 
made with the Lock- 
= Twist Non - Slipping 
, Joint, which will not 
4 break or become 
loose. Unrolls straight and lays out flat. Easy to handle. 
Does not sag, break or buckle. Line wires run full length 
of roll. Rolls are compact and uniform. 
<ERN Bap> 
1 > My, 
er iS a as We 
ockey te { y” Ne 
en STERLING FENCE 
ys ry | 


See Your Jobber or Write Direct to Dept. 10 


*LOCK-TWIST 


STRAIGHT-LINE 


Straight Line Netting is uniform, strong and durable. 
Finished in 1” or 2”, all standard heights, 19 or 20 gauge. 
Galvanized Before or After Weaving. 1” made in 20 
gauge only. 

*% All Sterling Products are manufactured with our guarantee for 
quality. The following are manufactured under the Sterling Trade 
Name: Packaged and Keg Nails and Staples, Field and Poultry 
Fence, Barb Wire, Bale Ties, Ornamental Fence and Gates, Farm 
Gates, Hardware Cloth, Manufacturers’ Wire, and Steel Posts. 
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NORTHWESTERN BARB WIRE COMPANY 


STERLING 


AGE NOVEMBER 8, 1934 


Since 1879 


ILLINOIS 
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STRAIGHT FACTS FOR 
STRAIGHT THINKING 


NEWTON D. BAKER, CHAIRMAN 
NATIONAL CITIZENS COMMITTEE 


. It is true that billions are being spent by 
the Government in order that people may 
not die of cold and hunger. 


. But these billions, divided among the 
families in need, average for each family 
only about $24 a month. 


. And 70% of the free hospital services in 
the United States for the needy sick are 
provided by voluntarily supported hos- 
pitals. The sick among the unemployed 
number 48% more than among the em- 





. Two-thirds of all the arrests for crime in- 


volve persons between the ages of 15 and 
24 years. Millions of boys and girls liv- 
ing under conditions destructive to char- 
acter need the character-building services 
of your recreation agencies. 


. A man may die of despair, as well as of 


hunger, for suicides, numbering 15,368 in 
1928, grew to 20,927 in 1932. This 
shows that more and more people are ceas- 
ing to value the only kind of life they are 
able to attain. 


ployed. 8. America cannot be rebuilt by relief meas- 
ures alone. 
- Likewise public health nurses, also sup- 9. Your local community chest needs your 


ported by your voluntary gifts, report that 
66% of all their visits in 1933 were in 
homes unable to pay for the service 


rendered. 


. 30% more children have had to be re- 
moved from their own homes and cared 
for by voluntarily supported children’s 
agencies. 


10. 


support during this year of rebuilding 
human hope and morale. It supports 
hospitals, clinics, child-care organizations, 
character-building agencies and many 
other social services. 


When you give in your city, you 
strengthen the forces of civilization in 
the neighborhood in which you live. 
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This page is contributed by the Publishers 
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SUGGEST THESE NORTON ~“5—)) 


THE HOME CRAFTSMAN 





Combination 


Bench Stone 


VYThe Housewife can 
keep her kitchen cut- 
lery in good condition 
for years with a 50c. 
*“‘Kantbreak”’ Knife 
Sharpener. Used as a 
butcher does his steel. 


REVERSIBLE 


OE ito 


Vv Round Edge Slips are 
always most acceptable 
to the woodworker for 
his curved edge tools. 
They range in price 
from 50c. in the ‘“‘In- 
dia”’ to $2.00 in “‘Hard 
Arkansas.”’ 


INDIA 


Pocket Stone 
(A NORTON ¢ } 
~ NORTON - 

2 ABRASIVES <* 


4 
t 
% 


MPANY 


(woxtox) 


SALES REPRESENTATIVES IN 
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Vv The “India” Combina- 
tion bench stone with 
coarse and fine sides, 
is a universal favorite 
in the home shop and 
makes a reasonably 
priced gift at $1.50. 


KANTBREAK 4 


Knife 


Sharpener 


VFor the expert who 
takes pride in his tools, 
the Reversible Oilstone 
with an “India”? and a 
“Lily White Washita”’ 
stone in a fine hard- 
wood box, is a perfect 
gift. $3.50. 


ROUND EDGE SLIPS 





VFor one boy to give 
to another— “India” 
Pocket Stone. A boy 
who owns a sharp knife 
is the envy of the crowd. 
For 20c. he can keep his 
knife sharp all the 
time. 





SPORTSMAN 


PIKE PRODUCTS 
AS USEFUL CHRISTMAS GIFTS FOR 






SAFETY 
133 PY 8) 
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STROPPER 


VA Crystolon Axe Stone 
for the Boy Scout. Two 
grits, rounded edges, 
a real professional 
woodsman’s stone. 
Retails at 60c., making 
an ideal gift for one boy 
to give another, 






i 














HANDY ANDY 
TOOL GRINDER 





VYThe Sportsman’s 
Stone is a miniature 
combination ‘‘India’’ 
and “Lily White Wash- 
ita” in a sturdy leather 
case. Every camper, 
hunter and fisherman 
will welcome one. 50c. 


HARD ARKANSAS 













Bench Stone 


Pacific Coast Sales Agents for NORTON PIKE PRODUCTS 
Cy, A. W. PIKE & Co., Inc.. SAN FRANCISCO and LOS ANGELES 


BEHR-MANNING 


TROY, N. Y. 


Manufacturers of Quality Abrasives Since 1872 


U.S.A. 


FOR NORTON PIKE 


BOY SCOUT 


HOUSEWIFE 





VYThe comfort of a 
smooth shave is always 
appealing. The Norton 
Pike Stropper at $1.00 
includes a safety blade 
holder and a full size 
strop. 











co a 


ow 
CRYSTOLON 
AXE STONE JT3 











VHandy Andy Tool 
Grinders have always 
sold well as gifts. Priced 
from $2.50 to $5.75, de- 
pending on size. In 
most cases the small 
4 in. by 1 in. is plenty 
large. 


SPORTSMAN’S 














STONE 


VYThe Beau Brummel 
of oilstones is the 
“Hard Arkansas” of 
special interest to the 
wood carver. The 6-in. 
stone at $6.00 will bring 
joy to the heart of any 
craftsman. 
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Your experience in the sale and installation of deep well 
power pumps parallels our own—unless the pump itself is cor- 
rectly built and has the stamina to carry heavy loads and strains, 
trouble quickly develops. Wear, breakage and leakage are the 
result. Service calls are frequent and users are dissatisfied. The 
story is short but strikingly true. The moral is sell the improved 
line of MYERS SELF-OILING DEEP WELL POWER PUMPS 


exclusively and profit accordingly. 


THz FL.E.,MYERS & BRO.¢S. 


ASHLAND, OHIO. 
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PUMPS-—WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 






The latest and finest self-oiling deep well power 
pumps, ever produced by MYERS—we now offer 
them to the trade as unmatched for quality and 
performance. New features and improvements to 
increase their efficiency and lengthen service years. 
New performance values that mean greater satisfac- 
tion to the user. Built and machined to the finest of 
mechanical standards. Easy to install and operate. 
Wear and care free. Compact, durable and depend- 
able. Qualities that are apparent and win instant 
recognition of the prospective purchaser. Then, 
too, prices are still exceptionally low and favorable. 
And Myers National Advertising continues. 
It will be to your advantage to immediately in- 


vestigate the newest developments in MYERS 
SELF-OILING DEEP WELL POWER PUMPS. 


WY Write our Engineering Department for particulars. 
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KEYSTONE maove sy DISSTON 


Saws and Tools for the Motorized Home Workshop 


Popularly priced—Every item carrying a business-like margin for the retailer 





For Wood For Metal 























HOME WORKSHOP. CIRCULAR SAWS 
| Center Dealer Retail 
Diameter Number and Type Gauge Hole Cost Price 
4" | K-4-M For Metal Ms" $0.94 Ea. | $1.40 Ea 
i. | {K-41 Cross-cut ) 3 
6" K-121 Rip | 18 4” 65 1.00 
K-321 Combination 
K-851 Combination | 
K-61 Hollow Ground 19/16 4” 1.65 2.50 
K-6-M For Metal lo”, %” 1.34 Ea. 2.00 Ea. 
K-41 Cross-cut } 
a K-121 Rip 18 14” 85 1.25 
K-321 Combination 
K-851 Combination 
| K-61 Hollow Ground 19/16 | 14" 2.00 3.00 
(K-41 Cross-cut ree, bee : 
K-121 Rip 18 16”, 5%" 95 1.40 
| Ke331 Combination | 
|K-851 Combination | 
K-61 Hollow Ground 19/16 1g”, %” 2. 40 3.60 
K-41 Cross-cut in) rena! Selby 
10” K-111 Rip 16 5°, 3%5" | 1.20 1.80 


K-321 Combination 
K-851 Combination | 


K-61 Hollow Ground 18/15 | %", %" | 3.00 4.50 








Packed individually in corrugated container. 


KEYSTONE 
HOME WORKSHOP SABRE BLADES 





. For Wood ait. 
No | Length Width | Thickness | Dealer Cost | Retail Price 
K-9 of 36-} .040 $0.60 Doz £0.90 Doz 
\ Re 4” | 


Packed one uns each width in envelope 
Also packed one dozen assorted (3 each of four widths) in envelope 


For Metal 


| 
K-19 5%” a” .025 $1.60 Doz $2.40 Doz 


es Packed one-half dozen in envelope. 


For Soft Metal, Broke Lining, Fibre, E Ste. 7 


K-9X 6” *” | .042 | $0.80 Doz. | $1. 20 Doz. 








Packed one dozen in envelope 





EYSTONE 
_ HOME WORKSHOP DADO CUTTERS 











; 
. | | Center | Kerf Dealer | Retail 

No. | Diameter | Hole | Outside Inside Cost Price 

K-15 | 5%” | 4", %” a” a” $2.65 Set | $4.00 Set 





Packed one set (2 ; outside, 6 inside cutters) in corrugated « container. 


“15 5" 44", 3%" | Outside | $0.73 Ea. | $1.10 Ea. 
“15 5i4” | 35", 4” | Inside | ST Ra. | 40 Ea. 


~ Packed ‘singly “in envelope. — 
Keystone Home Workshop Dado Cutter is also made in 4 in. size.. 


c_.7 GS 











For Wood For Metal and Brake Lining 
KEYSTONE 
HOME WORKSHOP BAND SAWS 
For Wood 
Dealer Retail 
No. Length | Widths Make of Machine Cost Price 
K-48 | 4/8" eae Herbert (Wood Wizard 9") $0.67 ‘($1.00 Ea. 
%” 
K-56 | 56" ro 4*| Delta) =—si«*s|:=C«iwT— «| (1.00 Ea. 
+ 78 | | 





K-65 6’ 5%” | &”, 4%”! Boice-Crane (12”); Champion 
a". (12”); Delta (12”); Ephrata 

(12”); Herbert (Wood Wizard 
12”); Duro (12”); Hutchinson 
(12"); Heston & Anderson 
(12”); Portable Power (Power 
King 12”) ;Gray (Superior 12”); 





Walker-Turner (Driver 12) 67 1.00 Ka 
K- winrs a”, 4”| Utility Mfg. Co. (12”); Wood- 
%”, %” working Machine 8"); Hes- 
| ton & Anderson (14" 70 1.05 Ea 
K-76 | 7’ 6” *”. K" " Boice-< ‘rane (14”): Parks Wo0d- 
the 4” working (14") ; Workac e (14” 73 1.10 Ea. 
K-79 7’ 914 a”, ye Delta (14”) 73 |} 1.10 Ea 
te", %” ! 


Packed one in corrugated container. 
Band Saws for metal are made 4” and 5/16” wide. Sold for same machines 
at same prices as wood. 


























KEYSTONE 
HOME WORKSHOP Alloy Steel JOINTER KNIVES 
No. Length Make of Machine Dealer Cost Retail Price 
K-40 | 4° | (Duro | | $1.34Set | $2.00 Set 
{Portable Power j | 
K-40 | 4” | Boice-Crane 1.34 Set 2.00 Set 
K-40 4’ | Delta—Walker-Turner 1.34 Set 2.00 Set 
K-40 4” Workace | 1.34 Set 2.00 Set 
K-40 4” | Herbert (Wood Wizard) | 1.34 Set 2.00 Set 
K-40 4” | Hutchinson 1.34 Set 2.00 Set 
K-44. | 4%" | Walker-Turner (Driver) 1.34 Set 2.00 Set 
K-44 44" Herbert (Wood Wizard) | 1.34 Set 2.00 Set 
K-60 6” | {Bolce-Cfane 1 | 1.90Set | 2.85 Set 
\Heston & Anderson f 
Packed one set (three knives) in envelope 


po ot 


a 






































“8 mare 8 — | me —— 
———_—_—=__— | ose —— > 
KEYSTONE 
HOME WORKSHOP Weed Turning Chisels and Gouges 
No Pattern | Length Handle Dealer C ost | Retail Price 
K-1 14” Parting (4%" thick) | 9” $5.15 Doz. | $0.65 Ea 
K-1 ” Round Nose 9” 5.15 Doz. | 65 Ea 
K-1 ie Spear Point 9” 5.15 Doz. | 65 Ea. 
K-1 | \%”* Gouge 9” 5.15 Doz. .65 Ea 
K-l 44” Gouge 9” 5.15 Doz. | .65 Ea. 
K-1 \4” Skew 9” 5.15 Doz. | -65 Ea. 
K-1 %” Gouge 9” 7.20 Doz. | .90 Ea. 
K-l 1” Skew 9” 7.20 Doz. | .90 Ea. 
Packed %% dozen of pattern (not assembled) in box. 
iatcinnadediaiaati a ; 
K-1-S Complete set packed in individual box | $3.75 Set | $5.60 Set 


Ask your Jobber or write 


HENRY DISSTON & SONS, INC. 


NOVEMBER 8, 1934 


PHILADELPHIA, U. S. A. 
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No. 487 


eS LLL See ee |e 


No. 122 
Spring Hinge 


No. 420 Ornamental 
Cupboard Butt 





No. 480 
Ornamental Butt 


No. 42012 
Ornamental Butt 





No. 475 


Ornamental Hinge No. 485 Ornamental Hinge 




















| 








The Ornamental Butt 
brings beauty plus utility 


HE artistic final touch to the finished job 
requiring this type of hardware is best 
accomplished by the installation of 


Natienal 


ORNAMENTAL BUTTS 


In direct keeping with their name, they are 
truly ornamental, due to their smartness of 
design as well as to their beautiful finishes, 
which embrace a wide variety to suit the 
most fastidious. 


The finest materials are used in the man- 
ufacture of these quality butts, and they 
manipulate with frictionless smoothness— 
a sales point that your trade will appreciate. 


National hardware is sold direct to the 
retail dealer—a policy that promotes qual- 


ity, service and direct selling cooperation. 
\SMtonat NATIONAL 
MFG.CO.. MANUFACTURING 
COMPANY 


STERLING + ILLINOIS 
































No. 455 Ornamental 








No. 400 Ornamental 
Surface Hinge Cupboard Butt Surface Hinge 





No. 425 Ornamental 





No. 495 
Full Surface 
Ornamental Hinge 


No. 121 
Surface Hinge 


No. 490 
Half Surface 
Ornamental Butt 





No. 486 


No. 124 Half Surface 
Spring Hinge 
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The MINNESOTA QUALITY BRANDS of SANDPAPER 
Offer a Free Selling Aid Service to You 


Sandpaper 


with an extra quality of sharpness; 


an extra strong backing; 





unusual flexibility ; 


Sandpaper 
which will not curl. 





IN NEAT, ATTRACTIVE SLIDE DRAWER BOXES 


whose striking appearance will attract the eyes of every customer 


PLUS 


Circulars imprinted with your name and address on 
the subjects of Refinishing Furniture, Woodwork, 
Walls and Floors, Sandy Smooth cards with real 


sandpaper overalls— all for distribution to your cus- 





tomers as an aid to help you sell more sandpaper. 


MINNESOTA MINING & MANUFACTURING CO. 


SAINT PAUL MINNESOTA 
Baeder Adamson Co. 


Wausau Abrasives Co. 


Tess 1934 





Send in the coupon today. 











NA 
MINNESOTA MINING & MANUFACTURING CO. a = —— 
Saint Paul, Minnesota ADDRESS 
We are interested in your Selling Helps and would 7 aa . 
like to be put on your mailing list to receive all material CITY _STATE = 
sent out. JOBBER’S NAME __ 
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“| here s the 


Man we want” 


% If Frigidaire dealers were to be 
appointed simply for the sake of getting 
more outlets, Frigidaire could have many 
times the dealers it has today. 

But Frigidaire believes in giving 
more than the usual factory coopera- 
tion to every dealer appointed—and 
that every dealer should be of the type 
who can benefit fully from the help we 
give him. 

We want only the dest of dealers. 
And the best of dealers want only the 
best in electric refrigeration. 

So it is the most natural thing in 
the world that Frigidaire and the 
leading electric refrigeration dealers 


WORLD’S 


MOST 


of the country should work together. 

They do. And in mére ways than 
one. 

We give each dealer assistance in 
training salesmen in successful 
methods of specialty selling. We give 
him promotional ideas and merchan- 
dising plans that are worked out to fit 
his own particular needs. 

We give him the support of strong 
national advertising. We prepare 
copy and cooperate with him on local 
advertising that expresses his own 
personality. And—above all—we give 
him the benefit of an arrangement 
that enables him to make real profits. 


Frigidaire’s sales program for 1935 will 
soon be complete. 

It will embody all the principles 
that have proved sound in the past. 
And it will hold a few surprises as 
well. 

If, like General Motors, you have 
“an eye to the future—an ear to the 
ground’’—if you want to go along with 
a company that expects to go places 
next year—now is the time to start. 

A letter will bring you complete in- 
formation at the earliest possible date. 
Write Frigidaire Corporation, Sub- 
sidiary of General Motors Corpora- 
tion, Dayton, Ohio. 


Frigidaire 


PRODUCT OF GENERAL MOTORS 
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COFFEE PERCOLATOR — Makes 


the finest of drip coffee automatically 






th what-millcons Pe cain say 
that counts! ra 





G IVE ME UNIVERSAL Appliances”, is what 
women everywhere say to their men folks when 
asked what they wish for Christmas. It is what they say 
to the clerks when selecting Christmas Gifts for others. 


Today UNIVERSAL offers the greatest line of electric 
appliances ever presented under one name .. . the most 
astounding values in history ... the most marvelous 
array of work-savers, time-savers and money-savers 
ever placed at the disposal of the American housewife! 


UNIVERSAL’S tremendous production . . . UNI- 
VERSAL’S great staff of expert designers and 


| URN SET—Colonial Pattern Urn with ve 

sugar bowl, creamer and twenty inch and saves one-third on coffee | engineers ... the makers’ many years of experience 
tray. ium plated. Ivory finish Chromium plated, will not ap 0 . all these have made it possible to surpass all 
pesmeiig "sorter headen soma Price $8.75. Oceans Fee previous achievements in value-giving. UN/VERSAL 


Appliances today are the greatest dollar -for-dollars 
worth of value that the American home has ever known, 
It may never again be possible to give you so much 
for your money. 


Take advantage of this opportunity to bring your 
home up-to-date with these newest and finest appliances | 
ever built. See them all at your UNIVERSAL dealers, 
and thrill to the joy of owning the best that money can 
buy at the lowest prices in more than twenty years! 


P.S. Remember—every UNIVERSAL product 
is fully guaranteed . . . built to serve you 


| WAFFLE MAKER— Heat indicator 
faithfully every day for years and years. 


tells when to pout batter. Chromium 








SANDWICH TOASTER, WAFFLE 


pelea Sec tarener nee MAKER AND GRIDDLE—For toasting a a ; For sale at leading Electric, Hardware, Housefurnishing, 
ing. Price $6. - dwiches, including “three-deckets”. Department Stores and Lighting Companies everywhere. 





bin " pancakes. Two sets of interchangeable — 
Sige apie grids. Chromium plate for lasting 
ees, beauty. Price $9.95 Oties $792 
| 


MIXER AND BEATER—A miracle 
worker of the kitchen—beats eggs, 
whips cream, mixes batter, mashes, 
potatoes, stirs beverages. Portable 
beaters may be used over stove or on 







THREE-HEAT PAD—Quick, safe, relief 
from many pains. Four thermostats 
actually maintain any one of three 
degrees of heat. Easily regulated even in 
the dark. Price $4.95. Others $2.95 up 





turns as you open tack. Chromium 
plate. Price $3.95. Others $2.69 up 


. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





Christmas last the | 





Whole vear through 
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ONE OF A SERIES OF ADS 
= APPEARING IN THE SATURDAY EVENING POST THIS FALL 
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NEW MINITMASTER. An ingenious new 
model that tells time as a speedometer mea- 
sures miles. Illuminated or not, as 

desired. Molded plastic case, ivory $9 95 
color. Also in black. To retail at . 





A fil 


AIRMAN. A rich, decorative design, partic- 
ularly appropriate for a gift. In maple or 
walnut, it retails at $6.75. With 


alarm, $9.95. In white onyx as $12.50 


illustrated (also in green onyx), 





ATTACHE. A smart, all-purpose clock. Gold- 
finish metal bezel and base, with gold-bronze 
lacquered metal back. Also in 
chrome and silver lacquer. To sell $9.95 
at $6.75, either finish. With alarm, 








SMUG. An amusing duck design in yellow, 
black, or blue. Children will love it and be 
on time for bed—for meals—may- 

be. QUACKER, the same model, with $5 25 
alarm, retails for $6.50. SMUG is 2 





ATTRACTIVE NEW TELECHRON MODELS 
THAT “PLAY TO A FULL HOUSE” 


“Tue Right Time, All the Time, All Through the 
House.” That’s the theme of the Telechron Fall offen- 
sive. And to help its dealers, Telechron has prepared 
many new models, in smart, appropriate designs. 
Models that will sell! 

These new clocks, backed by a thorough promo- 
tional plan and amusing full-page and half-page ad- 
vertising in The Saturday Evening Post, will make 
sales-curves jump. 

In addition, two entirely new assortments have been 
arranged that will catch the eye and interest of your 
customers. “The Full House Assortment” consists of 
six new and different clocks, each one suited to a differ- 
ent room in the home. This assortment costs you only 


18 


$23.76, and allows you a profit of $15.84. “The Har- 
vester Assortment,” consisting of four Smugs (illus- 
trated above) and two Quackers, opens up an entirely 
new market. Your cost, $20.40. Your profit, $13.60. 
Each assortment is packed with free displays and other 
selling helps. 

Get in touch with your local Telechron distributor. 
He will give you the full story on how to step up your 
clock sales. Or, if you prefer, write to us. 


WARREN TELECHRON COMPANY 

411 Main Street Ashland, Massachusetts 
SELF-STARTING 
ELECTRIC CLOCKS 


HARDWARE AGE 


(Reg. U. S. Pat. Off. by Warren Telechron Co.) 








513.60. 














PICK OUT 





NICHOLSON FILE : 


: a Kw. VV) comet 
SAME STANDARD 


Mechanics tell us that what they want is uni- 
bs form quality. They like to be certain that each 

file is fully efficient. They can’t have their 
b work interrupted by variations in quality. 
és Nicholson Files look uniformly alike. In the 

same shape and size you'll notice that the cuts 


are all exactly the same; that the points are 
identical; and you can see that there are no 
differences. 


Also Nicholson Files are uniform in the qual- 


\ ity of their performance. There are no hidden 

. defects in Nicholson Files. Careful selection 

of “live file steel”, expert processing and rigid 

testing give you complete confidence in each 

wise, Nicholson File. Nicholson File Company, 
USA Providence, R. I, U.S.A. 


The Nicholson File Company 
backs up its experts with facilities 
for manufacturing and testing un- 


surpassed anywhere. 
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TUNE IN 
THE CARBORUNDUM 
4 BAND 
Saturdays at 10 P. M. 
E. S. T.—Columbia Chain 










ALOXITE BRAND CLOTH. Unexcelled for metal fin- 
ishing. In 50-yard Economy Rolls. Three widths. 


E want you to realize that The Carborundum 

Company is one of the largest manufacturers of 
coated abrasives (abrasive -paper and cloth) in the 
world. Products of the highest quality. 


Stock all the items shown here. They will show you a 
steady repeat business. Once a customer has tried a 
“Carborundum” product, he will want that same 
product again, and again, and again... not only the 
same product, but other products carrying the Carbo- 
rundum Brand. 


Tell your jobber you want Carborundum-made prod- 
ucts when ordering abrasive paper and cloth. It is a 
brand you can tie to—year in, year out. A brand that 
carries the reputation of a company whose products 
are recognized in every industry. 


A Post Card brings you a copy of the new complete 
catalog of Carborundum Brand Products. 


The 


CARBORUNDUM 


COMPANY...NIAGARA FALLS, N. Y. 


Canadian Carborundum Co., Ltd., Niagara Falls, Ont. Sales offices and warehouses in 
New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, 
Milwaukee, Grand Rapids; Toronto, Ont. (Carborundum and Aloxite are registered 
trade marks of The Carborundum Company.) 







4 SURE PROFIT 


ITEMS THAT 
REPEAT 
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UNION BRAND EMERY 
EMERY \ | EME 
CL OTH CLOTH. Coated with high- 


est quality Turkish Emery. 
In standard grits. 9’’x 11” 
sheets. 











CARBORUNDUM BRAND FLINT PAPER. Uniformly coated with 
superior quality flint. In all standard grits. 9’ x 11’’ sheets, 
Order it in the Handipac Carton. 





ALOXITE BRAND FLOOR SANDING PAPERS. Fast, clean cutting, 
uniformly coated. Produce a smooth, uniform finish. In 
all necessary grits and backings to meet all floor sanding 
requirements. 
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ALDARA? "LAMPS 


( | a "A rn 
Inger 10% Tp ubbs We SUG - 5 sont — 
fe A Yood Kight athow Cost Use 


This is just another way in which General Electric is out 
in front in helping its agents se 


THIS MONTH GENERAL ELECTRIC ANNOUNCES 
THE 1935 DISPLAY SERVICE FOR 


MAZDA @ LAMPS 


On this page 15 shown a partial reproduction of the new «Flexilight” 
Base (patent applied for)—a marvelous display contrivance and a 
feature of the new 1935 display service. This display device com- 
bines beauty and unparalleled flexibility and permits unlimited light- 
ing effects. New! Different! Sensational ! Watch for complete details 
in broadside you will receive soon. If you can’t wait, write to Sales 


Promotion Department, General Electric Co., Nela Park, Cleveland, O. 
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ATKINS Sal 
Sinn SAWS A> — 


o 

The Gift for we 
Man or Boy y. ~ 

Christmas shoppers will soon be ; = 

looking for appropriate gifts for 

the home workshop fan or 

handy man of the family — 

YOUR chance for PROFIT 

by selling ATKINS SIL- 

VER STEEL SAWS, 

“The Finest on Earth.” 


ORDER 


’ A handy saw for junior “mechanics,” Boy 
N O W § Scouts; grown-ups, too. 20-inch polished 


blade. Cherry handle. 
There is Still Time. 


Gift buyers are not inter- 
ested in “cheap” saws; they 


will want only the BEST in 

material, appearance and serv- 

ice! Order your supply of ATKINS 

SILVER STEEL SAWS now and 

make your store the local headquarters 

for practical Christmas Gifts! And don’t 
forget that ATKINS offers greater dollars- 


As sturdy as they come. Seasoned applewood 
handle. Rigid back of blued steel. 3” to 
8” lengths. 


ATKINS 
CIRCULAR 
SAWS 





and-cents profit than any of the cheaper brands! 
See your jobber—or write to us 


E. C. ATKINS AND COMPANY 


Home Office and Factory, 410 So. Illinois St., Indianapolis, Ind. 


— BRANCHES — 


New York, N. Y. 
New Orleans, La. 
Klamath Falls, Ore. 
San Francisco, Calif. 


Circular, Rip, Crosscut and Mitre saws 
for fast, accurate work on any machine. 


Portland, Ore. 
Seattle, Wash. 
Paris, France 


Atlanta, Ga. 
Chicago, IIl. 
Memphis, Tenn. 
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ust Among Ourselves 


Atlantic City— 


The big fall convention is over. 
The attendance was larger than ever 
before. Each session drew its own 
capacity crowd. The program was 
important. Capable as well as 
prominent speakers handled their 
assignments fairly and intelligently. 
The audience was always attentive, 
yet there was a minimum of informal 
discussion from the floor. This sug- 
gests that the convention agreed 
with the opinions of the speakers, 
which is true, with the majority. 
There were no resolutions other than 
the traditionally courteous “thank 
you” to hotels, speakers, officers, 
trade press and the weather man. 
Normally, and with far less stirring 
speakers, there come from both 
manufacturers and_ wholesalers, 
brave words upholding or attacking 
some current situation or proposal. 
Often, these resolutions are for or 
against tax measures, tariff develop- 
ments or other governmental pro- 
gram. But not this year—despite 
the fact that all but three speakers 
attacked vigorously the incumbent 
Administration and its New Deal 
program as uneconomic, wantonly 
extravagant and as not designed for 
continued nor permanent recovery. 
The complete convention story was 
told in the last issue of HARDWARE 
AcE, (Oct. 25) and is worthy of care- 
ful study by every hardware man. 


Price Competition 


Advance rumor promised hectic 
discussions on the mail order and 
chain store competitive situation 
with emphasis on the unfair price 
advantages enjoyed by these two 
factors. Aside from the masterly 
presentation by J. E. Woodmansee 
to the joint Wednesday session this 
subject was pretty well ignored. 
Among the wholesalers in their code 
discussion, price differential pro- 
visions received major consideration 
as the agency needed to put whole- 
salers in the proper price picture. 
Mr. Woodmansee presented a thirty 
foot roll of single spaced typewritten 
price data which he said was only a 
part of the list of items on which 
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By CHARLES J. HEALE 


Editor, Hardware Age 


wholesalers were unable to put their 
dealers into competition. An after- 
math, is the reported New York City 
meeting of a large and representa- 
tive group of wholesalers to discuss 
the desirability of pooled wholesale 
purchases as a means of obtaining 
price equity. It is said that about 
150 wholesalers have expressed inter- 
est in such a proposal but beyond 
that I am without further knowledge 
of the disposition of the problem. It 
was suprising that the wholesalers 
did not record an expression on the 
price situation as a proper conven- 
tion resolution. 


Cutlery Sales 


A veteran cutlery salesman pro- 
vides some interesting sales data 
covering the past 10 years. In 1923, 
department stores sold cheaper 
grade, imported hoop iron cutlery 
with an average sale at 29 cents 
whereas hardware stores concen- 
trated on quality cutlery with an 
average sale of $1.00. Today, this 
salesman’s own sales record shows a 
complete reversal with department 
stores average sale on cutlery at 
$1.20 and hardware store sales at 
39 cents. His own sales have swung 
from 20 per cent to department 
stores to 80 per cent in these same 
years, so that today he considers this 
distributor his major market. He 
tells me that a certain shear enjoy- 
ing only moderate normal demand of 
from 4 to 6 pair a week will sell in 
lots of 150 to 200 during a three day 
department store demonstration at 
the regular price of $1.45 per pair. 
He also concedes that the same type 
of sales effort in hardware stores 
brings comparable results, but that 
he seldom conducts a hardware store 
cutlery demonstration. Therefore, I 
believe his net comparison is very 
unfair and suggested that he plan 
immediately some plan of providing 
interested hardware stores with de- 
monstration facilities or at least pro- 
vide sufficient information and help 


to hardware men that they may con- 
duct their own demonstrations. Brief 
talks with two or three competitors, 
whose efforts are largely directed to 
hardware distribution do not bring 
to light the same relative cutlery 
sales distribution figures, either on 
the price or quantity sold through 
the hardware trade. If department 
stores are trading up in their cutlery 
departments and are enjoying an 
active sale at fairly good prices, the 
hardware trade will do well to re- 
sume its long-time love of cutlery 
and get its’ rightful share of the 
business. For many years, the cut- 
lery case was traditionally the first 
display to greet the eye when enter- 
ing a hardware store and still oc- 
cupies a good front position in many 
stores. Cutlery is easily displayed, 
has great eye appeal and carries a 
relatively attractive margin. 


White House Lights— 
Dr. M. Luckiesh, lighting author- 


ity, has surveyed the illumination 
facilities of The White House. He 
reports that the light available could 
and should be increased 25 times to 
provide restful and efficient light. 
The proper light, says the Doctor, 
would relieve the President and his 
staff from undue nerve strain in their 
daily and difficult tasks. It is inter- 
esting to learn that the White House 
lighting facilities average no better 
than the light provided in the aver- 
age American home office or factory 
which, on the average, should be in- 
creased thirty times. In terms of 
electric lamp sales possibilities it 
is clear that the market has not even 
been scratched. To stimulate an 


appreciation of light and its relation © 


to low cost operations, better health, 
more efficiency, safety and comfort, 
the Better Light Better Sight cam- 
paign is driving home its message in 
all parts of the country. From a 
strictly selfish merchandising stand- 
point alone every hardware merchant 
should plan to tie in with the work 
of this campaign. Its progress, its 
scope and ways of cooperating have 
been told in Harpware AGE and will 
be told again. 
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Eugene (Ore.) Craftsman Guild. W. I. 
King is president, C. N. Crocker, vice-presi- 
dent, Dr. W. B. Lee, secretary 


National Homeworkshop 
Guild* will conduct greatest 
competition of its kind... . 
Awards to be made in ten 


separate classifications 


OMEWORKSHOP CLUBS and 

the hobby of their members are 
creating a huge and profitable mar- 
ket for hand and power tools. These 
clubs are growing in number and 
membership, attracting men from all 
walks of life. To the retail hard- 
ware trade this development presents 
a tremendous selling opportunity 
which should be greatly stimulated 
by the National Homeworkshop 
Guild contest for handiwork, as de- 
scribed in this article reprinted, with 
permission, from Popular Science 
Monthly. To encourage the hard- 
ware trade to take full advantage of 
this increased tool market, Harp- 
wARE ACE is offering $100 in cash 
for pertinent window displays. Data 
on this trade contest are explained 
on page 29 of this issue. 

—Tnue Epirors. 


*(The formation, organization, pur- 
poses and growth of the National Home- 
workshop Guild were completed explained 
in the August 16, 1934, issue of HARD- 
WARE AGE. Reprints of the story are 
available upon request.—Ed.) 
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Craftwork Contest 


Th Sky Tle © Le! Pt Noe belie 
“MST PRIZE Sher hy an OD 
PSBOMD tmiet Se a &. 


SRNORD PRIZE oe 


Civic Activities of Clubs 


Sponsored by 
Millers Falls Company, Greentield, slag: 


eet PME Silver trophy and $100. 
65 


SECOND PRIZE. 


MOD PRIZE 6 


4 Furniture Made = Hand Here) [ 


ee ke Athins snd Compeny, Indianapolis, Ind. 
FIRST PRIZE . . . . . ._ Silver trophy and $100 


SECOND PRIZE 


' THIRD PRIZE 





HARDWARE AGE 





Thirty-eight Prizes Now 
Listed in Nation-Wide 


$2,000 
CASH 











Iw 


de 








GE 





"FIRST PRIZE 





POINT PRIZE . 










Wood Turning 


0 Sponsored by ma 
: Tool Co., Division of Greenlee Bros. Gea, 
Rockford, tii. 


FIRST PRIZE Silver trophy and $100 
SECOND PRIZE 65 
TES ER mm 

Novelties and Toys => | f § 

Sponsored by 
Henry Disston & Sons, Inc., Philadelphia, Pa. 

Pima Vee 4. Ls 4% Siler sei and $100 
SECOND PRIZE .. : vo «ee eee 
THIRD PRIZE sis. , eke. Seen 


Model Making 8 





Sponsored by 
Russia Cement Company; Gloucester, Mass. 


FIRST PRIZE . . . . . . Silver trophy and $100 

ele PRIZE... ee i 
owe ee 

Decorative Metal Work 9 


Sponsored by 
NP scccli Coteomy, Niagara Falls, N. Y. 


. . . 2... Silver trophy and. $100 
Ree PIER a, oe eee Ge 
IPMN OUIPR en he 

Grand Sweepstake Prize 10 


Sponsored by 
Popular Science Monthly, New York, N. Y. 


Silver trophy and $200 
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and ten silver trophies will be 

awarded in the first nation-wide 
contest of the National Homework- 
shop Guild. In variety and general 
scope, it will be the greatest event 
of its kind ever held. For the first 
time it will give amateur craftsmen 
from coast to coast an opportunity 
to show what they can do in a friend- 
ly national competition based on 
merit alone. 

The home workshop field is so im- 
mense that the contest has been split 
into ten divisions, with 38 prizes in 
all. In each of the first nine divisions, 
the first prize will be $100 in cash 
and, in addition, a silver cup or 
trophy; the second prize, $65 in 
cash; and the third, $35. The tenth 
division is a grand sweepstake prize 
donated by Popular Science Monthly 
for the club scoring the most points 
in all the other divisions. It will be 
a silver cup and $200 in cash. The 
detailed list of divisions, prizes, and 
sponsors is given at the right. 

The Guild is’ able to offer this re- 
markable array of awards because 
of the generous support of the na- 
tionally known manufacturers of 
home workshop tools, equipment, and 
supplies listed in the accompanying 
tabulation. Each company is spon- 
soring one division of the contest and 
donating the various prizes in that 
division. Popular Science Monthly, 
as the official magazine of the Guild, 
will bear the general expenses of ad- 
ministration in addition to providing 
the sweepstake prize. 

The contest will be open to all 
clubs now affiliated with the National 
Homeworkshop Guild or to be or- 


Pare totaling $2,000 in cash 
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ganized this fall. In order not to 
interfere with the annual exhibitions 
of the local clubs, the national com- 
petition will be held late next winter, 
probably in March. Entries will be 
shipped to a centrally located city— 
Chicago, in all likelihood—and there 
judged by a committee of craftsmen 
and experts, a majority of whom will 
be chosen from outside the Guild to 
insure the utmost impartiality. The 
awards will then be announced at a 
national banquet of the Guild at 
which as many members of the 
affiliated clubs will be present as may 
find it convenient to attend. This will 
be the first great get-together of the 
Guild and undoubtedly the forerunner 
of what will become, in later years, 
an annual convention. 

Each club, whether. large or small, 
will have an excellent chance to win 
honors in the competition. That is 
because there are so many prizes and 
the classifications have been so care- 
fully worked out. 

There are really two types of 
prizes. One group will be awarded 
to the local clubs in recognition of 
successful club activities. The funds 
will go into the club treasuries and 
the cups will become the property of 
the clubs for display in their meet- 
ing rooms. The other, and larger, 
group of prizes will be awarded to 
individual members of the clubs and 
will become the property of the crafts- 
_ men who win them. 

The club prizes are those listed in 
Divisions 1, 2, and 10. In Division 
1, sponsored by the Stanley Rule & 
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Geo. W. Peck Hardware Co., Elmira, N. Y. puts the homecraft idea 
over with a bang ; 


If there is no Home- 
work Club in your 
town, this contest is a 
good opportunity to 
get one started. The 
Homeworkshop idea 
is growing rapidly 
and is the largest sin- 
gle factor today, in 
bringing back the 
profitable quality 
tool business, which 
is the backbone of 
every hardwarestore. 


Level Plant, the awards will be for 
the best woodworking projects made 
by members of a club working as a 
unit. In other words, it can be any 
article constructed mainly of wood 
by the club as a group project. Sev- 
eral members may collaborate on the 
design, others select the materials, 
others do the preparatory work in 
getting out the stock, and still others 
the assembling, decorating, and fin- 
ishing. The actual project may be a 
piece of furniture, something useful 
in the way of equipment for the shop, 
house, garage, or garden, a toy or 
novelty, a model, or anything the club 
wishes to submit provided it is es- 
sentially a woodworking problem. 
The prizes in Division 2, given by 
the Millers Falls Company, are for 
the three clubs that have displayed 
the best civic spirit and have rendered 
the most benefit to their local com- 
munities. One of the distinguishing 
features of the Guild has been the 
civic work of the various clubs in 
making toys for needy children, 


building scenery for amateur plays, 
making and repairing equipment for 
schools and playgrounds, and coop- 
erating with the Y. M. C. A., Boy 
Scouts, Girl Scouts, charitable organi- 
zations, and community recreation 
centers. To qualify for this division 
of the contest, the clubs will be re- 
quired to make a statement, signed by 
the club officers, on a form which will 
be provided, together with such other 
proof as the Contest Committee may 
desire. 


Jig-sawed novelties made by Dr. Lee, who is active in 
the Eugene Club. He serves as secretary and treasurer 


The grand sweepstake prize, Divi- 
sion 10, will be awarded to the club 
that wins the most points in the 
other divisions. For each first prize 
won by a club or one of its members, 
5 points will be awarded; for each 
second prize, 4 points; for each third 
prize, 3 points; for each honorable 
mention, 2 points. In addition, 1 
point will be added for each division 
in which a club is represented by an 
entry. If, for example, a club has 
one or more entries in each division 
from 1 to 9, its score will be in- 
creased by 9. To win this prize will 
immediately add $200 to the lucky 
club’s treasury, so it obviously will 
pay the clubs to enter as many divi- 
sions as possible, especially as the 
decision is likely to be a very close 
one. 

All the other divisions of the con- 
test—those numbered from 3 to 9— 
are for the individual members of 
clubs. Both the trophies and the 
cash awards will go to those who sub- 

(Continued on Page 86) 
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Good Window Displays Will Win 


$100 Cash 


Tying in with the increasingly popular hobby of 
homeworkshops and homecraftsmanship and with the 
National Homeworkshop Guild’s Contest Hardware 
Age will conduct a window display contest devoted to 


Homeworkshop Tools and 
Equipment,Handicrafts,or Both 
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Not only do you stand to win a prize, but you will increase your sales of homework- 
shop equipment and establish your store a; headquarters for quality tools. ...... 


Seven Cash Awards as Follows: 


First Prize $35, Second Prize $25, Third Prize $15, 


Fourth Prize $10, Next Ghree Prizes $5 Each 


Any window pictures not winning a prize, but suitable for 
publication will be purchased at $3 each. 


RULES OF CONTEST 


All window pictures submitted become the property of 
HarpwareE AcE and cannot be returned. 

Windows may be put in any time, but contest photos must 
be in Harpware AGE editorial offices not later than Feb. 1, 
1935, to compete. 

There are no entry fees. In case of a tie, each contestant 
will receive the full amount of the award. 

The editorial staff of Harpware AcE are the sole judges 
and their decision will be final. 

Window displays must have appeared in a bona fide retail 
hardware store. 

Pictures should have the name of the window trimmer, store 
and address on the back. 

Glossy prints, 8 x 10, preferred, but all photos will be con- 
sidered on the merits of the display and not on photography. 

Contestants may submit as many photos as they wish. 

Pictures should be accompanied by a brief statement of the 
sales success the firm has had with tools and equipment ap- 
pealing to the homeworkshop hobbyist. 


Displays submitted for this contest may include: hand 
or power tools of any make; or articles made by local 
homeworkshop craftsmen’ or a combination of both. 

This contest is intended to stimulate the sale of all 
tools and related homeworkshop equipment through the 
retail hardware trade and is not restricted to the display 
of the products of any manufacturer or group of manu- 
facturers. : 


A SUGGESTION 


While the merits of the display will be the factor in 
deciding the winners, contestants will find that profes- 
sional photographs, taken by time exposure at night, will 
show up the merchandise and display to better advantage 
than is possible by daytime pictures by amateurs. This 
is because night pictures eliminate the daytime reflec- 
tions from across the street. This suggestion is made to 
prevent discouraging results that do not do the displays 
justice. 


Mail all photos FLAT to the following address: 


CONTEST EDITOR HARDWARE AGE 


239 WEST 39th ST.,. NEW YORK, N. Y. 
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These views of the Waite Hardware Co.’s Worcester, Mass., store indicate 
the extent to which the firm entered Christmas merchandising. 


Waite Hardware Company’s Stores 


Go In With 
Both Feet 


i WHERE are right and wrong 
ways to go into the retailing of 
Christmas gift merchandise and 

toys, believes A. A. Parker, vice- 

president and manager of the Waite 

Hardware Co., Worcester, Mass. 

When the Waite company went into 

these lines they decided that if they 

were to be anything more than just 
another store handling Christmas 
goods, they would have to go into 
it “with both feet.” The company 
operates several retail stores in and 
around Worcester, and the main 

store on Front Street used to be a 

stronghold for “strictly hardware” 

lines, including a large amount of 
heavy hardware. A few years ago, 
with volume in these regular lines 
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falling off somewhat, Mr. Parker 
looked about for lines to stimulate 
it. Observing the success of one of 
his retail stores with its Christmas 
line, he decided that the main store 
could do a healthy business in the 
same type of merchandise. 

A survey of the situation showed 
that there were obstacles such as lo- 
cation to be overcome. The main 
store of the Waite Hardware Co. is 
located at the foot of Front Street, 
near the railway station and away 
from the more frequented traffic ar- 
teries. This was probably one of the 
most important factors that led Mr. 
Parker to make such a strong bid 
for this type of trade; to overcome 
the disadvantage of location. He 





felt that if a moderate stock of 
Christmas goods was bought and 
displayed the store would make lit- 
tle or no impression upon the city 
and the result would be discouraging. 
The store must become known for 
its Christmas merchandise. 

Long before Christmas the entire 
store is given over to Christmas 
goods. All tables and display areas 
are cleared of regular lines for the 
season and the stock of Christmas 
merchandise is so abundant that no 
one could fail to be impressed with 
it. Everything from the smallest 
doll to large power-driven tools is 
presented as gift merchandise. 

Waite’s have another factor to 
reckon with — advertising. Their 
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customers are drawn from English- 
speaking and Swedish populations. 
The regular Worcester newspapers, 
of course, take care of the English- 
speaking advertising and the Swed- 
ish newspaper Svea carries Waite’s 
message to its readers in their own 
language. The store plays heavily 
on the power of pictures to reach the 
youngsters of both types of custom- 
ers. Plenty of colorful broadsides 
and handbills are sent out to create 
desire for ownership on the part of 
the kids. 

Probably one of the best reasons 
for success with Christmas trade in 
the Waite store is the enthusiasm of 
the store staff. There is a distinctly 
happy atmosphere noticeable the 
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moment you enter the store. It may 
be possible to get by without this at- 
mosphere, in some lines of merchan- 
dise, but it is imperative if success 
is to come with toys and Christmas 
gift goods. A. A. Parker seems to 
inspire all members of the Waite 
staff with an enthusiasm for their 
work. This is apparently accom- 
plished through a cooperative spirit 
in the store rather than through 
“pep” talks and the like. ’ 
The windows of this Worcester 
store are filled with Christmas mer- 
chandise and some special attraction 
is used to make them more than a 
window display, as, for instance, an 
attractive local girl dressed as Peter 
Pan, demonstrating toys for the man- 


ufacturer of one of the lines carried. 
Mr. Parker states that he prefers this 
method of advertising to the usual 
Santa Claus idea which only draws 
a large crowd of rather destructive 
children. The. window demonstra- 
tion gets the attention and creates 
the demand for toys without the ob- 
jectionable features. 

The advice to be drawn from the 
Waite experience with Christmas 
goods is: Go into it in such a way 
as to establish your store as a real 
Christmas shopping center. If you 
go at it in a semi-enthusiastic way 
you are likely to have a discouraging 
experience. You can, by doing it 
right, give your annual volume, as 
well as your profits, a decided boost. 
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My FHA Loan is In Circulation 


The detailed experience of a borrower under the Govern- 


ment’s Better Housing Program. 


A hardware merchant 


received more than 20 per cent of the $500 borrowed. 
Actual facts and figures are presented, but for obvious rea- 
sons, the author wishes to remain anonymous, and names 
and places are fictitious. 


"amin a Federal Housing 
Administration loan approved 
by my local bank I have just 
completed long needed repairs on my 
home. The plan has my whole- 
hearted approval, as it provided a 
most satisfactory method for financ- 
ing essential repairs on property that 
had been sorely neglected in recent 
years. Since the hardware dealer re- 
ceived more than one-fifth of my $500 
loan, and recommended competent 
mechanics for the repair jobs, other 
hardware merchants will probably be 
interested in my experience. 

When the plan was first announced 
it appeared to offer a practical solu- 
tion to areal problem. In discussing 
it with friends, however, I found that 
many of them were of the opinion 
that it was too complicated to be 
practical, with the view being fre- 
quently expressed that it entailed too 
much red tape. While these views 
dampened my enthusiasm for the 
plan to some extent, I decided to 
make my application for a loan de- 
spite the adverse criticism I had 
heard of the idea. Experience later 
proved that this criticism was not 
justified. In fact, I was impressed by 
the simplicity of the procedure. There 
is very little more detail entailed in 
negotiating a loan than there is in 
purchasing an electric refrigerator on 
an installment plan. 

The first step was to consult a lo- 
cal bank, which advertised that it 
was cooperating with the Federal 
Housing Administration. I had not 
previously borrowed from the bank, 
and have never maintained an ac- 
count there, although my wife does 
maintain a small checking account, 
which is usually unprofitable from 
the bank’s standpoint. The bank gave 
me the form F.H.E. 3, which is the 
“Property Owner’s Credit Statement,” 
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and which is very similar to many 
partial payment forms, in that about 
the same type of information is called 
for regarding income, references, etc. 
The bank also instructed me to ob- 
tain estimates from each of the con- 
tractors that were figuring on the 
proposed repairs, and to submit these 
estimates, together with receipts show- 
ing that taxes, mortgage interest, in- 
surance, water, and other bills were 
paid up-to-date on the property. 
Approval of the loan was some- 
what expedited by typing out my own 
estimates, so that all that was neces- 
sary was to get the signatures of the 
contractors who had been selected for 
the different jobs. There was no 
prescribed form on which the esti- 


mates were to be submitted, and mine 
were drawn up in the manner shown 
by illustration A. 

As I was well acquainted with one 
of the hardware dealers in my com- 
munity, I sought his advice concern- 
ing contractors upon whom I could 
depend. This hardware merchant 
demonstrated such a friendly interest 
that I felt obligated to him, and the 
contractors finally chosen for the 
various jobs accepted them with the 
understanding that the paint, hard- 
ware and any related materials were 
to be purchased from this hardware 
merchant. It has developed that the 
hardware mefchant received business 
amounting to slightly more than 
$100 of my $500 loan. 


Illustration A—Showing how the estimate of one of the contractors was prepared 
for the bank. 





thick. 





Estimate of 


JOHN DOE, Cement Contractor 
: 608 Walnut St. 
Any Town, N. Y. 


the following described repairs contemplated at the resi- 
dence of John Q. Public, 1020 Elm St., Any Town, N. Y. 


Raise garage six inches above grade of driveway. 
by four sills and new sliding where needed. Jack-up garage ridge and 
install four two by four collar beams to hold same rigid. 

Lay new cement garage floor, four inches thick, with apron ten feet 
long, four feet wide and five inches thick. Also lay 22 feet of three- 
foot sidewalk at basement and front entrances, same to be four inches 


Patch foundation cracks, inside and outside. 
ter troughs for roof leaders at front and rear of house. Repoint chimney 
top. Install place in cellar floor for sump pump. 

My estimate on the above work including required materials and 
labor, with the work to be completed in a manner satisfactory to the 
owner is $145 payable on completion. 

Signed: Joun Q. Pustic. 


Install new four 


Install two cement gut- 
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SUPPLEMENTAL INFORMATION 


The National Bank 
Any Town, N. Y. 


In Connection With the Application of John Q. Public 
For A F.H.A. Loan. 


I hereby certify that the repairs covered by the accompanying esti- 
mates are actually needed, and will increase the value of the property 
by as much, or more than the sum involved. 

I further certify that the estimates submitted herewith were the most 
reasonable to be made by any of the several well recommended con- 
tractors who were invited to bid on each of the four separate projects. 


Signed: 


Joun Q. Pustic. 








Illustration B—Showing how the supplemental statement was phrased. While this 
was not required by the bank, it is believed to have assisted in gaining prompt 
approval of the loan. 


While my loan was for $500, I 
did not actually receive that amount, 
since, under the plan, the bank dis- 
counts the borrower’s contract or note 
at the time the loan is made. How- 
ever, I found that this discount, or 
interest, was less than the amount 
which I had anticipated. I discov- 
ered that the actual interest or dis- 
count was based upon form F.H.E. 
14—“Tables of Calculations,” which 
give exact amount of interest to be 
charged by lending institutions based 
on the duration of the loan, its 
amount, etc. Since my loan was for 
a three-year period, payable in 
monthly installments of $13.89, this 
discount or interest amounted to 
$65.14, and I actually received 
$434.86. If the maximum amount 
had been charged as frequently men- 
tioned in the newspapers 5 per cent 
on $100 per year the amount of in- 
terest would have been $75. 

When I returned the property own- 
er’s credit statement, together with 
four estimates of contractors, tax re- 
ceipts, etc., to the bank I submitted 
in addition a signed statement, in the 
form shown by illustration B. While 
this was not requested by the bank, 
I feel quite certain that it aided in 
gaining the bank’s prompt approval 
of my loan application. 

In my case the papers were given 
to the bank for its action on Aug. 25 
and on Sept. 1 I was notified that 
the loan had been approved and that 
if I would call at the bank the note 
could be signed, and the money trans- 
ferred to my wife’s checking account. 
As my F.H.A. loan was the second 
to be granted by the bank, it appears 
likely that less time will be required 
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- that are actually needed. 


for approval of loans now that banks 
are more familiar with the pro- 
cedure. 

For my own protection, as well as 
the bank’s, or others who might have 
occasion to be interested, I have, in 
making payments for the job to the 
various contractors, marked their 
checks “F.H.A. Funds.” This pre- 
caution was not required by the bank, 
but since I certified that the money 
would not be used for any other pur- 
pose than non-movable repairs, etc., 
on my home, I wanted a permanent 
record that the money had been spent 
for this purpose and no other. 

Straightened circumstances during 
recent years had forced us to neglect 
our house and it was in very bad 
condition. With a larger income I 
think I would have tried to borrow 
at least $1,000, as the larger sum 
could easily be expended for repairs 
I decided, 
however, to make certain that I would 
not obligate myself for larger pay- 
ments than I could conveniently 
meet, and therefore limited the re- 
pairs to the most essential things. 
The four types of repair jobs entailed 
were as follows: 

Cement work: Raise garage and in- 
stall new cement floor and apron. In- 
stall new 4 by 4 sills. Jack-up ridge 
and install four color beams to hold 
ridge rigid. Install 22 ft. of 3 ft. 
cement side walk at side and front of 
house. Install two cement gutter 
troughs for roof leaders. Patch 
foundation cracks, inside and outside, 
and repoint chimney. Install place 
for cellar pump in basement floor. 
Cost $145. 

Painting: Exterior, House—paint- 


ing shingles three coats and other 
wood work two coats. Foundation to 
receive two coats of cement paint. 
Shingled exterior surfaces to receive 
three coats. Garage to receive three 
coats. Screens, and gutters and lead- 
ers to be painted the same as ex- 
terior trim. Interior, house—smooth 
and patch cracks in equivalent of five 
rooms. Wall and ceiling surfaces to 
be shellaced and painted two coats, 
with walls sponge stippled in two 
colors. The woodwork in two bed- 
rooms to receive one coat of enamel. 
Cost $205. 

Tinsmith: New gutters and leaders, 
as specified. Cost $42. 

Trucker: Furnishing and deliver- 
ing 20 yards of fill and 15 yards of 
top soil. Cost $42. 

All of this work is now completed, 
and my home is. much more livable. 
I found the prices of the contractors 
very reasonable considering the labor 
and materials involved, and believe 
that I had all the repairs made at 
much lower figures than if I were 
forced to wait until times became 
more prosperous. On the painting, it 
turned out that the contractor figured 
too close to provide a living wage 
and I paid him $25 more than the 
agreed price to permit me to have a 
clear conscience in the matter. Hav- 
ing been neglected for so long it re- 
quired more material and consider- 
ably more time than the contractor 
had estimated it would take, and 
since he was a conscientious worker 
and did a very fine job, I felt it was 
up to me to make some readjustment 
on the price originally agreed upon. 

In short, my experience in obtain- 
ing the loan, and with the repairs that 
were made, has been so satisfactory 
that I would like to give my unquali- 
fied endorsement to the plan, and to 
suggest that hardware merchants 
leave no stone unturned to familiarize 
their customers and prospects with 
the many advantages of the idea. 


70 Millions Spent 
in Housing Drive 


The Federal Housing Administration 
reportec on Oct. 26 that a total of $70,- 
000,000 had been spent for home reno- 
vation within 10 weeks. The officials 
estimate that for every dollar lent for 
repairs, between $4 and $4.50 is spent 
to rebuild and refurnish the nation’s 
homes. It is estimated that 70c. of 
each dollar is spent for labor. Nine 
thousand banks having combined de- 
posits of $33,500,000 are cooperating. 
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CUT IT OUT! 


Another Hardware Age Original Suggestion 
for Practical Window Displays that Sell 
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ERHAPS one of the most at- 

. uy Preccive and unique ways in 

z which light may be used with 
“NX the displayed merchandise is in the 


form of a silhouette picture as a 
background for the window and the 
displayed articles. Since the number 
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f of suitable silhouette scenes possible 
is practically unlimited, it is easy to 
¢ ® . < choose one which will be especially 
E b . appropriate for the display in the 
™ window at any particular time. For 

(\ Van example, Fig. 1 suggests a silhouette 

E background scene which would be 
especially effective when used with a 

display of football equipment in the 

a late summer and fall. Considerable 
value is derived from such a luminous 

scene not only because it attracts at- 
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i tention to the window, but also be- 
P 4 cause it ties in so definitely with the 

L merchandise displayed. This feature 
4 can be incorporated with perhaps 

4 every display used. A display of 

v x. baseball equipment, for example, 
could be greatly enhanced by a base- 





How to use Light to 
**paint” a background 
for your window dis- 
plays is here told by 
A, L. Lyman, Engi- 
neering Department, 
General Electric Co., 
Nela Park, Cleveland, 
O. Easy to install and 
effective in getting at- 
tention. 
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ball scene, one of gardening equip- 
ment by a garden scene, one of elec- 
tric lamps by a “well lighted home” 
scene, etc. 

The outstanding feature of such a 
luminous scene is that the entire pic- 
ture can be changed so readily, 
easily, and inexpensively. Essentially, 
the material for producing the scene 
consists of a screen of tracing paper 
or muslin across the window in back 
of the display, a cut-out scene of card- 
board or wallboard placed a few 
inches behind the screen, and three 
or four electric lamps located behind 
the cut-out for silhouetting it on the 
screen. The drawing in Fig. 1-A 
shows the relative position of this 
equipment. Changing the cut-outs and 
re-adjusting the lamps gives a com- 
plete change in scene 
and effect. The most 
attractive silhouette ef- 
fects are produced 
when colored light 
sources are used, an 
when these are located 
at different angles from 
the outline of the sil- 
houette to produce fas- 
cinating overlapping 
shadows in different 
colors on the screen. 
The colors of these 
shadows, of course, de- 
pend on the colors of O'SPLAY 


the light sources, the 
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three primary light colors, red, blue, 
and green usually being found the 
most effective. Bare colored lamp 
bulbs without reflectors may prove 
better than lamps in reflectors for 


giving a sharp cut-off of the light 
shadows. Experimenting with the 
position of the lamps is the best way 
to determine the most satisfactory 
location for them. Lettering or other 





O The diagram at 

O the left shows the 
O arrangement of 
lights, cut-out and 
screen to produce 
either of the win- 
dows here sug- 
gested. The 
squared off charts 
make drawing the 
silhouettes easy 
for the sign man. 


— GUT-OUT 
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Fig. 1 


figures may also be effectively pro- 
duced as a part of the scene when 
stenciled in the dark portion of the 
silhouette cut-out as seen in Fig. 1. 
When light is directed onto the dis- 
plays from the regular display win- 
dow lighting equipment, care must 
be taken that a large amount of white 
light does not fall on the silhouette 
screen, for this would tend to wash 
out the colored silhouette effects. 


2 2¢ 25° 2¢ 
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When Morehouse & Wells wish to promote Sport Goods 


They Get Acquainted 





Five members of the Decatur Trap Shooting Club on a day in the field, using both 
guns and ammunition from Morehouse & Wells. 


CQUAINTANCESHIP is the key- 
note of successful merchan- 
dising and the hardware man 

who is devoting time and thought to 
this problem of getting acquainted 
with his trade and prospective trade 
is the man who is going to take the 
lion’s share of business in his com- 
munity. 

The old attitude of “here’s my 
store and I’m ready to serve you if 
you come in” is as out-dated as the 
horse and buggy and mustache cups. 
The idea is, today, to go out and 
make extra special efforts toward get- 
ting acquainted. 

For example, look at what More- 
house & Weils at Decatur, IIl., are 


doing to everlastingly draw attention 
to their sporting goods department. 
There are four men in this depart- 
ment: the manager and three sales- 
men. The manager, H. Ray Myers, 
came to the store a little more than 
a year ago and he, with Robert 
Humphrey, general manager of the 
whole store, tackled the job of get- 
ting better acquainted with their 
trade and prospective trade. Mr. 
Myers had not had any previous ex- 
perience in selling, but he had 
trained for coaching in college; 
studied a year at the National Recre- 
ation School in New York and spent 
five years directing the municipal 
recreation activities at Alton, III. 


They began by reorganizing their 
personnel and putting in three men 
who were keenly interested in sports 
and not averse to taking an active 
part in municipal sports. One of the 
men was a “natural” at swimming 
and gymnastics; another was a first- 
rate tennis player and actively in- 
terested in baseball; another knew al- 
most all there was to know about fish- 
ing, hunting and golf. 

Shortly afterward, Mr. Myers saw 
in the local newspaper that a meet- 
ing was called for all those interested 
in soft ball for the purpose of form- 
ing a local association. Immediately, 





Messrs. Huff and Collins of the Game 

and Fish Association at the lake nearby 

Decatur. Below: The Decatur Archery 

Club in action. Equipment furnished 
by Morehouse & Wells. 
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Field view of the Decatur Trapshooting Club, where Morehouse & Wells men got acquainted and are now prominently active. 


he got in touch with the sporting edi- 
tor of the newspaper and received all 
the details of where and how soft ball 
could be played in Decatur. At that 
meeting he got acquainted and 
“talked too much,” as he says, and 
was elected president of the newly- 
formed association. It is very easy 
to surmise who handled the order for 


suits and equipment for that Soft 
Ball Association. 

At about the same time, he took 
definite steps toward organizing a 
gun club in Decatur. Up until that 
time, there ha’ been a group of 
sportsmen who gathered on Sundays 
and holidays in a field north of the 
city to trap-shoot for just their own 





This fish hatchery, sponsored by the 
Fish and Game Association, photo- 
graphed when it was drained last spring. 
This hatchery came into being as a re- 
sult of the efforts of the Association, 
which in turn was begun by H. Ray 
Myers and salesmen interested. 


Right: The Blackhawk Archery Club in 
action. Another “get acquainted” op- 
portunity that is embraced by More- 
house & Wells. 
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fun. Mr. Myers contacted these men, 
sounded them out on the idea of an 
organized gun club and found them 
favorably inclined. That was the 
beginning of the Decatur Gun Club 
and another great stride toward “get- 
ting acquainted.” 

As soon as this was under way, Mr. 
Myers made arrangements through a 
well-known firearms company to 
have an expert trap-shooter come to 
Decatur and with him came a collec- 
tion of specially built shotguns. An- 
nouncements were made in the local 
papers and special invitations, by 
courtesy of Morehouse & Wells and 
the Decatur Gun Club, were mailed 
to every known sportsman within a 
radius of a hundred miles to attend 
the shoot and examine these guns. 
For a week afterward, the display 
was in the sporting goods department 
of the store and the result was eight 
shotguns sold, two of them being spe- 
cially built, to say nothing of the 
prospective customers who were suf- 
ficiently interested to come and have 
a look. 

Next, Mr. Myers turned his atten- 
tion to the local Y. M. C. A. He took 


(Continued on page 92) 
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Hope Rises as Fear Subsides 


By G. L. LACHER 


EAR has been the dominant note of 

the depression. Fear, caused by the 

collapse of the stock market in 1929, 
led to wholesale liquidation of both securi- 
ties and goods. Deflation begot deflation 
and, in the course of time, our banking 
structure began to crumble. As banks were 
drained of their reserves further liquida- 
tion of securities followed. At length, the 
mounting wave of domestic hoarding and 
foreign gold withdrawals forced a nation- 
wide banking holiday. 

The measures taken by the Government 
to overcome this crisis are well remem- 
bered. One of them, the ban on gold ex- 
ports, was primarily a defensive measure; 
yet it was widely interpreted as a precursor 
of inflation. As a consequence a new fear 
—fear of higher prices—supplanted the 
old fear of deflation. Large speculative 
purchases of goods ensued, and the curve 
of national production soared. When, at 
length, the inflation fear subsided, produc- 
tion fell off sharply. 

After excess inventories had been ab- 
sorbed a new upward surge of buying set 
in. This time fear of inflation was less 
of a factor than rising industrial costs. 
Under the NRA there had been successive 
advances in wage rates and in due time 
these were reflected in price increases. In 
the steel industry, for example, sharp ad- 
vances in the prices of certain products 
went into effect on July 1 of this year. To 
protect themselves against these increases 
buyers bought heavily in the second quar- 
ter, with the result that production rose to 
60 per cent of capacity. The aftermath 
was another precipitous drop in output, 
followed by four months of unusually low 
operations. 

Today industrial activity appears to be 
slowly recovering. Stocks have been worked 
off and replacement buying has set in. At 
the same time business sentiment is im- 
proving. Fear of currency inflation has 
subsided in the face of assurances from 


the Administration that the printing press 
will not be used and that monetary policy 
in general will be kept as orthodox as pres- 
ent conditions permit. Fear of further 
price advances in raw materials appears 
to be out of the picture, for the time being 
at least, because of accumulating evidences 
that costs and prices have risen too rapidly. 
Fear of budgetary inflation is still very 
real. However, the Government is appar- 
ently as alive to the danger of mounting 
Government indebtedness as its critics. In 
discussing public expenditures the Presi- 
dent recently said: “We should all pro- 
ceed in the expectation that the revival of 
business activity will steadily reduce this 
burden.” 

This is a reasonable viewpoint and it 
leads one to inquire whether there are any 
other major fears besetting business. Yes, 
there is one—fear of labor trouble. So 
long as organized labor makes every up- 
turn in business an excuse for a new dis- 
turbance, apprehension rather than confi- 
dence will be the rule in industry. 

But even in this field there is reason to 
look for a more realistic attitude on the 
part of the Administration. In its plan for 
the settlement of the Great Atlantic & 
Pacific Tea Co. strike, the National Labor 
Relations Board prohibited unions from 
resorting to coercion or intimidation in 
their membership drives. If this principle 
is generally applied and enforced, the day 
of flying squadrons and mass picketing is 
over and, with it, the day of major indus- 
trial disturbances. 

With the fear of chronic labor unrest 
finally laid to rest—and the writer is op- 
timistic enough to believe that it will be 
laid to rest—the last major obstacle to re- 
vival will be removed. The psychology 
of hope will then replace the psychology 
of fear. Capital will come out of hiding, 
the consuming public will loosen its purse 
strings, and the accumulated needs of five 
years will be translated into purchases. 
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How Hubbards Did $46,000 Major Appliance 
Business Last Year In Flint, Mich., Store 


EO. W. HUBBARD HARD- 
G WARE CO., Flint, Mich., one 
of the largest and oldest 
hardware stores in the state, sold $46,- 
000 worth of appliances last year. 
Window displays, large interior dis- 
plays, a model electric kitchen, 
kitchen demonstrations, local news- 
paper advertisements, direct mail 
pieces, and reasonable deferred pay- 
ment plans are big factors in the com- 
pany’s merchandising of these lines. 
Five of the company’s 35 salesmen 
sell appliances of all types—electric 
ranges, gas ranges, pressure gasoline 
stoves and ranges, electric washing 
machines, electric ironers, oil ranges, 
coal and wood ranges, ovens, gas 
plates, laundry stoves, etc. 

Several years ago Hubbards put in 
their own model kitchen, of which 
M. D. Knopic, manager of the appli- 
ance department, said, “We carried 
out the model kitchen idea in our 
store about three years ago. Qur ma- 
jor appliance department is located 
on the third floor, while the table ap- 
pliances and house furnishings de- 
partment is situated on the second 
floor. We have always felt that these 
departments should go hand in hand, 
but, due to the floor arrangement of 
our buildings, we were forced to lo- 
cate the two departments on different 
floors. 

“However, a plan was worked out 
so that we could have a permanent 
model kitchen built in our house fur- 
nishings department where we have 
on display an electric range, electric 
refrigerator, ironer, food mixer and 
other appliances that would properly 
fit into the kitchen. The house fur- 
nishings department uses this model 
kitchen to display the latest types and 
color combinations of pots and pans 
and other kitchen accessories.” 

Mr. Knopic further stated, “We had 
the kitchen located so that we could 
move a few display tables and provide 
seating capacity for an audience of 
about 75 people. Since the inception 
of the kitchen we have had electric 
refrigerator and range demonstra- 
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This demonstration kitchen is responsible for many sales of household appliances 


by the George W. Hubbard Hardware Co., Flint, Mich. 


Its inviting appearance 


attracts women visitors, and eventually makes prospects and customers of them. 


tion cooking schools showing the use 
of new cooking utensils such as oven- 
ettes, aluminum ware, and enamel 
ware. It also makes an ideal place 
to hold ironing demonstrations. Since 
our model kitchen has been built 
three years, no doubt there are much 
better arrangements to be had at pres- 
sent, but we feel that our efforts have 
been well repaid. 

“Practical model kitchens in the 
past were left to architects to lay out. 
Of course, they were handicapped to 
the extent that no one manufacturer 
made a complete kitchen unit consist- 
ing of a range, refrigerator, dish 
washer, power unit for mixing bat- 
ters, etc., and other small table appli- 
ances, such as toasters, waffle irons, 
percolators, egg cookers, etc. Today 
we have just these kinds of kitchens 
that have proven to be practical in 
every detail.” 

Of results obtained by demonstra- 
tions in the model kitchen, Mr. Knopic 


said, “We have been able to trace 
many appliance sales back to demon- 
strations that we have held in our 
mode] kitchen—even a year after the 
demonstration. At the last electric 
range demonstration we had the ladies 
give us their names and addresses and 
asked them just what appliances they 
would like to buy next. We found this 
a good way of getting live prospects. 

“Our appliance department is lo- 
cated on the third floor in the main 
store and occupies a space 20 by 70 
ft. We have a tramway joining a 10- 
story warehouse to the main store. 
Part of the third floor of the ware- 
house we have converted into a sales- 
room for the display of pressure gaso- 
line stoves and ranges, oil ranges, 
coal and wood ranges, ovens, gas 
plates, laundry stoves, etc.” 

Pressure gasoline stoves in the 
warehouse display room are ready for 
demonstrations. Lighting these stoves 
and ranges and using the sales litera- 
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ture provided by the manufacturer are 
important points in Hubbards’ mer- 
chandising of this line. A space, 15 
ft. square, is used in the warehouse 
for displaying these models, and the 
manufacturer’s display cards are 
utilized to point out sales features. 
Local newspaper space and direct 
mail material supplied by the manu- 
facturer are used to attract prospects. 
From 80 to 100 pressure gasoline 
stoves are sold annually, ranging in 
price from $18.50 to $129.50. These 
stoves are displayed once or twice a 
year in the show windows, usually in 


the spring and fall, for periods of two 
or three weeks. They are sold for 15 
to 20 per cent down, with balance pay- 
able over a period of 12 months. 

Satisfied users give Hubbards’ many 
leads on pressure gasoline range 
prospects. For 10 years they have 
carried a complete line of these mod- 
els and have stocked a complete line 
of repair parts. The company is sold 
on the line it handles, and every ef- 
fort is made to see that customers are 
well instructed as to their proper 
operation. 

Instead of featuring one type of 











cooking equipment, Hubbards’ inter- 
est people of widely different means, 
living in communities of all types. 
They can meet the demand for small 
units for summer home use, or elab- 
orate and more expensive equipment 
for homes of people in the best of cir- 
cumstances, whether using oil, gas, 
gasoline, coal, wood or electricity. 
By the middle of the summer, Hub- 
bards’ passed the $50,000 sales mark 
and hope to have a volume of $65,000 
to $75,000 by the end of 1934. Real 


merchandising is doing the trick. 





This display and sales room of the George W. Hubbard Hardware Co., Flint, Mich., 
located in the main store on the third floor 


How Modern Science Helps Retailers 
Sell Merchandise More Effectively 


GE, physical characteristics, wealth 
and the intelligence of his pros- 
pect must all be considered by the 
hardware merchant—particularly when 
dealing with higher priced merchandise 
or high units of sale. To the large de- 
partment stores (from which a hard- 
ware dealer can take many lessons) 
science is an important factor in mer- 
chandising as pointed out in the article 
“Magical Words That Make People 
Buy Things,” which appeared in the 
July 29 issue of The American Weekly, 
the Sunday magazine section of the 
Hearst newspapers. 

The right price, a clean store, at- 
tentive salespeople and desirable mer- 
chandise are all important factors in 
merchandising, but the use of the right 
words and the proper approach to a 
customer are also vital. Words can 
make or spoil a sale. Large department 
stores have even used a scientific in- 
strument devised for recording a per- 
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son’s reaction to spoken words. Popu- 
larly known as the “lie detector,” this 
instrument has played an important 
part in enabling big stores to have their 
sales force use words having a pleasant 
reaction—words which compel a _ per- 
son to buy. 

Specialists working on the matter of 
properly approaching a customer and 
on the problem of the right method of 
appealing to various types have studied 
the faces and physical types of visitors 
to stores. As The American Weekly 
pointed out customers have been di- 
vided into three types. 

“There are the round faced buyers, 
usually fat, with rotund faces, bodies, 
arms and hands. They enjoy good liv- 
ing, comfort, ease, luxury and values 
and do not want to buy things that have 
after-troubles. 

“Then there is the ‘mental buyer,’ 
the triangle faced person, who has a 
predominance of intellect. These people 


occupies a space of 20 x 70 feet. It is 


can be reasoned with and it pays to 
explain the ‘whys’ and ‘wherefores’ and 
to appeal to their intellect in selling 
goods. 

“There is also what might be called 
the square-faced or practical buyer. 
These people are influenced by prac- 
ticality, facts, usefulness, durability, 
strength, mechanical construction and 
reliability. It is bad judgment to try 
to force this square-faced practical 
type. He or she must be led, and his 
opinions of the salesman’s proposition 
must be asked—it is useless to push a 
proposition down his throat.” 

That “lie detector” is useful in de- 
termining the effect of a given word or 
group of words—but it would be dif- 
ficult and extremely expensive for a 
hardware store to obtain one. However 
it would be to a dealer’s advantage to 
note the type of face as well as the 
physique of his prospect and follow the 
plan of approach advocated in the 
analysis of types given above. 

Science can be of great assistance to 
even the smallest hardware store in the 
land. 
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“Am I My Brothers Keeper?’ 


SCAR WILDE wrote a bitter 

O bit of philosophy—“We al- 

ways kill the thing we love.” 

Think that out! 
* * * 

To gain their ends men often use 
instruments they do not admire. 
America fervently entered “the war 
to end war.” 

Communist agitators demand the 
right of free speech and of free as- 
sembly, in order to promote a regime 
which would deliberately destroy 
both. 

Think that out! 

Many Americans have used the 
relatively free opportunities of de- 
mocracy to escape from democracy 
and to entrench themselves in a privi- 
leged class. Those who use democ- 
racy to escape from democracy are 
not democrats. They destroy democ- 
racy. 

Think that out! 

The Christianity of the Sermon on 
the Mount is that of cooperative so- 
cial living achieved by the regenera- 
tion of individual character. “The 
Kingdom of Heaven,” won only by 
the rebirth of individuals, is ex- 
pressed in social relationships. Chris- 
tianity deteriorates when it becomes 
chiefly pursuit of personal salvation, 
with slight regard for social well- 
being. 

Think that out! 

Similarly, democracy is possible 
only with development of high in- 
dividual character, but it finds ex- 
pression only as individuals identify 
their own welfare with that of men 
in general. Democracy dies when it 
simply enables exceptional individ- 
uals to escape from the common lot 
to a privileged status. Those who 
envy such escape are not democrats, 
they are only unsuccessful. 

Think that out! 

Two cultural threads interweave in 
American life. Widespread oppor- 
tunity has given common men hope 
that thrift and industry would win 
comfort and self-respect. Industri- 
ous farmers of good judgment could 
win independence, thrifty workmen 
could improve their lot, and intelli- 
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gent young persons could enter the 
professions. 

A contrasting tradition is that of 
social classes, no more marked now 
than in colonial days when wealth 
carefully distinguished itself in man- 
ners and living from the common 
herd. Jt did not generally discrim- 
inate between wealth acquired by in- 
dustry and that gained by exploita- 
tion. 

As poor men acquired wealth, they 
commonly imitated the favored class, 
often failing to distinguish between 
production to increase the common 
wealth, and exploitation or specula- 
tion to get possession of it. With 
production and exploitation still con- 
fused in the common mind, America 
has not yet fully achieved the demo- 
cratic spirit. 

Think that out! 

As a rule, Americans in their 
economic life have acted intuitively 
rather than by any consciously 
worked out social or economic the- 
ory; but a social philosophy can be 
definite and explicit, even if its ex- 
planation is never fully put into 
language. The great mass of people 
work for low incomes and can com- 
mand only such meager services or 
products of others as that income will 
buy. To a considerable degree this 
condition is due to limitations of in- 
telligence, self-mastery, vigor, and 
energy. To a considerable degree, 
however, it is due to a caprice of 
fortune, to a nonacquisitive temper, 
and to exploitation by those in posi- 
tions of economic advantage. 


May Gain New Status 


If one can, by superior intelligence 
or judgment, by thrift and diligence, 
or by shrewd dealing, acquire a 
favorable economic status, and if 
he can lift himself out of the eco- 
nomic class into which he was born, 
he can command the services and the 
products of others. In his house, his 
servants, and other belongings, he can 
find convenience and satisfaction and 
can express social and economic 
superiority. He can move to a new 
neighborhood, and can make friends 


and marry his children in the new 
class to which he has gained access. 

With many exceptions, this is the 
story of able Americans who have 
come from farming or laboring 
classes. The existence of a demo- 
cratic regime has enabled them to 
escape from the common lot to a 
preferred lot. Should an able, suc- 
cessful person cast his lot with un- 
privileged men, he may find asso- 
ciations with able and successful men 
gradually restricted. He may be 
looked upon with suspicion. His 
thoughts and his language may come 
to seem subversive. 

Think all the above out! 

When the time comes that in the 
general public temper great ability is 
held, not as an opportunity to es- 
cape from and to exploit the com- 
mon lot, but as an opportunity to 
share it and to improve it, a very 
vital spirit of democracy will have 
taken possession of our national life. 

In a new, rich country, democracy 
may seem to thrive because most 
able men prosper. Yet, if private 
advancement is the dominant motive, 
free opportunity will end democracy, 
for by constant removal of ability to 
a superior class, the mass of men 
tends to become inert and leaderless. 
In England, lack of opportunity held 
able laboring men to their class, 
where they supplied vigorous leader- 
ship. In America, ability has es- 
caped from the laboring class, leav- 
ing it largely leaderless. As a 
contrary tendeney, in stable communi- 
ties competition tends to eliminate 
the dull and the weak. 

Where selfish personal or family 
advancement controls, democracy will 
tend to be a recurrent but transient 
phase of society, followed by social 
stratification. Only as men have 
philosophic and scientific insight and 
a fellow feeling for all men, will 
they realize the essential unity of all 
men, and so achieve democracy, not 
by drift, but by social and eugenic 
mastery. 

Now read all the above over again! 
Read it slowly and carefully! Then 
if you will think, you will get a new 
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angle on the condition of the world, 
and what it is all about! 


* * * 


No doubt you have heard of 
Muscle Shoals. No doubt you know 
that there is an experiment under 
way known as “the Tennessee proj- 
ect,” that not only physically but in- 
tellectually is one of the greatest 
movements that has been undertaken 
in this country today. “The Tennes- 
see project” means high ideals com- 
bined with practical engineering. It 
is a combination of intellect and 
labor. 

What I have quoted above has 
just been written by a man trained 
as a civil engineer, who has been ap- 
pointed by the President of the 
United States as the one man in the 
United States today most fit to take 
charge of the Tennessee project. 
Where did President Roosevelt find 
this man? Not in New York City, 
Chicago, St. Louis, San Francisco, 
or New Orleans. There was no such 
man in any of these cities. Nor did 
he find him in Yale, Harvard, Colum- 
bia, Notre Dame, or any of the other 
colleges indulging in the mass pro- 
duction of education. This man was 
found in a little town in Ohio. I'll 
bet you a big red apple that you 
never heard of this town. Jt has the 
romantic name of Yellow Springs. 
But in this town is a little college, 
and this college is known as Antioch. 
There they believe in simple living 
and high thinking. There they be- 
lieve in mixing hard work with in- 
tensive study. There they believe that 
the ability to think well is better 
than the mere accumulation of knowl- 
edge. There they believe that the 
real value of knowledge is simply to 
assist us in straight thinking. They 
seek the real facts about life, so they 
will be able to think and live cor- 
rectly. 

The president of this college is 
Dr. A. E. Morgan. If you wish to 
remember his initials, just think of 
Adz eye. That is the way I have 
always remembered the initials of a 
certain hardware man whose initials 
were A. E. Dr. Morgan is still presi- 
dent of Antioch, and at President 
Roosevelt’s request he has taken on 
the tremendous Tennessee project 
just as a side line. Wouldn’t all of 
us just like to meet Dr. Morgan? 
I am sure I would. If, for instance, 
he were on the speakers’ list at At- 
lantic City this week, notwithstand- 
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ing the depression, | would dig up 
the money and pay my own fare 
down to the Marlborough-Blenheim 
to hear him talk. And paying my 
own fare to Atlantic City would be 
a surprising thing, because all of 
you know that none of you pay your 
own fares. All of the fares to these 
conventions are being paid for by 
your houses. As I now have no 
house, I have no expense account. 

Here is just a suggestion. Try to 
get Dr. Morgan to speak at Atlantic 
City next year. If he would talk to 
us about the real meaning of democ- 
racy, I think he would brush a few 
cobwebs away. 


Something Happened To Us 


Now don’t write me anything about 
the Democratic Party. 1 am not writ- 
ing about politics. When I use the 
word “democracy,” I mean democracy 
in the broad and ideal sense. I am 
not thinking about Jim Farley and 
his postmasters. I am thinking how 
all of us can get out of this de- 
pression and my feeling is, we will 
never pull ourselves out by balanc- 
ing the budget or by further reducing 
the gold content of the dollar. I am 
convinced, and all the statisitcs I read 
confirm me in that conviction, that 
we are and have been in our present 
plight because something, since the 
war, happened to each one of us 
mentally. That is why I have coined 
the name for this depression— 
“Pernicious - Income - Anemia.” The 
red corpuscles in the blood of us 
Americans just turned white. We 


didn’t have enough red corpuscles left 
to keep us going on an even keel, so 
we got “income-anemia.” And we 
are not going to recover from this 
“income-anemia” until we get back 
our red corpuscles. 

Doctor Morgan, in the quotations 
at the head of this article, has 
touched upon some of the things that 
we have been doing. They were 
things based on wrong thinking, on 
the wrong attitude toward the great 
and broad life. There is only one 
thing left for us now to do and that 
is to start back mentally to the cross 
roads where we went wrong, and 
then take a fresh start on the right 
road. 

* * * 

You will all admit that the little 
Welshman, Lloyd George, should 
know something. How many men, in 
the brief space of a lifetime have had 
the experiences of Lloyd George. He 
is the only survivor of that triumvir- 
ate that sat before the fire in Paris 
and held the world in their hands— 
Lloyd George, President Woodrow 
Wilson and Clemenceau. No three 
men in the history of the world ever 
had such power or such responsi- 
bility. Now, after all is said and 
done, after the world has had its 
Gethsemane, what does Lloyd George 
say is the one thing that is needed 
to pull it out of its mental state? He 
said just the other day that what 
the world needs, and the only thing 
that will save it, is great preachers 
and great preaching. 

Think it over! 


Shooting season provides the hardware display man with ample opportunity. This 
window by Robert Gatliff, for Railey-Milam, Miami, Fla., offers layout suggestion. 
Mr. Gatliff’s use of dealer helps as background especially commends itself. 
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This spacious workroom of the display department of Emmons- 
Hawkins, Huntington, W. Va., is an inspiration to high grade work. 


Numerals for Price Tickets 


Fourth of a Series of Articles on Lettering 


HE numerals one to zero, illus- 
trated herewith, are the stan- 
dard figures which belong to 
the full Roman alphabet: they are 
considered the most graceful and are 
in use more than any other design 
for price tickets. In practicing these 
numerals the first step is to select a 
red sable brush which will make an 
outline stroke about one-eighth of an 
inch. Keep a uniform point to the 
brush by working it out on a piece 
of cardboard each time after it has 
been dipped in the ink. 
The writer does not advise prac- 
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ticing these numerals in sequence, 
because this is not the way price 
tickets are made. Practice them in 
groups of two and three numerals: 
for instance, 23c., $4.51, $6.78, $9.10, 
etc. In that way you are not only 
practicing each number from one to 
zero, but also gaining a knowledge 
of spacing and grouping. 

The reader’s attention is called to 
the direction the arrows point. This 
denotes the direction of each brush 
stroke: the little numerals at the 
point of each arrow are the sequence 
of outlining strokes and the little X 


or cross mark signifies where the 
right and left brush strokes begin. 

Beginning with the numeral 2, we 
will suppose the beginner has se- 
lected a number six or eight red 
sable brush in as natural a position 
as you would a lead pencil worked 
to a point on a piece of cardboard. 
Hold the brush in as natural a posi- 
tion as you would a lead pencil (not 
any tighter), keeping the thumb and 
first two fingers within an inch of 
the hairs of the brush. If you try 
holding the brush about the center 


43 








Provide Yourself With a Good Place to Work 
on Show Cards and Display Material— 
Hardware Age Will Provide Suggestions 


of the handle you will find you can- 
not control it as easily. 

No. 1 stroke, in outlining the nu- 
meral TWO, is a LEFT stroke and 
starts at the top of the first guide 
line (see figure X) and is removed 
from the card where the open break 
is over the small triangle. Stroke 
No. 2 is made in the opposite direc- 
tion and joins number one stroke at 
the triangle. Stroke No. 3 is a long, 
sweeping stroke, starting at the top 
and continuing in one long sweep 
until it reaches the triangle at the 
bottom guide line. Stroke No. 4 
is another long, sweeping stroke and 
forms the basic part of the figure 
two. Strokes 5 and 6 complete the 
outline of this numeral. The out- 
lining of the other numerals is very 
much on this same order. The be- 
ginner should carefully watch the 
direction of arrows and stop and 
start where the open breaks are shown 
or at the little cross mark. The 
numeral three requires nine single 
strokes in outlining. 

The “filling-in” process is the next 
operation. This is usually done 
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with a brush two or three sizes larger, 
but if the hand is a little shaky, it is 
best to stick to the same brush as 
used for outlining. First, fill in near 
the outline, taking care not to go 
outside it, then the center solid. 

Do not allow the ink to become 
too thin, as the brush will not hold 
its shape and the color will run. If 
the ink is too heavy to work prop- 
erly, thin by adding only a few 
DROPS of water at a time. There 
are five standard sizes for price tick- 
ets, as follows: 2 x 3,3 x 5, 7x 11, 
11 x 14 inches. This gives an ex- 
cellent variety of sizes without leav- 
ing any waste to speak of from a 
full sheet of cardboard which mea- 
sures 22 x 28 inches. Cardboard 
being expensive for just practicing, 
the writer suggests an excellent sub- 
stitute, that being the classified ad- 
vertising pages of the newspapers. 
These pages are generally free from 
heavy face type and offer the column 
lines as a guide. 

It is also a good idea to cut up 
some manila wrapping paper into 
the different sizes of price tickets 


mentioned. Use these for layout and 
practice work. 

Whenever a quantity of price tick- 
ets are wanted of one size with one 
or two lines of writing and the price, 
like “Toy Trains, 98c.” or Special, 
$3, it will save time to cut out a 
“mask” for ruling pencil lines. This 
is done as follows: Cut a piece of 
cardboard the same size as the price 
tickets and rule it off with spaces 
for two lines of lettering and a 
larger space for the price, then cut 
these spaces out with a sharp pen- 
knife. The tickets may then be ruled 
uniform. 

A good idea is to have an old book 
or letter file handy, and whenever 
you see a good cut or an illustration, 
tear the page out and file it away 
for future use. 

There should be at least one clerk 
in every hardware store able to write 
show cards. 

REMEMBER, YOUR SHOW 
CARDS DO NOT HAVE TO BE 
WORKS OF ART TO BRING RE- 
SULTS. You are not selling the 
show cards, but the cards sell the 
merchandise. 

Now is the time to begin. These 
lessons are so arranged that any one 
may begin at any time without losing 
any of the important connecting 


points—DO IT NOW. 
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Hardware Merchants Should Sell Public 
On Advantages Of F.H.A. Loan Plan 


ware merchants who will take 

full advantage of the rare op- 
portunity offered by the National 
Housing Act. Dealers cannot expect 
this business to come to them unin- 
vited, but if it is actively solicited, 
and a real effort is made, business 
will develop in large volume. Most 
property owners, despite the public- 
ity the Better Housing Program has 
already received, do not appreciate 
how easily they can repair, paint and 
modernize their properties. Hard- 
ward merchants should talk up the 
loan plan and sell the idea on every 
possible occasion. All available 
means, word-of-mouth advertising, 
newspaper advertising, distribution 
of the Government’s free literature, 
letters to home-owners, window and 
interior displays, participation in 
local housing “drives” and exhibits 
should be utilized. Although it is 
not expected that the program will 
gain its full momentum until next 
spring, dealers who begin’ now to 
push the plan will be in best posi- 
tion to share in its benefits at that 
time. Meanwhile, many loans are 
being approved for projects that 
need not be postponed until warmer 
weather arrives. 

It is not sufficient, however, to arouse 
interest in the plan without being able 
to assist prospects in obtaining their 
loans. In this, the dealer can help in 
several ways. He can arrange for the 
services of contractors, carpenters, 
painters, etc., who will serve prospects 
in a dependable manner, with credit, 
and probably profit to the hardware 
dealer who has recommended them. He 
can also classify home owners in his 
store’s trade territory, in accordance 
with their ability to qualify for a loan. 
This will enable the dealer to concen- 
trate his efforts on productive solicita- 
tion. In aiding applicants for loans to 
fill out their applications correctly, and 
in preparing estimates, the dealer can 
likewise lend real assistance. 

If the dealer can arrange to act as 
an intermediary between the applicant 
and local F.H.A. lending institutions, 
this arrangement will have many ad- 
vantages for the dealer. It is of utmost 
importance that the dealer have thor- 
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EXPLAINING THE FUNCTIONS OF FEDERAL 
HOUSING AND LENDING AGENCIES 


THE FEDERAL HOUSING ADMINISTRATION 


makes no loans to the public and cannot deal with distressed conditions. It in- 
sures loans made by private lending agencies for purposes of modernization of 
all types of buildings, and later will insure mortgages made by such institutions 
upon new and existing one-to-four family residential buildings, and, under spe- 
cial conditions, upon low-cost housing projects. 


THE HOME OWNERS’ LOAN CORPORATION 


is authorized to refinance mortgages on distressed homes, that is, upon homes 
where mortgages and other obligations are in serious default. This Corporation 
has established a Reconditioning Division and makes direct loans for modern- 
ization and repair, but only to owners upon whose homes it has already financed 
mortgages, or to owners who would be eligible for distress loans, or to owners 
of unencumbered property meeting the eligibility requirements of the Corpora- 
tion and who cannot receive financing from private lending agencies. 


THE FEDERAL HOME LOAN BANK SYSTEM 


does not lend to individuals. Its essential function is to lend to mutual savings 
and building and loan associations from whom the 2500 institutions, now mem- 
bers of it, may borrow up to 50 per cent on mortgages held by them. 


FEDERAL EMERGENCY ADMINISTRATION OF PUBLIC WORKS— 
HOUSING DIVISION: HOUSING CORPORATION 


The Housing Division is that unit of the Public Works Administration charged 
with the development of a program of low-cost housing or slum clearance 
projects, and correction of acute housing shortage not necessarily involving slum 
clearance. The Emergency Housing Corporation is an auxiliary of the Housing 
Division, established to expedite the housing program. Neither of these agencies 


deals with individual ownership needs. 











ough knowledge of the Act, and the 
procedure necessary for obtaining a 
loan. Questions and answers to points 
most likely to be broached by interested 
home owners are: 

Q. Who is eligible to borrow money 
for repairs, repainting or remodeling 
of property under the National Housing 
Act? 

A. Any solvent property holder, 21 
years of age, or older, with a regular 
income from salary, commissions, busi- 
ness or other assured source, or any 
partnership or corporation, whose ap- 
plication is approved by a local bank, 
building and loan association, or other 
local lending agency which is making 
Government Insured Loans. It is not 
necessary to be a depositor in the 
financial institution consulted. 

Q. Is the money borrowed from the 
Government? 

A. No, the loan is insured by the 
Government. 

Q. Are persons holding an equity 
under mortgage, trust or contract con- 
sidered as owners? 


A. Yes. 


Q. How much can be borrowed? 

A. Not less than $100 and not more 
than $2,000 on a single property. 

Q. Can money be borrowed for more 
than one property? 

A." Yes, it is permissible for as much 
as $2,000 to be loaned for the improve- 
ment of each of five properties, or a 
total of $10,000 to a single property 
owner. In such cases a separate appli- 
cation must be made for each property. 

If loans on more than five pieces of 
property are desired, it will be neces- 
sary for the lending institution to sub- 
mit the aplication to the Federal Hous- 
ing Administration in Washington, be- 
fore making the loan. 

Q. Will loans be restricted to re- 
pairs on homes, or can loans be secured 
also for other classes of property? 

A. Loans can be secured for the im- 
provements of stores, factories, indus- 
trial plants, farm buildings, garages, 
barns, multiple dwellings and apart- 
ments, etc., as well as for the improve- 
ment of homes. 

Q. Is an existing mortgage a bar to 
the securing of a loan? 
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A. No, not if the mortgage is in good 
standing. 

Q. If an existing mortgage is overdue 
or in default, can a loan be obtained 
under the National Housing Act? 

A. No. In such cases, the mortgage 
would have to be restored to good stand- 
ing and a satisfactory extension ob- 
tained, before the applicant would be 
eligible. It is not intended that loans 
under the National Housing Act shall 
be made to property owners who are 
in distress. Property owners who are 
in distress should apply to the Home 
Owners’ Loan Corporation, which is set 
up especially to handle distress loans. 

Q. Is a mortgage ever required in 
connection with a loan for repairs, re- 
painting or modernizing under the Na- 
tional Housing Act? 

A. Only in states where the state 
laws require some classes of lending 
institutions to require collateral. 

Q. Are any endorsers or co-signers 
required on the notes? 

A. No, except that when a man is 
married, his wife must sign the note 
with him, except in states where the 
signature of a wife is prohibited by 
state law. 

Q. Is any collateral required? 

A. No. The loans are what are com- 
monly termed “character loans.” The 
only security required is an adequate 
regular income and a good credit rec- 
ord. 

Q. What information will be asked 
for in the application for a loan? 

1. Amount of loan desired. 

2. Name, place and date of birth, 
home address and telephone number. 

3. Number of years at present ad- 
dress. 

4. Salary, commission or other regu- 
lar compensation per year. 

5. How such compensation is re- 
ceived—daily, weekly, semi-monthly, 
monthly, quarterly or annually. 

6. Income from rents (if any), 
amount per year. 

7. Other income (if any) and its 
source. 

8. Amount per year in principal and 
interest being paid on property. 

9. Married or single, full name of 
wife or husband (if any), and number 
of dependents. 

10. Name of employer, name and ad- 
dress of firm, its telephone number, 
kind of business, position occupied 
(with number of badge, or employment 
number, if any), name and title of 
superior, and number of years with 
present employer. 

11. If in business for yourself, name 
and address of business, telephone num- 
ber, kind of business, whether sole 
owner or partner, or title as officer of 
corporation, trade references and bank 
where business checking account is 
kept. 
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12. Bank where personal checking, 
savings, or thrift account is kept. If 
none, so state. It is not necessary that 
the applicant be a depositor in the bank 
from which an insured loan is obtained. 

13. Instalment payments being made 
to banks, loan companies, instalment 
houses or others, with address and de- 
tails. If none, state “none.” 

14. Details of proposed repairs, alter- 
ations or improvements, describing 
work to be done, estimated cost, and 
name and address of contractor or 
building supply dealer (if arranged). 

15. Location of property. 

16. Name in which title appears. 

17. Description—single family dwell- 
ing, multiple family dwelling, apart- 
ment house, store, office building, farm 
building, factory or warehouse. 

18. Valuation. Year in which pur- 
chased, and purchase price. 

19. Amount of fire insurance. 

20. Mortgages. Total of all mort- 
gages, and details of same. 

21. Statement of whether or not in- 
stalments and interest on the mortgages 
described, or any other liens or en- 
cumbrances are past due. 

22. Statement of whether or not all 
taxes, assessments and fire insurance 
are up to date. (Latest receipted tax 
bill should be submitted with applica- 
tion.) 

23. Have you applied for or received, 
a loan under the terms of the National 
Housing Act, and, if so, give particu- 
lars, with name of financial institution, 
contractor or building supply dealer to 
whom application was made. 

24. Other real estate, with descrip- 
tion, location, purchase price, details of 
mortgages, and equity above mortgages. 
If none, state “none.” 

25. Statement of any judgments, gar- 
nishments, or legal proceedings against 
applicant, and if so, the particulars. 

26. Manner in which payments on 
loan will be made if loan is granted— 
dates of starting payments, etc. 

27. Certification that if the loan is 
granted, the proceeds will be used ex- 
clusively in payment for alternations, 
improvements or repairs upon the prop- 
erty described, and that no part of the 
loan will be used for the purchase of 
removable or detachable equipment ex- 
cluded under the regulations of the 
Federal Housing Administration. 

28. Affirmation that all of the an- 
swers made to the questions in the ap- 
plication are true and correct. 

Q. Who will determine the maximum 
amount of money which it will be per- 
missible for an individual applicant to 
borrow? 

A. The bank or other leading agency 
will be the judge of how large a loan 
is justified in each individual instance, 
except in such cases as may require 
reference to the Federal Housing Ad- 





ministration in Washington, such as 
loans on more than five properties, or 
loans for a period longer than three 
years. 

Q. Upon what will the amount of the 
loan depend? 

A. The soundness of the expenditure 
and the ability of the applicant to re- 
pay the loan, according to the judg- 
ment of the lender. The loan should 
further the interests of the borrower. 

It is intended that the value which 
will be added to the property by the 
improvement shall be at least equiva- 
lent to the amount of the loan. It is 
required that the annual income of the 
borrower be at least five times the an- 
nual payments on the loan. 

Q. For how long can the money be 
borrowed? 

A. For not longer than three years, 
according to the regular procedure, 
with repayments of at least $10 per 
month. Farmers and others with sea- 
sonal income can make seasonal pay- 
ments. 

However, a financial institution de- 
siring to make loans or purchase notes 
with a final maturity exceeding three 
years, but of not more than five years, 
may apply to the Federal Housing Ad- 
ministration for permission. 

It will be the policy of the Govern- 
ment to recommend to loaning agencies 
that the borrowers be asked to make the 
loans for as short a time as is con- 
veniently possible. If loans are made 
for a shorter period than the permis- 
sible maximum term, and difficulty 
should arise in making payment, it 
would be possible to extend the loan 
within the period of the maximum limi- 
tation. 

Q. If the borrower finds himself in 
a position to pay up the entire loan, 
earlier than he had expected, will he 
be permitted to do so and save charges 
on the balance which he pays in cash? 

A. Yes. Lending institutions are in- 
structed to give a reasonable rebate of 
unearned charges in such cases, if they 
were paid in advance. Advance pay- 
ments must be made, however, in exact 
multiples of the agreed payments. 

Q. How much will it cost for an in- 
sured loan? 

A. In the words of the Government: 
“The financial institution may not col- 
lect as interest and/or discount and/or 
fee of any kind, a total charge in excess 
of an amount equivalent to $5 discount 
per year per $100 original face amount 
of note.” This is a much lower rate of 
interest than has heretofore been avail- 
able for loans payable in monthly pay- 
ments. 

Q. Does the applicant pay other 
charges? 

A. No, not when payments are made 
as agreed. 

Q. If the applicant wishes to have 

(Continued on page 70) 
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“They Said We Couldn't Do It- 





66 HEY said we couldn’t do it, 
but we have proved that we 
can get the women’s trade 
even though we are out of the women’s 
shopping district of the city,” de- 
clared P. S. Bruns, manager of the 
McFadden-Dale Hardware Store, 
Santa Ana, Cal., in explaining how, in 
about a year, they had increased their 
women’s trade from about 5 per cent 
of the total volume to 33 per cent. 

For several years those in charge 
of the store believed that the location 
precluded the possibilities of much 
women’s trade, and therefore they di- 
rected all effort toward strengthening 
and increasing the store’s reputation 
of being a man’s store. In the spring 
of 1933 Mr. Brun and his associates, 
Earl Toles and Leon Elliott, took over 
the management of the store and de- 
termined to go after the women’s 
trade, too. 

“We started from scratch, as it 
were, without anything that would ap- 
peal strictly to women,” Mr. Brun ex- 
plained. “About the only women who 
came in were those sent by their hus- 
bands to purchase things for them, 
and an occasional woman who acci- 
dentally came in in search of home- 
wares—and didn’t find them. We felt 
that if we had merchandise that wo- 
men wanted, they could come regard- 
less of the distance from the center of 
the shopping district. 

“The first thing we did was to re- 
decorate. We spent several weeks 
visiting other hardware stores in 
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But Santa Ana, California, hardware 
store succeeded in increasing women’s 
trade from 5 per cent to 33 per cent. 


Southern California to see what color 
schemes they used. We wanted some- 
thing that would appeal to the re- 
puted artistic temperament of women. 
Finally, we decided upon cream 
trimmed with pale green. Then we 
divided the store into two sections by 
means of the main aisle, and placed 
all men’s merchandise on one side and 
all women’s on the other, using tables 
in the main aisle to appeal to both 
sexes. 

“Of course we bought the latest 
style housewares we could find, 
trimmed our windows with them, and 
advertised them. 

“Our advertising has been, for the 
most part, directed to the women of 
the community. Every week, on an 
average, we run some special which 
should appeal to women. This is not 
necessarily a price special, for seldom 
is the price reduced. It is a season- 
able item. The ads do not stress 
price; they stress quality and season- 
ableness. 

“We place the special at the rear- 
most part of the department and force 
the visitors to traverse the entire 
length of the store to get to them. 
Thus they are becoming acquainted 
with the extensiveness of our lines. 

“When the women respond to our 
advertisements we make an earnest 
endeavor to learn their names as soon 
as possible and thereafter call them 
by their names. We find this is just 
as effective with women as it is with 
men. 

“The proper packaging of pur- 
chases is another factor. One may be 
slightly careless in the way he pack- 
ages a man’s purchase, but not a 
woman’s. We save all our cartons, 
and, whenever we can, we pack the 
woman’s purchase in a carton, then 
wrap and tie it securely; for, in many 


instances, she has other stores to 
visit, and she wants her packages con- 
venient to carry. We know this 
counts, for, in several instances, 
women have remarked that they came 
to us the second time because we were 
so careful in packaging their first pur- 
chases. Incidentally, the three of us 
save the waxed paper that comes 
around the bread our wives buy, and 
wrap small purchases of putty in it 
before we wrap it in ordinary paper. 
A woman can carry a nickle’s worth 
of putty wrapped thus around with 
her all day and not risk damage to 
her garments by oil seeping through 
the wrapping. 

“No woman gets out of the store 
before her attention has been called 
to merchandise other than she came in 
to purchase. That’s one reason why 
it is so essential that one learn the 
woman’s name as soon as possible, for 
it is much easier to say ‘Have you 
seen our new lemonade glasses, Mrs. 
Smith?’ than to ask the question with- 
out adding her name. It doesn’t seem 
so cold-bloodedly commercial. In 50 
per cent of the cases the price of the 
suggested item sold amounts to more 
than that of the item the woman came 
in to purchase. 

“When a new woman customer 
comes in we take plenty of time with 
her to show her everything in the de- 
partment, not merely in hope that 
she'll buy something else, but to ac- 
quaint her with our stocks, so when 
she is in the market for something 
else she’ll recollect what she saw in 
our store. 

“Our women’s business shows gains 
every month. Our men’s business is 
holding its own and a bit more; so 
the sales we are making to women 
greatly increase our total sales vol- 
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Schlafer’s Hardware Co., Appleton, Wis., makes fullest use of their window display opportunities. Their windows, ads and 
store displays are coordinated, thus getting the full advantage of all three working together. 


How Schlafer's Increased 
Their Paint Sales 


CHLAFER’S HARDWARE CO., 
. Appleton, Wis., does a weekly 
average business in their paint 
department amounting to $1,000. By 
a clever linking of window display 
and newspaper advertising, their 
sales were increased in the paint de- 
partment to a figure four times that 
amount, with a corresponding in- 
crease in their other departments. 

“Good news! It is paint demon- 
stration time at Schlafer’s Hardware. 
Four big days when six expert paint- 
ers will be at your service. A gen- 
erous free sample can of paint will 
be given upon presentation of this 
coupon...” is the invitation offered 
the public by Schlafer’s in their ad- 
vertisement. 

Coupled with an enticing window 
display, this advertisement served as a 
go-getter for new customers, as well as 
a reminder for old ones that Schlafer’s 
offered the best quality merchandise, 
most complete lines of stock, and 
specialized in expert, intelligent, and 
courteous service. During the demon- 
stration the public brought their paint 
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problems to be solved by capable men, 
expert in the paint industry. 

One customer complained about the 
covering capacity of her paint pur- 
chases as invariably falling short of 
the promised coverage advertised on 
the label. She was informed that 
while cheaper paints have not the cov- 
erage capacity of the better, more ex- 
pensive grades, still it is a common 
practice to judge coverage by the gal- 
lon (or quart), when a more accu- 
rate method would be to figure cov- 
erage by the yard. The clerk sug- 
gested that the weight listed on the 
container’s label should be noted men- 
tioning that one gallon of good paint 
weighs around 20 pounds, any paint 
weighing less than 15 pounds per gal- 
lon has poor coverage capacity, it can 
safely be assumed, as 2 rule. A table 
showing the average covering capacity 
is almost a necessity if one desires ac- 
curacy, he suggested. The following 
was considered a good one: 


One gallon of lead covers about 600 
sq. ft. (white lead). 

One gallon of shellac covers 450 
sq. ft. 


One gallon flat paint around 395 
sq. ft. 

One gallon varnish covers 550 
sq. ft. 

One gallon varnish remover 240-250 
sq. ft. 

One gallon enamel covers about 600 
sq. ft. 

One gallon floor paint covers about 
395-400 sq. ft. 

One gallon raw oil (soft floors) cov- 
ers 450 sq. ft. 

One gallon raw oil (hard floors) cov- 
ers about 650 sq. ft. 

One gallon boiled oil (softwood 
floors) 400 sq. ft. 

One gallon boiled oil (hardwood 
floors) 600 sq. ft. 


One customer recently had _ her 
kitchen walls painted, and the finished 
appearance was not satisfactory, the 
walls in places showing glossy, while 
in others the surface was dull. The 
expert suggested that if the walls were 
washed with sweet milk or buttermilk, 
an even velvety appearance would re- 
sult that would be more satisfactory 
than glossy walls would be, especially 
as the surface was uneven. 
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Requests for safe and reliable var- 
nish and paint removers were an- 
swered by the suggestion that the pur- 
chase of those containing little or no 
bisulphide of carbon was safest as far 
as fire was concerned, for even a small 
amount of the fumes of this chemical 
in the air where a fire is going in the 
room, or there is any smoking while 
the remover is used is exceedingly dan- 
gerous. However, there are many re- 
liable brands on the market which are 
excellent from every standpoint, the 
customers were assured. 


The subject of color schemes for the 
home was brought up for discussion, 
and briefly treated by attention espe- 
cially called to details usually ignored 
or taken for granted by most dec- 
orators. When one is choosing new 
shades or colors, one should keep in 
mind the two effects that colors have, 
and choose accordingly. The warmer 
colors, such as red, orange, rose, etc., 
being stimulating, should not be used 
where one wants to create a restful, 
soothing atmosphere. The expert re- 
marked that since there are 99 tints 
and shades in the spectrum, there 
should be little difficulty in finding 
colors which are harmonizing, yet suit- 
able for the purpose for which they 
are chosen, as all are being reproduced 
in the paint industry. A warning was 
issued here that the table of coverage 
capacities should not be ignored, as it 
is not always easy to match a certain 
shade, because of the wide field of 
colors, especially if one gets different 
brands, as one manufacturer’s idea of 
a certain color may be slightly differ- 
ent from another’s. 

Information was sought regarding 
the defects known as checking and 
alligatoring. Invariably, the common- 
est reason is the softness of the un- 
dercoat. The outer one in drying con- 
tracts or “draws up” slightly, causing 
it to slip over the under one and rup- 
ture. The undercoat should be per- 
mitted a longer time to dry before the 
application of the outer; or if there 
are two different finishes used in the 
two coats, the choice of a harder fin- 
ish for the under one would eliminate 
these defects. Again, the clerk went 
on to say that if less oil were used in 
the undercoat this defect probably 
would not occur. 

The usual cause of blistering and 
peeling is an excess of moisture in the 
wood forcing its way to the surface. 
One might have a paint that is too 
impermeable, for instance, and the use 
of raw, instead of boiled, linseed oil 
aids in rendering the finish more 
permeable, hence less likely to blister 
and peel. 

Brushes were given attention when 
the salesman suggested their purchase 
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of any paint 
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Figure Paint - Results 
-not price per gallon 


Figure the cost for tie whole houre— 
that's the price. Don't be misled by ¢lakns 

ot “so called” cheap paint which is waily . 
expensive. Quality buying is always cherp- 

er. Figure the cost of labor (more timg t~ 7, 






spread). Theh notice how BPS painte Last 
All this is part of the paint bill 


om’ Paint 
ideal for kitchen walls 


Quarts §1 Gallons $3.25 
This is truly wonderful paint. Doesp't 


leave brush marks. Makes a smooth velvety 
finish. Washable. Non glaring. Pleasing. 


B p $ Patco Flat Paint 


Looks well! Wears well! Covers well! 
Quarts 80c Gallons $2.65 





Hundreds of gallons are a0 seek eee nally Fem ye 
every user likes it. It's —— Many delightful on 
See actual sample 


If you have never used “Glosfast” 
4 Hour Drying Enamel 
there’s a surprise in store for you! 
Here's an enamel that “covers”, that 
“looks like a ‘million dollars’” and that 


“wears like iron”. One trial will convince 
you. One coat often covers. 


Pints 80c 


BPS Floor Enamel is 


not ordinary paint 
~ Quarte$1 Gallons $3.25 


Tt dries oe ie ak ee en ee, 
Choose from more pleasant 
noose from dah celfes, hat, make rps 








Only the finest filtered and clarified 
pure linseed oil is used in BPS paints. 


Schlafer 














This paint advertisement is well 

thought out and gives information 

that the prospective user of paint 

will want to have. What the paint 

will do and how to use it are vital 

selling points that some advertisers 
fail to utilize. 


to one cystomer who had bought a 
considerable quantity of paint and var- 
nish. The customer demurred, saying 
he had spent as much as he could af- 
ford, so must economize on this item. 
using an old’ brush if he could find one 
at home, or else buy a 10 cent brush. 
The salesman voiced regret that this 
item should receive economy, remark- 
ing that after buying a good quality 
paint, it was scarcely an extravagance 
to buy a good brush, for a good grade 
brush is worth five cheap ones, while 
an old one, perhaps haphazardly hold- 
ing its hairs, could not turn out a first- 
class job. The clerk went on to ex- 
plain the make-up of brushes, men- 
tioning the different qualities on the 
market, and the workmanship in each, 
the more expensive kinds made of 
sable hairs, skunk (fitch), camel 
(squirrel), and bear hairs, and warn- 
ing that the cheap ones have a ten- 
dency to spread -out, leave hairs on 
the surface, or shed into the paint can. 
A good brush, maintained the clerk, 
if properly cleaned, can be used re- 
coun and turn out excellent work, 
while a cheap one rarely stands up af- 
ter ordinary use. The customer, finally 
convinced that the first cost is the 
“total cost,” followed the expert’s ad- 
vice in the purchase of brushes. By 
this time, many listeners, seeing the 
wisdom of this argument, that a cheap 
brush is not a saving, also made pur- 
chases in the brush department. This 
amounted to a gratifying total. 

At this point, many inquiries were 
made concerning the “proper clean- 
ing” of brushes, and the salesman was 
delighted at the interest he had 
aroused in a subject usually neglected. 
Brushes, he declared, should be sus- 
pended in a bucket, in a liquid made 
of half oil and half kerosene or tur- 
pentine, immersed over the heel of 
the brush. If a lid is on the bucket, 
it will prevent any evaporation that 
may occur, as well as hold the string 
to which the brush is fastened. The 
brushes should never rest on the bot- 
tom of the container. This is a good 
method if one is planning on using 
the brush next day or so, but when 
the job is finished, the brush should 
be cleaned in kerosene or turpentine, 
the paint all removed, and then 
washed in soap and warm water, thor- 
oughly dried, and laid away in a clean 
dry place. Water should never be 
used for a paint solvent in cleaning 
a brush, the salesman warned, as 
water softens the brush hairs, but does 
not assist in the cleaning process. 


Schlafer’s Hardware Company car- 
ries the most complete line of retail 
paint stock in any town of this size, 
having more than fifty finishes in stock 
for home, farm or industry. 
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Window 


HE football games and the 
Thanksgiving dinner provide 
the theme for the HARDWARE 

AcE suggested window displays in 
this issue. Both are unusual in their 


treatment. The football window, 
with the foot and leg kicking through 
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Fall 
Trims 


the paper background will -attract 
attention whereas a flat picture would 
be noticed only casually. 

To produce this effect it is only 
necessary to get a piece of 2 x 4 and, 
with an ax, shape it slightly and 
wrap it with any handy material 
such as burlap. Dress it with a foot- 
ball stocking and shoe. The foot- 
ball, of course, is suspended by a 
fine thread the same color as the 
background so that it is practically 
invisible. 

The turkey, for which an easy 
drafting chart is provided, is made 
more effective by the addition of 
motion in the background. The ax 
is made to move up and down by the 
arrangement of a string to an oscil- 
lating fan. The mechanism for this 
motion display is shown in the 
squared chart on this page. In both 
instances the arrangement of Harp- 
WARE AGE interchangeable display 
fixtures is indicated in the small 
sketches. The photographed win- 
dows illustrated here offer suggestion 
in the modern way to show goods. 
The large housewares window gets 
its effectiveness from the tie-up be- 
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tween the main heading, “Blue Rib- 
bon Houseware Sale,” and the repe- 
tition, in each bin, of the smaller 
blue ribbons. This repetition leads 
the interest through each bin. 

The well restrained window of 
hunting appeal is commended for 
study. It is simple and is so well 
arranged that it is not only a picture 
well composed but is also a strong 
attention getter. The water for the 
ducks is simulated by a piece of 
plate glass. This window was de- 


signed by the Marshall Wells Co., 
Duluth, Minn., for its associate mem- 
ber stores. 

In this issue of HARDWARE AGE, 
pages 34 and 35, will be found a 
new department presenting more 
window display ideas. In future 
issues this department will be added 
to the regular window display pages. 
There will be ample suggestions to 
provide hardware stores with the 
most attractive windows in their re- 
spective cities. 











Theyre Telling 





Us 


Many Wholesalers and Retailers Express 
Appreciation for Hardware A ge Directory 
and Catalog Edition Just Out 


Most Valuable 


Mempuis, Tenn.—I have received 
copy of the Directory of “Who Makes 
It?” issue dated September 27th. You 
are to be congratulated upon this very 
fine edition. 

I find this Directory most valuable 
and it is a book that I am sure will 
be used and appreciated by the hard- 
ware trade in general and I value my 
copy highly. 

L. M. Stratton, President, 
Stratton-Warren Hardware Company, 
and President, National Wholesale 
Hardware Association. 





Concise for Quick Reference 


Artitanta, Ga.—Regarding the Harp- 
ware Ace Directory or “Who Makes 
It?”—I wish to state that it is of con- 
siderable help to us in locating where 
we can secure special items that we 
do not carry or on which we do not 
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have direct connection. We think the 
Directory is concise arid carries quick 
reference to the things in which a 
buyer is greatly interested. 
We really do not know how we would 

get along without a book of this kind. 

P. B. StricKLanp, 

Asst. Mgr. Purchases & Sales, 

Beck & Gregg Hardware Company 





Extremely Valuable 


Watra Watta, Wasu.—We received 
our copy of the Harpware Ace Direc- 
tory a few days ago and wish to re- 
mark that we appreciate the fine shape 
in which this book is put out. Aside 
from the regular directory, the first 
section of the book gives extremely 
valuable information to the Hardware 
Merchant and we have referred to it 
many times in the few days we have 
had the book. 

Frep AMERY, 
Amery & Sons, Inc. 


Handiest, Most Compact 


La Crosse, Wis.—We have received 
our copy of the Harpware Ace “Who 
Makes It?” Directory, which has been 
placed in our buying department. 

One of our buyers remarked that 
yours is the handiest, most compact di- 
rectory in our files, which the writer 
feels is saying quite a little. 

We thank you for our copy of “Who 
Makes it?” 

G. F. Kroner, President, 
Fred Kroner Hardware Company 





Used Frequently 


Watertown, Wis.—We were much 
pleased to receive your late issue of 
“Who Makes It?” Directory and wish 
to say that we will again find this most 
valuable in our business. It is many 
times during the year that we refer 
to this Directory, and saves us a great 
deal of time locating the names of 
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certain manufacturers producing a cer- 
tain item which we are interested in. 

Assuring you that we greatly appre- 
ciate this copy, we remain 


D. & F. Kuset Co. 





Complete in Every Detail 


ToLepo, Ou1o.—The new Directory 
or “Who Makes It?” issue of Harp- 
warE AGE, dated September 27, 1934, 
has been received by us. 

Our Buying Department and Sales 
Department have carefully looked over 
this issue and have pronounced it com- 
plete in every detail. We feel sure 
it will. be very useful in our files. 

I. R. Pancake, 
Vice-President, 
The Bostwick-Braun Company 





Never Disappointed 


Roswe.it, New Mex.—We gratefully 
acknowledge receipt of your 1934 
HarpwaRE Ace Directory Number. 
While we hardly see how you can 
make further improvement, yet by com- 
parison with former issues, the fact re- 
mains that each succeeding year it 
grows better and better. We want to 
congratulate you and express our ap- 
preciation for this most valuable Hard- 
ware Encyclopedia, for that really is 
what it is and then some. 

We have been subscribing to your 
Harpware Ace for many, many years 
and have never been disappointed as 
we always find in it helpful merchan- 
dising ideas and suggestions, all of 
which are sane and dependable. 

Dan H. Witmort, 
President, 
Mabie-Lowrey Hardware Co. 





Time Saver 


Omana, Nes.—We appreciate very 
much the “Who Makes It?” issue of 
Harpware Ace of Sept. 27th, and 
there is hardly a day passes that we 
don’t refer to it in some way or an- 
other. It is a great help and time 
Saver. 

Anprew CAMERON, 
Secretary, 
Wright & Wilhelmy Company 





Complete Compilation 


Waynesporo, Pa.—We are in re- 
ceipt of Harpware Ace (“Who Makes 
It?”). 

This very complete compilation will 
occupy a prominent place in our office 
and we feel sure it will be used con- 
stantly. Thank you. 

DanieL RINEHART. 





Not Complete Without It 


Cincinnati, On1o.—Copy of “Who 
Makes It?” arrived safely. We are in- 
deed grateful for this copy. 
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Our purchasing department would 
not be complete without it. When the 
unusual is wanted, “Who Makes It?” 
invariably gives the information needed 
and helps to make a sale and a pleased 
customer. May you be able to con- 
tinue sending it for many years to 
come. 

C. Moeser, 
President, 


The Pickering Hardware Co. 





Use It First 


Hastincs, Nes.—We received our 
copy of the Hardware Directory, “Who 
Makes It?” and expect to continue 
making very good use of it. 

We have several Hardware Direc- 
tories but we always look in the Harp- 
warE AcE Directory first as we gen- 
erally find there what we want and 
in the shortest time possible. 

F. B. Reep, 
Vice-President, 
W. M. Dutton & Sons Co., Inc. 





Great Help 


Santa Barpara, Cat.—We are find- 
ing quite a good deal of use for your 
Directory “Who Makes It?” and we 
appreciate it very much as at times it 
is a great help to us. 

T. M. Georce, 
Ott Hardware Company 





Valuable Information 


AtcHIson, Kans.—We are in receipt 
of the Harpware Ace Directory or 
“Who Makes It?” We find that the 
book contains a great deal of valuable 
information and other interesting fea- 
tures. We thank you for sending it 
to us, for it will be useful to us. 

A. E. Mize, 
Blish, Mize & Silliman Hdwe. Co. 


Invaluable 


Laurens, S. C.—May we congratu- 
late you on your 1934-35 Directory 
Number! We find it invaluable—es- 
pecially in obtaining those things 
which are not in our particular line 
but which we try to get in order to 
please some customer. Perhaps we 
won't use it for a week or so, but 
when we do need _ it—well, there’s 
nothing can take its place. 

J. W. Dunkin, 


Laurens Hardware Company 


A Great Help 


ALexANpDRIA, La.—I want to con- 
gratulate you upon the September 27th 
“Who Makes It?” issue of HARDWARE 
Ace. This issue is apparently véry 
complete, and is going to be a great 
help in our buying department. 

F. C. BarKspa.e, Vice-President, 

Brown-Roberts Hard. & Supply Co. 








Constant Use 


BatTLe Creek, Micu.—We are more 
than pleased with the new HARDWARE 
Ace Directory and can assure you it 
is a book that will have constant use. 
We believe the last copy to be the best 
ever. Thanks so much. 

James E. Rice, Mgr. of Sales, 
Kendall Hardware-Mill Supply Co. 





Use It Often 


ScHULENBURG, TExAS.— We have 
your Directory of “Who Makes It?” 
and will have occasion to use it often. 
We appreciate same. 

Cuas. Matuta, 
Secy.-Treas., 
Baumgarten-Matula Co. 





Meets Every Requirement 


SprincrieLp, Mo.—We received the 
Harpware AcE Directory or “Who 
Makes It?” several days ago and very 
much appreciate the issue. 

We do not know of any suggestions 
we could make for the improvement of 
this edition. We have used it for sev- 
eral years and it meets every require- 
ment, as far as we can see, in that re- 
spect, and is very complete. 

Again thanking you for the service 
you are giving us in this respect and 
with kindest regards, we are 

J. W. Yates, 
Vice-President, 
McGregor Hardware Company 





Uses It Daily 


Waco, Texas.—I received the Direc- 
tory issue of Harpware Ace. This is 
about the most complete you have ever 
gotten out, however those I have re- 
ceived previous to this have been very 
instructive. Hardly a day passes but 
what I nse the Harpware AcE Direc- 
tory. 

J. W. Taser, 

McLendon Hardware Company, Inc. 





Excellent 


Fort Wortu, Texas.—We have re- 
ceived your new Directory or “Who 
Makes It?” and think it is a very ex- 
cellent book. We use it to advantage 
quite often. 

Ray B. Knaur, 
Buyer, 
Nash Hardware Company 


Valuable Daily 


AtuianceE, Nepr.i—We received a 
copy of the directory “Who Makes 
It?” for which we wish to thank you 
as we find it very valuable almost daily. 

L. E. Jounson, 
Newberry’s Hardware Company 
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Worthington’s Fall and Holiday Fair 
Attracts 1500 Dealers, Employees 


Recently The Geo. Worthing- 
ton Co., Cleveland, Ohio, whole- 
sale hardware distributors, held 
a Fall and Holiday Fair, which 
ran for five days, occupying the 
entire first floor of the Worthing- 
ton building facing on St. Clair 
Ave. The space is now a per- 
manent display. 

Open from 9 A. M. the ex- 
hibit included seasonable and 
holiday merchandise from all 
Worthington departments as well 
as displays erected by manufac- 
turers of various lines handled, 
including electric trains, harness, 
bathroom fixtures, tools, Christ- 
mas decorations, electrical ap- 
pliances and enamelware. These 
displays helped the dealers select 
merchandise for their stores and 
enabled them to take away useful 
display and other merchandising 
ideas. 

Special sales people were on 
the floor at all times to place 
orders and give necessary infor- 
mation to dealers. All merchan- 
dise exhibited was clearly priced 
—some items were specially 
marked for Fair Week. There 
was a separate space devoted ex- 
clusively to closeout merchandise. 

Announced to the company’s 
entire dealer list, by four mail- 
ings, the fair attracted 1500 deal- 
ers and retail store employees. 
Some of them came from points 
as far as 300 miles from Cleve- 
land. 

For the convenience of cus- 
tomers an outdoor restaurant was 
temporarily established in the 
courtyard between two of the 
buildings and adjoining the dis- 
play floor. The restaurant was 
enclosed by a large tent with a 
temporary wood and linoleum 
floor and heating equipment kept 
it comfortably warm on chilly 
mornings. Service was free to all, 





These views show a small por- 
tion of the special arrangements 
made for the Fall and Holiday 
Fair held by the Geo. Worth- 
ington Co., Cleveland, Ohio. It 
occupied the entire first floor 
of the Worthington building 
and included seasonal and holi- 
day merchandise from all de- 
partments. The space is now a 








permanent display. 
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ton guests. A buffet luncheon 
was served daily from 12 noon 
until closing time. 


with chefs, bus boys and wait- 
resses from the Cleveland Hotel 
tending to the needs of Worthing- 














WOMEN SHOPPERS TALK 
TO PITTSBURGH ASSN. 


There were 127 members and 
guests at the Pittsburgh Retail 
Hardware Dealers’ Association 
meeting, held Oct. 26 at the Fort 
Pitt Hotel, Pittsburgh, with Mrs. 
Wilbur Laughlin and Mrs. L. H. 
Boggs as the speakers. They re- 
ported on the things they saw 
when they shopped 30 retail 
hardware stores in the Pittsburgh 
area. Lighting, condition of 
stores, stock carried, store ser- 
vice and their reactions to their 
reception in the various stores 
were among the points covered. 
The two speakers had compli- 
ments to pay and criticisms to 
voice. 

Dinner was served prior to the 
business meeting, which was con- 
ducted by Frank A. Hegner, pres- 
ident of the association. 





ADJOURN HEARING ON 
TOOL CODE AMENDMENTS 


The hearing scheduled for Oct. 
26 at the Carlton Hotel, Wash- 
ington, D. C., on amendments to 
the code governing the tool and 
implement manufacturing indus- 
try, a division of the fabricated 
metal products manufacturing 
and metal finishing and metal 
coating industry, adjourned in- 
definitely. 

The first of the two proposed 
amendments would have required 
that where one or more com- 
ponent parts of an article was 
manufactured in a foreign coun- 
try, the article would carry an 
inscription to the effect that the 
unit was only partially made in 
the United States. The other 
amendment would have permitted 
the use of the NRA insignia on 
an article which was completely 
manufactured in this country. 





NUTMEGGERS PLAN JOINT 
MEETING, NOVEMBER 14 


At the October meeting of The 
Nutmeggers, held at the City 
Club, Hartford, Conn., it was 
announced that the Nov. 14 
meeting would be a joint session 
with members of the Connecticut 
association as guests. 

J. Roche, manager, Heublein 
Co., Hartford, Conn., was guest 
speaker at the October meeting. 
Mr. Roche distributed some of 
his company’s products to mem- 
bers and demonstrated their use. 


HARDWARE AGE 








AC 


| S | 


mss cs sImMme seo A 


nd 
-— 


TT 
= 


Pe on ee co emo 





DWARE 


F|THE TRADE 





——— 


AGE FOR 


TALK 
ASSN. 


bers and 
h Retail 
sociation 
the Fort 
rith Mrs. 
rs. L. H. 
They re- 
hey saw 
0 retail 
ittsburgh 
ition of 
tore ser- 
to their 
is stores 
covered. 
compli- 
cisms to 


or to the 
was con- 
ler, pres- 


G ON 
MENTS 


for Oct. 
l, Wash- 
ments to 
tool and 
g indus- 
ibricated 
acturing 
d metal 
rned in- 


proposed 
required 
re com- 
icle was 
zn coun- 
varry an 
that the 
made in 
1e other 
ermitted 
ignia on 
mpletely 
intry. 


JOINT 
ER 14 


zs of The 
he City 
it was 
lov. 14 
- session 
necticut 


leublein 
is guest 
meeting. 
some of 
Oo mem- 
eir use. 


AGE 


AGE-—WHILE IT’S NEWS 








Executive Changes, Meet- 
ings, Current Events in 
the Hardware Trade 














NOVEMBER 8, 1934 

















LOS ANGELES KETTLE 
CLUB HOLDS PICNIC 


The Los Angeles Pot & Kettle 
Club recently held its annual 
picnic which was attended by 
more than 200 members and 
guests at the North Hollywood 
Recreation Park. Lester Neblett 
was chairman of the program 
which included 20 field events. 
The buyers’ baseball team beat 
the salesmen’s players. 

At the Oct. 16 luncheon meet- 
ing, Francis Regan, national 
president, and program chairman 
for October introduced John M. 
LaDieu, manager, San Francisco 
Executive Association who gave 
a talk on the subject, “When 
You’re Through Changing You’re 
Through.” At the Oct. 9 meeting 
Ted Mumby, 1919 Intercollegiate 
Wrestling Champion told of his 
experiences in India during the 
past 12 years. 





DISCUSS TAXES, SALES 
AT OHIO GROUP MEETINGS 


Starting at Cincinnati, the 
Ohio Hardware Association held 
a series of group meetings 
throughout the state. Meetings 
were also held in Dayton, Lima, 
Akron and Youngstown, there 
being about 70 dealers at each 
session. J. B. Conklin, secretary 
of the association, spoke on the 
tax situation and various legisla- 
tive matters at each group meet- 
ing. Ralph W. Carney, sales 
promotion manager, Coleman 
Lamp & Stove Co.,~ Wichita, 
Kan., gave a merchandising talk 
on automatic electric irons at 
the different sessions. 

R. A. Chandler, The Chandler 
Hardware Co., Sylvania, Ohio, 
addressed the Akron, Lima and 
Youngstown meetings on the sub- 
ject of association membership. 





JOHN J. SHEEHAN, JR. 
SEEKS ADDITIONAL LINE 


John J. Sheehan, Jr., 92 S. 
Ocean Ave., Freeport, N. Y., who 
is now representing the General 
Ladder & Equipment Co., New- 
ark, N. J., in Nassau and Suffolk 
Counties, New York, is seeking 
an additional line for the same 
territory. 

Prior to joining General’s or- 
ganization, Mr. Sheehan had for 
nine years represented the Chese- 
boro Whitman Co., ladder man- 
ufacturers, Long Island City, 
N. Y. For three years previous 
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to this he represented Putman 
& Co., New York City distribu- 
tors for W. W. Babcock Co., lad- 
der manufacturers, Bath, N. Y. 





J. L. ERNST BUYS FOR 
ROCHESTER SCHOOLS 


Joseph L. Ernst, for 20 years 
connected with the former hard- 
ware firm of Louis Ernst & Sons, 
Rochester, N. Y., has just been 
appointed Purchasing Agent of 
the Board of Education of that 
city. Mr. Ernst, son of the late 
Louis J. Ernst, who served as 
president of the New York State 
Retail Hardware Association and 
as a director of the NRHA, 
was named from a Civil Service 
list which was established at the 
request of the Board of Educa- 
tion. 





McKENNA MANAGES 
CORBIN N. Y. OFFICE 














Clifton McKenna has _§suc- 
ceeded Walter Johnson, who re- 
cently became general sales man- 
ager of P. & F. Corbin, New 
Britain, Conn., as New York man- 
ager. Mr. McKenna started with 
Russell & Erwin Mfg. Co., New 
Britain, as an entry clerk in 1896 
and later became a salesman in 
New York City and parts of Con- 
necticut as well as Westchester 
County, N. Y. During the war he 
was in Washington, D. C., han- 
dling war work for the company. 
In 1919 he went to New Britain 
as assistant sales manager of 
Russell & Erwin. He became as- 
sociated with P. & F. Corbin 
in its contract sales department, 
New York office in 1926. 

Mr. McKenna is well known 
to the hardware trade throughout 
the country. 





Rolling Sample Room Helps 


Schwabacher Salesman Garrett 





Clyde Garrett sporting goods 
salesman for The Schwabacher 
Hardware Co., Seattle, Wash., 
wholesale hardware distributors, 
recently took to the road with a 
rolling sample room. It is a 
trailer, attached to a touring car. 

Shelves, drawers, cupboards 
and devices specially built to 
hold sporting goods in place line 
the walls of the trailer. Fishing 
rods and plugs are mounted on 
unique boards which fold back 
into wall spaces like the leaves 
of huge albums. Guns are in a 
special rack. Fishing tackle and 


| outdoor equipment for waders, 


sleeping bags and even the small- 
est dry flies are carried in special 
compartments. 

There’s a desk and four fold- 
ing chairs for the comfort and 
convenience of Mr. Garrett and 
his customers. Wall lights, draw- 
ing current from an auxiliary 
storage battery provide light 
whenever regular service is not 
available. A spool carrying 100 
feet of cable, fitted under the 
forward shelf provides regular 
city or town current to a separate 
line of wiring and lights, when- 
ever available. 


An auto radio provides enter- 
tainment when on the road. A 
direct electric radio is hooked 
up in the trailer for entertain- 
ment when equipment is parked 
where electrical service is ob- 
tainable. An electric heater is 
pressed into service on cold days. 
The open floor space between 
counters and display cases is 
more than ample to accommodate 
a sleeping bag. All this electri- 
cal equipment provides comfort 
for customer and the salesman 
and shows customers how these 
samples look in use. 

With his traveling show room, 
samples are less subject to wear 
and tear than if stored in make- 
shift racks. Five minutes after 
reaching a dealer’s store, Mr. 
Garrett may begin entering 
orders and.within a minute of 
the time he has said good-bye to 
a customer he may be on his way 
to the next customer or prospect. 

This trailer display room is a 
great convenience to Mr. Garrett, 
as it is unnecessary to spend 
hours in packing and unpacking 
merchandise. 

It also eliminates congestion in 
customer’s store while selling him. 
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Boston Varnish Co. Sales Representatives 
Hold Three Day Sales Convention in Boston 


Salesmen of the Boston Varnish 
Co., Boston, Mass., met Oct. 21- 
23 at the Brunswick Hotel in that 
city for a conference and were 
welcomed by J. B. Lord, presi- 
dent of the company who stated 
that Kyanize sales during the 
past year had been greater than 
for any year since 1929. H. A. 
Hall, treasurer, presided over a 
series of demonstrations. New 
items were shown for the first 
time. 

H. B. Winne, vice-president 
and sales manager, presided at 
the second day’s sessions, dem- 
onstrations being continued un- 
der Mr. Hall. H. A. Hall, Jr., 
gave a chalk talk on materials 
and manufacturing. Mr. Winne 
covered sales points and F. J. 
Lane discussed cooperation with 
dealers. 

Mr. Alling, local FHA repre- 
sentative, told of the National 
Housing Act and its operation 
and told how the act could with 
the assistance of manufacturers 
in the building trades be made 
to bring about a healthy revival 
of business. E. G. Mathew, 
southeastern district manager, 
gave a demonstration of the way 
in which he works with his ac- 








Cc. T. AID CELEBRATES 
BIRTHDAY WITH PICNIC 


Recently C. T. Aid, West 
Plains, Mo., celebrated his 82nd 
birthday with a picnic for em- 
ployees of Aid Hardware Co., 
friends and members of his fami- 
ly. The celebration which was 
held a few days in advance of 
Mr. Aid’s anniversary was at 
Hodgson’s mill spring on Bryant 
Creek. Mr. Aid recently bought 
the spring and 35 acres of the 
adjacent property as a hunting, 
vacationing and fishing preserve 
for his family. 


FORGED TOOL MEN ASK 
BUDGET EXEMPTION END 





Suggestions or objections con- | 
cerning an application from the | 
Code Authority for the forged | 
tool manufacturing industry for | 
termination of exemption from | 
budget contributions of members | 
whose main line of business is 
under some other code, must be 
submitted before Nov. 12 to} 
Deputy Administrator H. Ferris | 
White, Washington, D. C. 








} 
B. C. KREIG NOW WITH | 
BUFORD BROS., INC. | 


B. C. Kreig, formerly with 


Keith-Simmons Co., Nashville, | 
Tenn., has joined the sales force | 
of Buford Bros., Inc., in the same | 


city. | 
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counts. C. F. Eberle, advertising 
manager told of plans for 1935. 
National advertising was dis- 
cussed by C. A. Dana Redmond, 
vice-president, Ingalls-Advertis- 
ing. Mr. Lord summed up activi- 
ties of the convention at the final 
session. 

Two hundred attended a ban- 
quet the evening of the final 
session when Mr. Lord presented 





Fred F. Logan, Pittsburgh, and 
J. Edward Healey, Boston, sales- 
men, with watches commemorat- 
ing more than 25 years service 
with the company. The ladies 
were given sight seeing tours 
while the convention was in 
progress. They also made an 
informal visit to the company’s 
factory to see how Kyanize prod- 
ucts are made. 





Wholesale Hardware Trade Exemption 
Terminated by Industrial Recovery Board 





Members of the wholesale hard- 
ware trade have become subject 
to the code for the industry of 
wholesaling plumbing products, 
heating products and/or dis- 


tributing pipe, fittings and 
valves. 

The order approving the code 
exempts wholesale hardware 


trade members who were com- 
plying with the wholesaling or 
distributing trade code and the 
supplemental code for the whole- 
sale hardware trade. This ex- 
emption has been terminated by 
the National Industrial Recovery 
Board, according to a bulletin, 
because the board feels that it 
might possibly result in unfair 
competitive advantages to mem- 
bers of the wholesale hardware 
trade. 

JERSEY ASSOCIATIONS 

HAVE GROUP SESSION 


Members of the North Jersey 
Hardware & Supply Association 
met with members of the Jersey 
Shore Hardware Association, 
Oct. 23, at the Packer House, 





Perth Amboy, N. J., where W. 
Glenn Pearce, managing director, 
PASHA, presided at the meeting 
and spoke on association activi- 
ties. 

Ralph W. Carney, sales promo- 
tion manager, Coleman Lamp & 
Stove Co., Wichita, Kan., gave a 
sales demonstration on automatic 
electric irons and gave informa- 
tion on salesmanship as applied 
to other lines of merchandise. 

There were 60 members pres- 
ent at the meeting. 





MEWA TO CONVENE IN 
CLEVELAND, NOV. 16 


The annual convention of the 
Motor and Equipment Whole- 
salers Association will be held 
at the Statler Hotel, Cleveland, 
Ohio, Nov. 16-17, just in ad- 
vance of the Automotive Service 
Industries Show opening at the 
Cleveland Auditorium Nov. 19. 
Codes, parts, new lines, methods 
of management, buying, ware- 
housing and selling will be some 
of the many topics to be con- 
sidered. 





HILL-SHAW CO. MOVES 
OFFICES AND FACTORY 


Hill-Shaw Co., manufacturers 
of coffee brewers, has moved its 
general offices, factory and ware- 
house to 311 N. Desplaines St., 
Chicago, Ill., where it occupies 
50 per cent more floor space 
than previously. Additional ma- 
chinery is being installed for the 
fabrication and machining of 
electric and gas heating devices 
and other parts the company 
manufactures. 


PACIFIC NORTHWEST 
ASSN. CONVENES JAN. 29-30 


W. H. Richardson, Harrington, 
Wash., secretary, Pacific North- 
west Hardware & Implement As- 
sociation, has announced that 
the association’s annual conven- 
tion will be held in Spokane, 
Wash., Jan. 29-30. 


N. Y. ASSN. TO MEET IN 
BUFFALO, FEB. 12-15 


The 33rd annual convention 
of the New York State Retail 
Hardware Association will be 
held in Buffalo, N. Y., Feb. 12-15 
inclusive. Convention sessions 
and exhibition will be at the 
Hotel Statler. John B. Foley, sec- 
retary of the association, has his 
headquarters at 510 Hills Bldg., 
Syracuse, N. Y. 


POSITIVE LOCK WASHER 
NAMES PETERSON BROS. 


Peterson Bros. Corp. 104 
Walker St., New York City, man- 
ufacturers representatives, now 
has a warehouse stock of the 
line of The Positive Lock Washer 
Co., Newark, N. J., on hand for 
the convenience of the trade in 
that area. 





Youngsters and men and women of all ages rode their bicycles into the Century of 


Progress, recently—their bicycles being their passes to the fair grounds. 


As shown here 


thousands of bicycles, new and ancient, are parked, reminding one of an auto parking field. 
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SANDIFORD AGAIN HEADS 
HARDWARE BOOSTERS 


E. R. Sandiford, Harpware 
AcE, was reelected president of 
The Hardware Boosters at the 
Oct. 27 meeting held at the 
Hardware Club, 253 Broadway, 
New York City. A. M. Phelan 





E. R. SANDIFORD 


was elected vice-president; O. E. 
Watts, E. C. Atkins & Co., was 
reelected secretary and Albert 
Westphal, Corbin Screw Corp., 
was reelected treasurer. Re- 
vision of the constitution and by- 





laws was discussed and laid on 
the table for further considera- 
tion at the November meeting. 

The insignia illustrated here 
was adopted by the organization, 
the monogram part of which 
will be used in the Boosters’ 
official pin. 

Roy C. Schmidt, Stanley Rule 
& Level Plant, chairman of the 
entertainment committee reported 
that the annual Christmas Party 
will be held Dec. 15 at the 
Hardware Club. 





JOHN H. GRAHAM & CO. 
REPRESENT ROCKWELL 


John H. Graham & Co., Inc., 
New York City, manufacturers’ 
representatives, have been ap- 
pointed to handle sales for Rock- 
well Mfg. Co., Camden, Ark., 
manufacturers of screen doors, 
window screens, etc. The Graham 
company will cover states east of 
the Mississippi River and north 
of the Ohio River. 





T. F. CLANCY JOINS 
BUHL SONS COMPANY 
Thomas F. Clancy has joined 

the sales organization of Buhl 
Sons Co., Detroit, Mich., whole- 
sale hardware distributors. 
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| BRIEF ITEMS FROM HERE AND THERE 





IOWA 

James Johnson has purchased 
the former Ecklund Hardware 
store in Union, Iowa, from Mrs. 
J. E. Ecklund, administrator of 
the late Mr. Ecklund. Mr. John- 
son worked for the Ecklund 
store for thirty-five years. 





The Clemons Co-operative As- 
sociation, Clemons, Iowa, re- 
cently took over the equipment 
of the former Farmers Co-oper- 
ative Co. The company, which 
handles hardware, coal, building 
materials, etc., is managed by 
W. J. Darland. 


TEXAS 


The Foxworth-Galbraith Lum- 
ber Co., Amherst, Tex., is re- 
modeling its office and warehouse 
preparatory to adding a large 
stock of shelf and heavy hard- 
ware. 





The stock of hardware belong- 
ing to the E. F. Gaston Hard- 
ware Co., Dayton, Tex., was re- 
cently sold to L. Friedman, Day- 
ton. 





Kent Manning has purchased 
the Valley Hardware Co., Mc- 
Allen, Tex., and is operating the 
business as the Manning Hard- 
ware Co. 





Harrison Hardware, Sixth and 
Main Sts., Borger, Tex., was re- 
cently opened by T. R. and C. B. 
Harrison, who formerly operated 
a hardware store in Memphis, 
Tex. 


KANSAS 


Fred Osborn, Elk Falls, Kan., 
recently purchased some of the 
stock of the Ballenger & Walters 
hardware store in Longton, Kan., 
moving the merchandise to his 
store in Elk Falls. 





L. M. Bryant will move his 
hardware store from 106 S. Sum- 
mit St., Arkansas City, Kan., to 
102 S. Summit St. 





Harry Small is opening a hard- 
ware store in Muscotah, Kan., in 
the Cortelyou Bldg. The store 
will be in charge of Charles 
Campbell. 





George Frank has purchased 
the stock and fixtures of the 
H. C. Cole Hardware store in 
Cawker City, Kan., and has 
moved the business to N. Mill 
St. He was employed in the 
Cole store for a number of 
years. 





OREGON 


The hardware store of Al. 
Piche, 310 E. Main St., Medford, 
Ore., was recently remodeled. 





NEBRASKA 


The hardware store of A. Lock- 
ner & Son, Cedar Bluffs, Neb., 
has been purchased by J. S. 
Pickett. 


NEW YORK 
The hardware stock of the late 
A. G. Brown, Newburgh, N. Y., 
was recently sold at auction to 
settle the estate. 





INDIANA 


The hardware store of James 
Lower’s Sons, La Porte, Ind., one 
of the oldest in the northern part 
of the state, was recently closed. 
James Lower’s sons James, Ste- 
phen and William continued the 
business after the founder passed 
away. With the passing of 
James, Jr., and Stephen, William 
became the owner. 


OHIO 


Zettler Hardware Co., burned 
out at 268-270 S. Fourth St., 
Columbus, Ohio, early last spring, 
recently held a grand opening at 
that address following remodel- 
ing. 


MONTANA 


B. A. Hubbard, formerly man- 
ager of the basement store of 
Montgomery-Ward & Co., Bill- 
ings, Mont., is now managing the 
Park County Hardware Co., Liv- 
ingston, Mont. 


CALIFORNIA 


The Lomita Hardware Co., 
Narbonne Ave., Lomita, Cal., has 
been purchased by H. S. Web- 
ster, who for 12 years has owned 
and operated the Long Beach 
(Cal.) Hardware Co. 





PENNSYLVANIA 


Eagan’s Hardware Store, St. 
Mary’s, Pa., will move from the 
Luhr Building, Railroad Street, 
into the Flatiron Building, 108 
South Michael Street. 





MICHIGAN 


Thieves recently broke a win- 
dow of the Olson & Smedberg 
hardware store in Custer, Mich., 
and escaped with shells and 
a hatchet. 





MISSOURI 


Lou Ebersol, formerly with 
Kansas City Hardware, recently 
entered business for himself at 
9 East Fifth St., Kansas City, Mo. 


‘TENNESSEE 


Dinges Hardware Co., Alex- 
andria, Tenn., has opened a lum- 
ber and building material ware- 
house. 

ELECT J. B. GRIFFIN 
PRES. OF GRIFFIN CO. 


Officers of the Griffin Mfg. Co., 
Erie, Pa., were recently elected. 
W. A. Crawford is chairman and 
treasurer of the company and 
W. L. Crawford is vice-president. 
J. B. Griffin, president of the 
company, and W. A. Griffin, sec- 
retary, are sons of the late James 
C. Griffin, who was president of 
the company at the time of his 
death. 

TEXAS ASSN. DIRECTORS 

DISCUSS CONVENTION 


Members of the board of di- 
rectors of the Texas Hardware & 
Implement Association met re- 
cently in Dallas, Tex., to discuss 
plans for the association’s annual 
convention. A tentative program 
was made up. 


“DOLLAR MAKERS” BOOK 
GIVES 197 SALES IDEAS 


“Dollar Makers” contains “197 
Sales Ideas That Worked” show- 
ing how resourceful merchants 
and manufacturers used ingeni- 
ous ideas to create new profits. 
Each idea is written in con- 
densed, time-saving form. The 
author, George T. Eager, was for 
fifteen years an executive of one 
of the largest advertising agen- 
cies in this country, and during 
that time traveled throughout the 
United States giving advice on 
sales and advertising problems. 
In his travels he learned many 
effective sales ideas, some ot 
which are described in the book. 

The introduction is by Bruce 
Barton. Some of the chapter 
headings are: Personal Sales- 
manship; Advertising; Retail 
Selling; Sales Management; 
Showmanship in Selling; Find- 
ing New Markets; Watching 
Trends and Sales Through New 
Products. Many of the ideas are 
applicable to most kinds of 
stores; some were found in hard- 
ware stores. 

The price of “Dollar Makers” 
is $2.00 per copy. Greenberg, 
Publisher, 499 Fourth Ave., New 
York City, is the publisher, 
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PERCY J. YEWDALE 


Percy J. Yewdale, secretary 
and treasurer, J. H. Yewdale & 
Sons Co., Milwaukee, Wis., print- 
ers of catalogs for heavy hard- 
ware house for many years, died 
recently in the Milwaukee Gen- 
eral Hospital following an opera- 
tion. At the time of his death he 
was attending to the liquidation 
of the Yewdale company. Mr. 
Yewdale was well known to the 
hardware trade. 





IRVIN S. ERMENTROUT 


Irvin S. Ermentrout, secretary, 
Penn Hardware Co., Reading, 
Pa., died Oct. 14. 


EMICH W. SOLMS 


Emich W. Solms, Saginaw, 
Mich., 52, for many years a 
hardware dealer in that city, died 


His father had been a hardware 
retailer and Mr. Solms continued 
the business until 1931, when he 
retired. 


GEORGE LOWENSTEIN 

George Lowenstein, 65, secre- 
tary, H. Pearl & Sons Co., New 
York City, hardware manufac- 
turers, died recently in his office. 





FRANK W. DUNNE 
Frank W. Dunne, 53, Portland, 
Ore., paint manufacturer, died 
recently in Oakland, Cal., where 
he made his home. 





ROBERT M. LEE 


Robert M. Lee, 57, formerly a 
representative of the Griffin Mfg. 
Co., Erie, Pa., and well known 
in the hardware trade, particu- 
larly in Pennsylvania, Ohio, In- 


OBITUARY 








Wisconsin, died Oct. 20 at Ven- 
tura, Cal. Mrs. Lee and two sons 
survive. 





GEORGE W. HUTCHINSON 


George W. Hutchinson, 70, 
Hart, Mich., hardware dealer 
died recently at his home in that 
town. He engaged in business in 
Pentwater, Mich., from 1878 to 
1904, at which time he moved 
to Hart. 


BRUCE RUTLEDGE 


Bruce Rutledge, 57, Roscom- 
mon, Mich., hardware dealer for 
many years, died recently at his 
home in that city. 





J. T. EDWARDS 


J. T. Edwards, 45, La Grange, 
N. C., hardware dealer for the 
past 20 years, died recently at 


WILLIAM C, FLECK 


William C. Fleck, 83, Jenkin- 
town, Pa., hardware dealer died 
at his home in that place, Oct. 
24, following a heart attack. Mr. 
Fleck was president of W. C. 
Fleck & Bro., Inc., a business 
started by his father in 1865. 





JOHN TWEED NEILSON 


John Tweed Neilson, chairman 
of the board, Isaac Walker 
Hardware Co., Peoria,  IIl., 
wholesale hardware distributors, 
died Sept. 28. 


ELIAS ROSENBERG 


Elias Rosenberg, 73, Albany, 
N. Y., hardware dealer who re- 
tired in 1930 after 50 years in 
business, died recently at his 
home in that city following a 
long illness. A son and daughter 
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U. S. Population is 42 Per Cent on “Subsistence 
and Poverty” Says the Brookings Institute 


ORE than 42 per cent of the CLASSIFICATION OF Famities AND UNATTACHED INDIVmUALS INTO BroaD 
population of the United 
States is in the group classified 


Economic Grourps—1929 


Income Range Number Percentage 
as having a “subsistence and poverty” Tnatiadhed Unattached of Total 
living standard, but normally receive Group Families Individuals Families Individuals Population 
only about 11 per cent of total income Wealthy _. $25,000 $15,000 160,000 66,000 0.6 
and account for only 14 per cent of antes: dene 
total expenditures, it is estimated in a = Wel]-to-do 10,000to 5,000to © 471,000 «241,000 s:1.8 
study just published by the Brookings 25,000 15,000 
Institution under the title “America’s Comfortable 5,000to 2,500to — 1,625,000 632,000 5.9 
Capacity to Consume.” On the other 10,000 5,000 
extreme, it is shown that the “wealthy” Moderate circum- 
and “well-to-do” groups together ac- stances ' 3,000 to 1,500 to 3,672,000 1,900,000 13.7 
counted for only 2.4 per cent of the 5,000 2,500 
population, received about 29 per cent Minimum comfort. . 1,500 to 750 to 9,893,000 3,649,000 35.7 
of national income and spend approxi- 3,000 1,500 
mately 20 per cent of all expenditures Subsistence and 
by consumers. poverty . Under Under 11,653,000 2,500,000 42.3 (1) 

$1,500 $750 


This study, which is based on an 
examination of the principal calcula- 
tions which have been previously pub- 
lished concerning income and its dis- 
tribution, analyzes the amount and 
sources, functional division, and geo- —- 
graphic distribution of national income, 


(1) Corrected figure. 
ConsumptivE ExpenDITURES OF FAMILIES AND UNATTACHED INDIvIpUALS—1929 
By Broad Economic Groups (in billions of dollars) 


Expenditures—————— 
Other 


presents a careful analysis of the Group Income Food Home Attire Living Tot. 
amounts which the population can con- Wealthy a 2 18.3 0.4 22 1.0 5.3 8.9 
sume of various items, and shows the  Well-to-do .......... 87 O7 18 O08 23 56 
utilization of income. Comfortable ........ . 12.9 1.9 3.3 1.5 3.4 10.1 

The following tables show the dis- Moderate circumstances .. 17.5 3.8 4.4 2.3 4.3 14.8 
tribution among the various groups of | Minimum comfort .... 24.6 7.6 6.2 3.6 5.0 22.4 
income and expenditures, as well as Subsistence and poverty. . 10.9 5.4 3.6 1.9 2.4 13.3 
the proportion of total population in —_—_— or 
each group. All groups .. 92.9 19.8 21.5 11.1 22.7 1 
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A pLeasep customer can be a hardware dealer’s 
best salesman. For when he buys sheets for roof- 
ing or other purposes, if they withstand rust and 
last, he’s going to be pleased. On the other hand, 
if they quickly rust through, he’s just as surely 
going to be disappointed. Either way, the chances 
are that he’s going to let his neighbors know what 
he thinks of the sheets. 

Beth-Cu-Loy, the low-cost, rust-resisting sheet, 
recommends itself so strongly to the hardware 
dealer because, long after the sale, it keeps on 
pulling for him, helps to bring him new business. 

Beth-Cu-Loy Sheets are made of copper-bear- 
ing steel. This is the material that won first honors 
in comparative rust-resistance tests made by the 
American Society for Testing Materials. In these 
tests sheets of various irons and steelg were ex- 
posed to the weather, side by side, for years. Cop- 
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How BETH-CU-LOY - 


works for the Dealer 











per-bearing steel sheets showed themselves decid- 
edly superior in durability to other grades. They 
were still sound after others had rusted through. 

Stock Beth-Cu-Loy Sheets. Tell customers about 
Beth-Cu-Loy’s low cost, and its high resistance to 
rust, which means added years of service in every 
job involving exposure to the weather, or to 
moist air. 

Beth-Cu-Loy comes in both flat and corrugated 
galvanized sheets, in V-crimped and roll roofing, as 
well as in black and blue-annealed sheets. It is han- 
dled by distributors in major purchasing centers. 


BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Pa. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, 
Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indian- 
apolis, Milwaukee, New York, Philadelphia, Pittsburgh, St. Louis, 
St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast 
Steel Corporation, San Francisco, Seattle, Los Angeles, Portland, Honolulu. Export 
Distributor: Bethlehem Steel Export Corporation, New York. 
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Selling Below Cost Chief Unfair Practice With 
Unearned Secret Rebates Close Second 


N order to determine which of the 

trade practices recognized as unfair 

are most commonly prohibited in 
industry codes under the NRA the 
the Committee on Unfair Trade Prac- 
tices in Production and Distribution, 
of the Business Advisory and Planning 
Council, made an analysis of such pro- 
visions in the first 200 codes. It is 
pointed out in the June 28, report of the 
Committee that the number analyzed 
was limited to 200 since it became evi- 
dent as the analysis progressed toward 
Code No. 200 that the codes tended in- 
creasingly to show repetitions of the 
same unfair practice and thus a suf- 
ficiently representative pattern was con- 
sidered to have been obtained. 

Different forms of expression are 
found occasionally to describe the same 
practice, it is pointed out, and for this 
reason some of these expressions were 
grouped by the Committee or stan- 
dardized in order that a count could be 
made as accurately as possible. 

The table below shows in the order 
of the number of times they appear, the 
first 20 unfair trade practice provisions. 
The Committee’s report, however, re- 
vealed 100 different unfair trade prac- 
tices forbidden in the first 200 codes, 
though one-third (34) of the provisions 


occurred in only one code each. In 
addition to the 20 leading provisions 
below, there were 9 provisions which 
occurred more than 20, but less than 36 
times, these 9 being provisions against 
intimidation; deviation from standards, 
specifications and/or plans; return of 
merchandise except as provided; adver- 
tising allowances, except as provided; 


enticement of competitor’s employee; 
deviation from terms of credit and/or 
sale; failure to make charge for extra 
service and/or parts; definite prices 
on indefinite quantities; and lump-sum 
bids. 

The 20 leading provisions, and the 
number of times they appear, are as 
follows: 


No. of Times 
UNFAIR PRACTICES it Appears 
Cost, selling below....... vi oe oi 146 
Bonuses, rebates, unearned discounts. SOS 2 SUE IR rit ad er 139 
Bribery ; Fat A ee Fee ee 119 
Defamation of a competitor spate aia dle 4s tang alee aaa el ete ale Mee 115 
Discrimination between customers........................ Seen 102 
Misrepresentation PO RR te ee Pear See ie $y Deere 101 
Contractual relations, interference |_| a Sie etre ae 100 
Price Guiting below published list... 5. cc ec cece 100 
TEETER IE SEER: i oe es OE Lee eee See 99 
Advertising, false or misleading...................... 96 
ee en a re ee 87 
Bpsstrees merchandise, Gipeesl OF... . wi. ok che ee cle wees 82 
| EP eee: 3h eee Oe eee ree ere ree eee eee 76 
Consignment sales and/or shipments a re. eee «ee 72 
Price guarantee re é PE IS es on kk no ec tee a 61 
Transportation allowance. TT ea ee EE | 58 
Price increase not greater than justified by conditions......... Si 
DEE eee wx aes 43 
OT Te a ark Nn ay rel At ee area ee 41 
PI 5 o5:i.0° Sao Pw a hob dada wend vaiule ata wecca meee ae 36 





An Unusual Map Tells Public About Vonnegut'’s Locations 


ESPITE newspaper advertising 
and other means of acquainting 
people with your store, it may 

be surprising to find that many people 
are not familiar with what is taking 
place. It took a large map, illustrated 
here, to let many Indianapolis people 
know that Vonnegut’s of that city oper- 
ated six stores in the various sections of 
town. While the map was in the window, 
Vonneguts were themselves surprised 
to hear the many expressions of sur- 
prise at the information that they con- 
ducted neighborhood stores, in spite of 
the fact that they had continuously 
mentioned the fact prominently in all 
their advertising for the past four years. 
This map, which was shown at the 
Indiana State Fair, is made of two 
* pieces of special green-tinted upson 
wall board, joined together. It shows 
the layout of the city of Indianapolis, 
giving the streets and avenues in all di- 
rections. At each point of the map 
where there is a Vonnegut store, a hole 
was cut through the wall board and a 
picture of the store on transparent 
paper (in this case a pen and ink 
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sketch) was pasted to the back of the 
hole. Behind the map and opposite 
each hole, an electric light and flasher 
button brings out the stores and their 
locations very forcibly. The map was 
produced by two men of the Vonnegut 


staff of display men. 

For window display background or 
displays at such places as county fairs 
and exhibitions, this type of advertis- 
ing display is recommended to other 
hardware stores. 
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What every merchant should know 
















tomers read THE AMERICAN 
WEEKLY. This Mighty Magazine 
goes to one out of every five fam- 


N REGULAR gold mine of cus- 


ilies in the nation—makes its pow- 
erful bid for more than 20% of all 
the money spent in retail stores. 

If you want your share of this 
money, feature the merchandise 
advertised in the biggest magazine 
on earth—and put it to work for 


you. 








The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 
circulation. 


In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 


... and, in addition, more than 1,885,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH EAN ERICAN 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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Iowa Dealer Sells 51 Washers 
in Five Weeks 


DeRuyter Hardware, Sioux Center, la., Reached out 
for Corn-Loan Money, and Greatly Surprised Itself 


CATALOG put out on the rural 

mail routes, and a 9c. sale week 

staged early in February, to- 
gether with a persistent follow-up of 
the prospects developed, resulted in a 
remarkable volume of big-unit sales 
for the DeRuyter Hardware Co., Sioux 
Center, Iowa. 

George DeRuyter and Gerrit De- 
Mots, partners in the business, were 
keenly alert when they heard of the 
Government corn loans. They quickly 
calculated what it would mean to their 
rich agricultural community, if the 
farmers could get 45c. for their corn 
instead of 12 or 15, as was the case a 
year ago. They began to lay plans. As 
the Government plans for loaning the 
farmers 45c. per bushel progressed, so 
did the plans of DeRuyter Hardware 
Company progress. 

Farmers began to get some corn-loan 
money by the middle of December. By 
latter January the money began to flow 
in earnest. By this time DeRuyter 
Hardware, with its persistent planning, 
was about ready to open the guns. So 
they let go a spring catalog, listing 
spring items, and featuring kitchen 
ranges, washing machines and radio 
sets. They let this go on the rural mail 
routes as much as 25 and 30 miles. 
They were reaching after farmer busi- 
ness, for Sioux Center has but 1497 
inhabitants, and its business must come 
from the farmers. 

The catalog brought in many farmers 
and farmers’ wives to look at ranges 
and washing machines particularly. 
These items began to sell. The farmers 
with corn money were responding to 
the advertising. Corn-money began to 
be exchanged for ranges and washing 
machines—and a sprinkling of radio 
sets. 

Quickly DeRuyter Hardware Com- 
pany struck another strategic blow. 
Since the farmers were daily getting 
their corn money, and since the com- 
pany had proved that the farmer was 
ready to spend it for his sore needs, it 
was time to strike and strike hard for 
this money. In double quick time the 
company rushed out its flyer in the 
mails again reaching 25 to 30 miles 
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in the rural sections, announcing a big 
9c. sale week. 

This 9c. week was staged early in 
February, when the flow of corn-loan 
money was practically at its peak. 

“There was nothing new about the 
9c. sale,” said Gerrit DeMots. “It has 
been done many times before, but we 
think we timed it right this year, at 
least we planned to time it right so it 
would hit just when the farmers were 
getting the most corn-loan money, and 
when they were feeling best about it. 
It wasn’t what we could make on the 9c. 
sales, of course, that we wanted, but 
we wanted these farmers in here in our 
store during the psychological time 
when they had money and were feeling 
right. You can see how big the store 
is. We have enlarged it and it now 
reaches back to the alley, but it was so 
packed with farmers in here that it 
was with great difficulty that the sales 
people got around. Well, they acted 
as they always do at 9c. sales. They 
bought a 9c. galvanized pail, which of 
course is a remarkable bargain, and 
then went around buying other items 
to fill the pail. It kept us busy ringing 
the cash register. 

“But that was not the big thing. 
The big thing was that) we made notes 
on every man or woman who showed 
any interest in a range, or washing 
machine that day, and have followed 
them up. Of course you can’t sell 
ranges or washing machines or any of 
the major units during the rush and 
crush of a 9c. sale, but you can be 
alert and get the names of those who 
show interest.” 


Well, the persistent follow up of the 
prospects on the lists resulted in the 
sale of 37 kitchen ranges during the 
winter up to March 15, and 51 washing 
machines within five weeks after the 
9c. sale. 

On March 15 there was one washing 
machine on display in the house, near 
the front door. It had been stubbornly 
held back as a sample. It had 51 red 
“SOLD” tags wired to it, each tag con- 
taining the name of a purchaser. 

“At last we are expecting our car to 
arrive Saturday,” said Mr. DeMots. 
“By Monday evening they will all be 
delivered if we can possibly move the 
delivery trucks fast enough. 

“We just got a wire that our car had 
been shipped at last and that it contains 
59 machines instead of 50. Are we 
tickled? We are glad to have the extra 
nine machines, for we will need them 
right away. And we are placing an 
order for a lot more. 

“Who would have thought a year ago, 
with things as dead as they were then, 
that an advertising campaign, a spring 
catalog, a flyer, and a 9c. sale would 
pull like it did, and who would have 
thought then that we would be standing 
here today with orders for 51 washing 
machines, and wiring and begging and 
almost crying to the factories for goods, 
not only washing machines, but ranges, 
and some others of the larger units?” 

By the close of March, Iowa farmers 
had received more than $57,000,000 in 
corn loans, and Nebraska farmers had 
received more than $22,000,000. 

Up to the same period Nebraska 
farmers had received $3,750,000 in 
wheat reduction allotments. 

Kansas farmers up to March 17 had 
received $16,000,000 for their coopera- 
tion in the acreage-reduction program 
of the Government. 





Make Your Christmas Plans Now 


Go into your Christmas merchandising 
season with plans and arrangements to 
do a greater holiday business than ever. 
Decorate early, advertise early and display 


Christmas goods early. 
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Just a year ago... 


It seems longer, but it is only a year ago that 
we turned the oil heater business upside down 
by bringing out a radically new design—one 
that was in keeping with the tempo of the 
times. Walter Dorwin Teague, nationally famous 
designer, was commissioned to do the job. How 
well he did is best shown by the fact that our 
oil heater sales jumped 400% in one season. 


Ghe Appeal 

of Modern 
Design 

After all, a heater is heat- 
ing equipment. It is not a 
music box, or a sideboard, 
or a chair. ‘‘Why’’ said 
Mr. Teague, “‘try to make 
it look like something dif- 
ferent from what it really 
is?’’ That’s why the Amer- 
ican Oil Heater looks like 
a heater at the same time 
it embodies the finest prin- 
ciples of modern design, 
perfect proportions,enhanc- 
ing walnut-brown crystal- 
line baked on finish, gleam- 
ine chromium trimmings— 
all combine to make a unit 
that immediately appeals to 
every prospective customer. 


Giant Heating 
Surfaces 


Just as revolutionary as was 
last year’s design when 
compared with the usual 
design, so this year’s con- 
struction is equally revolu- 
tionary when compared 
with the usual construction. ‘‘Giant Heating Surfaces’ 
best describes it. More square feet of heating surfaces for 
the cold air to come in contact with—more square feet of 
surfaces to draw the utmost heat from the combustion gases 
before they escape up the chimney and with the most 
practical and efficient burners and valves for each purpose. 


Sell Healthful, Moist, Warm Air, 
Cleanliness, Convenience 


and Comfort 


Here is an oil burning heater that helps you give your 
customers exactly what they are looking for—Beauty in 
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AMERICAN 
Oil Burning 
HEATER NO. 95 


the Home, Healthful Humidified Heat, Cleanliness, Con- 
venience, Economy and Comfort in full measure. Even on 
the coldest day this heater will more than take care of 
every requirement—and without your having to ‘force’ it. 


You Are Literally Surrounded 
by Hundreds of Prospects 


In every community are hundreds of prospects who want 
the cleanliness and convenience of oil heat. Let them 
know that you are selling the American Line of Oil Bur- 
ning Heaters. Let them see the heater—how adequate in 
construction, how simple in 
operation and how satisfac- 
torily it will measure up to 
their needs. To turn pros- 
pects into customers be- 
comes far easier than you 
had ever imagined. 


Everything 
You Need to 
“Make a Noise” 


And with it we have acom- 
plete line of effective deal- 
er helps—displays, folders, 
newspaper ads, sales sug- 
gestions, etc.—that will 
make it easy for you to dig 
up prospects and close sales. 
The harvest season is NOW 
—but only for those who 
go after it. 


We Can't Tell 
You The Full 
Story Here 


Space doesn’t permit it. But 
we have a catalog ready for 
you which fully illustrates 
and describes every heater 
in our line. There are sizes 
and prices to help you meet 
every need and desire. The American Oil Heater Line is 
one that will help you make more sales and more profit, for 
the discount margin enables you to go after every sale with 
enthusiasm. 

Just ask us to send you full details. Write to nearest office. 






American Gas Macuine Company, INc. 
ALBERT LEA, MINNESOTA 
Branches: 360 Furman Street, Brooklyn, New York 
4242 Hollis Street, Oakland, California 


Manufctaurers of a complete line of Liquid Fuel Appliances including 
American Oil Burning Heaters, Krrcuznxoox Instant Lighting Kitchen Stoves, 
Kampxoox Camp Stoves and Reapy-Lite Gasoline Lamps and Lanterns. 
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What's New 


for Retail 


Hardware Stores 


China Set Offered 
With Dish Rack 


This special combination, illustrated, 
comprises a special thirty-two piece break- 
fast or luncheon set of attractive pattern 
and design and a sturdy self-drying dish 
rack, packed together in strong container. 
Rack may also be used in store for win- 





dow or counter display. Offered to appeal 
to women’s desire to secure two articles 
for the price of one and to attract them 
to the store. Combination packed in 
single strong container. Storage space re- 
duced to minimum with breakage danger 
eliminated. The company places special 
emphasis on the offer as a Christmas deal. 
Seven colored decoration, platinum band- 
ed, latest style design, guaranteed against 
crazing. Strong galvanized wire drying 
rack with hinged silverware compartment. 
Display card furnished. Dealer cost, $3.30 
for each set with wire drying rack. Sug- 
gested retail selling price about $5.95 for 
combination. W. S. George Pottery Co., 
E. Palestine, Ohio. 


New Stay-Tite Display 


This attractive four-color counter display 
for Stay-Tite Waterproof Glue is furnished 

















New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages | 
—New Colors—New Deals— | 
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free with an order for a small stock. Dis- 
play shows a tube of the glue and points 
out various uses and other information. 
Stay-Tite Products Co., 3107 Detroit Ave., 
Cleveland, Ohio. 


Remington Issues New 
Electrotype Booklet 


Remington has just published a booklet 
which illustrates various electrotypes of 
Remington rifles and shotguns, Kleanbore 
ammunition, cutlery, hunting scenes and 
trademarks. It gives the sizes in which 
the electrotypes are available, on request, 
to wholesale distributors and dealers. This 
part of the Remington dealer helps has 
been available to dealers and jobbers in 
the past. The service is free and copies of 
the booklet are obtainable from Remington 
Arms Co., Inc., Advertising Department, 
Bridgeport, Conn. 


No. 300 “Auto-Krat” 
Ironing Table With Lock 


The No. 300 Auto-Krat Ironing Table is 
a light weight model which is easily opened 





and closed and stands firm when in use. 
Equipped with positive spring lock. Made 
in one size only—15 by 54 in. Furnished 
with or without pad and cover, two to a 
bundle or one to the carton. The Rich 
Pump & Ladder Co., 1028 Depot St., Cin- 


cinnati, Ohio. 


Maydole Counter Stock 
and Display Box 


Here is the attractive Maydole nail 
hammer counter stock and display box 
assortment. Contains 12 hammers—four 
styles, three of each. One of each style is 
plainly displayed inviting inspection. As- 


sortment costs dealer $6.20 and has retail 
value of $9.24. Package is strongly built 
of jute board with colorful display sign 
and requires counter space 154 by 11% 
inches. No. 11% Maydole adz eye nail 
hammer, list $1.25; No. N11%4 Norwich 
nail hammer, list 75c; No. H1650 drop 
forged household hammer, list 59c, and 





No. B1125 Blackhead drop forged hammer, 
list 49c. David Maydole Tool Corp., Nor- 
wich, N. Y. 





Tea-O-lator With 
China Serving Unit 


The Tea-O-lator for drawing tea is now 
offered with an attractive vitreous china 
receptacle. A label in four colors tells 





about the use of this combination in the 
drawing of tea. Packed in individual car- 
tons. Shipping weight 4% lb. Six cup size. 
The Enterprise Aluminum Co., Massillon, 
Ohio. 
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No. 132-P 
COLEMAN 
LAMP 


‘\ Instant 
Lighting 


A new popular- 
priced Coleman Lamp 
that will appeal to 
those who want some- 
thing “extra” in an 
attractive gift lamp 
for the home. Pro- 
vides 300 candlepower 
of eye-protecting 
light. Instant-light- 
ing. Decorated parch- 
ment shade equipped 
with inner mica globe, which protects mantles. 
Fount attractively finished in Indian Bronze. 
Hes new high-efficiency, Jumbo-size No. R565 
generator; built-in air pump. Oo 
5) 6). ee ° 


No. 131-P—A beautiful match -lighting, 300 
candlepower lamp with Silvertone $7 Oo 
base. U.S. Retail Price.................. * 








COLEMAN 


SELF-HEATING 
IRON 


Many dealers 
say that during 
the holiday season 
they sell twice as 
many Coleman Self-Heating Irons as they do 
any other month of the year. It’s the biggest 
selling iron of its kind. The only real instant- 
lighting iron made. Saves as much time and work as 
a washing machine. Permits the operater to iron in 
comfort anywhere... with one iron. Cuts ironing 
time 44, cost touse 42¢ an hour. Generator has auto- 
matic gas tip cleaner which can be operated while iron 
is in use. as cool, blue handle and 
blue vitreous enamel body. $5 95 
TW. 2h, BRR IO csccscdnecctsessecssnesooe ” 


step up your holiday sales... they’re all 
sellers...good money-makers for the dealers 


THE COLEMAN LAMP AND STOVE CO. 


STEP UP YOUR CHRISTMAS SALES 
with Coleman Appliances 


There is Always a Brisk Demand for Them at Christmas Time 


They make the finest kind of home 
gifts ... practical, helpful, useful...in keeping customers. If you are not already stocked, 
with the times. Let Coleman Appliances hel call your jobber or write nearest Coleman 

oak office for wholesale price list, discounts, retail 
sales helps, ete. 


No. 228-B 
COLEMAN 
LANTERN 


Instant 
Lighting 


Here is a gift men 
will appreciate — a 
big, sturdy, strongly 
made lantern. Lights 
instantly, gives up to 300 candlepower 
of steady shining brilliance. Has big 
porcelain enameled ventilator top, gen- 
uine Pyrex Glass Globe, long-lasting, 
oversize generator, built-in pump. The finest 
outdoor lamp on the market. 5 oO 
TW. B. Betall Prte0..ccccsecesecsesessecsss ° 
ao 220-B—Same as 228-B except has 5%- 
ay ~~) > $7.95 
No. 242-A—single mantle, instant lighting, 


all-purpose ll lantern. 
U. 8. Retail Prices snetnnenennn PI*DD 


COLEMAN 


HIGH - POWER 


MANTLES 


Coleman Silk-Lite are 
the most economical man- 
tles made! Always gen- 
uine Grade “A”’ quality. 
New chemical process doubles their shelf-life; 
increases their strength 30%! Made stronger to 
last longer. Scientifically correct in design, 
size and mesh. No side seams. Reinforced 
across bottom. You'll have more satisfied cus- 
tomers when you sell them Coleman Mantles. 


U. S. RETAIL PRICE: 
EET IS OES 9O¢. 
Per 14 Dozen 45 ¢ 











who push them. They make satisfied 


General Offices: WICHITA, KANSAS, U.S.A. 
Branches: Philadelphia, Chicago, Los Angeles, Toronto 








No. 130-P 


COLEMAN 
LAMP 


Instant 
Lighting 


Another dandy gift 
that women, especially, 
will like—this Coleman 
Lamp equipped with a 
modern parchment 
shade with black and silver decora- 
tions; has inner mica globe to protect 
mantles. Produces 300 candlepower 
brilliance that’s kind to the eyes. 
Fount has the new attractive Silvertone finish. 
Separate pump. Equipped with the new No. R55 


Jumbo-size generator. 3 
Bs is, MED BRO ic cssiciccncesses cccccnces 5.95 


No. 130-G—sSame as 130-P except has heat- 
resisting glass globe instead of shade. $5 95 
ae ° 









No. 5-A COLEMAN 
RADIANT HEATER 


The De Luxe Coleman Radiant Heater is a real 
“home gift’. It is outstanding in performance, 
operating convenience 
and appearance. Ther- 
mo Safety Generator 

revents flooding. Gas 
; tarter lights instant- 





an hour. Portable... 
use it anywhere. A 
dandy seller a$Christ- 
mas time. . 


. ne- 
tail 
Price.. $28.50 i 
No. 16 — A_ smaller, a, N 
instant-lighting, 7-ra- QW" Listed by Underwriters’ ¥ 


diant heater. 614.40 2 Laboratories, File Geis. © 








... COLEMAN ELECTRIC APPLIANCES rr 





No. 2 TOAST OVEN 


No matter who 
the gift is for, 
they'll be thrilled 
with this Toast 
Oven of handsome 
design which toasts 
two slices, both 
sides at one time— 
automatically. Pro- 
duces better toast, golden-brown and tender, 
every time. Super-Chromium finish. Bakelite 
handles. Removeable crumb tray. Shuts off 
automatically when toast is done. No watch- 


ing, no turning, no burning. 
Wi. Bi, PROBE PPBBGD. .2000cccesesccenecensnd 3 14.40 
No. I-C—Toast Oven, non-automatic but has 


cut off switch. Otherwise same 
as No. 2. U.S. Retail Price.............. $9.90 





5) 
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No. 69 
Electro-Brew 
COFFEE 
MAKER 


For anyone who loves 
a good cup of coffee, 
here is the gift su- 
preme! The Coleman 
Electro-Brew is a new 
type coffee maker that 
really makes better cof- 
fee...automatically produces the perfect cup every 
time! Asif by magic, a patented pump aut ically 
stops the percolating process at the first appearance 
of steam. Boiling, which spoils coffee, is avoided. 
There is no watching, no worrying, notiming. 

It’s amarvelof modern beauty. The crystal-clear, heat- 
resisting glass bow! is decorated with platinum bands; 


base of black bakelite. 8-Cup Capacity. 
UT. &.. Bete PANO cis sekccssersvcssocscess $9.90 








No. 38 Automatic IRON 


Every woman will be de- 
lighted with this gift that 
will save her time, work and 
money. The Coleman Auto- 
matic Iron does MORE than 
the ironing! Saves $2 to $5 
a year on electricity because 
the thermostat automatically 
cuts off the current when 
the iron reaches the set 
temperature. Consumes current only about 40% 
of the time while in use. Prevents scorching of 
clothes; does the ironing in less time. Grace- 
ful in design, finished in super-chromium. Has 
long tapering point; beveled sole-plate and 


glass-smooth ironing surface. 

Ms A Sissi nessessetsscescesead $7.95 
No. 37—Automatic, 720 Watts. 

Bs i EE er csdncasconencaxtanesssoasanas $6.90 


No. 39—Automatic, 1000 Watts. 
3% Ibs. U. S. Retail Price has dace $6.90 
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3 In One Radiator 
Valve Tool 


Designed for oil burner and automotive 
work particularly, this tool may be used 
wherever % in. pipe threads are used. 
Made of high grade steel, carefully heat 
treated, it is also of interest to amateur 
and professional plumbers. Screw extrac- 
tor for removing broken valves. For 
reducing thread on oversize valves; % in. 
pipe die for cleaning jammed threads. 
May also be used for gas cocks and pilot 
lighters on gas rangers and on % in. pipe 





grease cups; % in. pipe tap for threading 
radiator. Packed six in attractive counter 
display box. Suggested retail selling price, 
75c each. Dealer cost, $6.00 per dozen. 
Ace Tool & Die Co., 1885 Webster Ave., 
New York City. 


Sherman Brass Goods 
Shown In Catalog No. 34 


Hose brass goods, brass pipe fittings, 
plumbers’ brass goods, lubricating devices, 
etc., are shown in Sherman Brass Goods 
Catalog No. 34. There are 5U pages of 
specifications, price information and il- 
lustrations of Sherman brass lines and dis- 


play cartons for dealer use. There is a 
classified index. Data on shipment terms, 
etc., is given in the catalog. H. B. Sher- 


man Mfg. Co., Battle Creek, Mich. 





Drive Screw Roofing Nail 


This drive screw type roofing nail has a 
threaded shank causing it to turn under 
successive blows of the hammer. In driv- 














ing the nail, the fibers of the wood are not 
torn, but are pushed up tight against the 
threads, and the nail can only be removed 
by violent rupture of the wood fibers them- 
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selves, says the maker. Although it may be 
used for fastening prepared, slate or tile 
roofing it is especially designed for gal- 
vanized roofing. It has the Deniston 
“Lead-Seal” under the head which is de- 
signed to plug the nail hole with lead and 
cover the break in the galvanizing. The 
Deniston Co., 4856 S. Western Avenue, 
Chicago, Ill. 


Winchester Revises 
Pocket Catalog 


The pocket size Winchester catalog on 
rifles, shot guns and ammunition has been 
revised. Besides showing the regular line 
of standard rifles and shot guns it shows 
new models in both rifles and shot guns. 
It contains 64 pages and has illustrations 
of more than 40 different guns. Several 
pages are devoted to metallic ammunition 
and shot shells. Among these are two giv- 
ing the rifle ballistics of Winchester center 
fire and rim fire cartridges. Shot shell 
pages include complete Winchester line. 
There are two pages devoted to Winchester 
cleaning and lubricating preparations. 
Copies available from Advertising Depart- 
ment, Winchester Repeating Arms Co., 
New Haven, Conn. 


Heller “Nucut”’ File 
Has Wavy Teeth 


“Nucut” files have a combination of 
coarse and fine teeth by irregular spacing 
of the overcut. The wavy teeth, which are 
a feature of the “Nucut” file, are cut on 


special automatic machines. Sharpened 
in an automatic machine. The Heller 
“white tang” trade mark is used. Samples 
and circular matter are available to deal- 


ers. Heller Bros. Co., Newark, N. J. 


Holtite “Thread-Forming” 
Hardened Tap Screws 


The Holtite Hardened “Thread-Form- 
ing” Tap Screw is inserted in hole and 
turned in like a wood screw. Its four tap- 
like edges form threads in metal as the 
screw is driven in, thus eliminating tap- 
ping and resulting in a tight, strong fasten- 
ing, says the maker. Hole is first drilled 
in sheet metal by hand or drill press and 
screw is driven in by hand or automatic 
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machine screwdriver. Available in round, 
binding, stove, flat and oval head styles in 
all finishes. Other styles to order. These 
screws are designed for joining and mak- 


ing fastenings to sheet metal from 28 gage 
up to 6 gage and for making fastenings 
to die castings, aluminum, Durez, moulded 
or laminated Bakelite, Galalith, slate, 
ebony asbestos, fibre, hard rubber, etc. 
Circular matter available. Continental 
Screw Co., New Bedford, Mass. 


Single Cup Drip-O-lator 


To enable making a single cup of coffee 
by the drip method this individual size 
Drip-O-lator is offered. When through 
dripping it may be removed from the cup 
and the cover inverted and placed under- 





neath to catch any drippings, thus prevent- 
ing table cloth stains. Attractive display 
label tells how the individual cup Drip-O- 
lator is used. The Enterprise Aluminum ° 
Co., Massillon, Ohio. 


United States Stamping 
Offers Display Stand 


This attractive, well built display stand 
is available to dealers for interior or show 
window use. It is offered to all dealers 
handling the United States Stamping Co. 





To those placing 
an initial order the stand is also available. 
United States Stamping Co., Moundsville, 
W. Va. 
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‘TWAS THE MONTH 
BEFORE CHRISTMAS 


, the month before Christmas, 
And all through the land, 

Every Dealer was sweating 

To beat the old band. 


For here was the season 
When none could be rash. 
What stunts could be done 
To bring in the cash? 


When out on the street 

There ’rose such a noise 

That Dealers jumped up 

Saying, “What’s the fuss, boys?” 


A pert little Redman 
With a nifty black hat, 
Was hopping about 
Like a fly-papered cat. 


A bundle so big, 

He had on his back, 

That he looked twice as big 
As the back of a hack. 


“My name is Hotpoint,” 
He smilingly said, 

“And the stuff that I’ve got 
Gets you out of the red.” 


“Just look at this Mixer, 

A honey!” said he, 

“A gift any mother 

Would welcome with glee!” 


“This Cooker, this Toaster, 
And these Coffee Makers, 
Are gifts that will draw ’em 
Like flies to a baker’s!” 


GENERAL @ ELECTRIC 
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“I’ve got plenty more,” 

He said “and remember, 
They’ll be advertised big 

In the month of December.” 


“Now if I were a Dealer, 
I know what I’d do, 

I’d order these items, 
And display ’em too!’’ 


He slipped out the door, 
And gave a loud hoot. 
And skyward he flew 
Like a dog from a boot. 


Dealers heard him exclaim 
As he drove out of sight, 
“Big Christmas to all, 
And to all a good night!” 


Thtpont & 











General Electric Hotpoint 
Moderne Automatic Iron 


This stream-line iron of aero-dynamic 
design weighs but 3% Ibs. and has Cal- 
rod heating element. Combined sole- 
plate and pressure plate cast from dura- 
lumin. Thermal switch with “off” posi- 
tion makes it unnecessary to disconnect at- 
tachment plug when not in use. Names 
of materials properly located on heat dial 
so that in turning indicator to each the 





proper ironing temperature for that par- 
ticular type of material will be obtained. 
Cool black Calmold handle with integral 
thumb-rest. Double button nooks. Per- 
manently connected 10,000 cycle cord with 
spring cord protector. Substantial heel- 
rest holds iron in upright position when 
not in use. Watts 1000, volts 115, A. C. 
only. Merchandise Department, General 
Electric Co., 1285 Boston Avenue, Bridge- 
port, Conn. 


Revised Folder On 
Winchester 54 Rifle 


The new edition of the catalog folder on 
the Winchester model 54 bolt action big 
game rifle and the model 54 .22 Hornet 
rifles is now being furnished dealers for 
counter distribution. The new edition 
shows illustrations of the complete line of 
standard model 54 rifles together with 
illustration and detailed description of the 
model 54 Super Grade rifle. Another addi- 
tion is the ballistics of the Winchester 
Super Speed and Western Super X .22 
Hornet cartridges. This folder—form No. 
1261—may be obtained from the Advertis- 
ing Department, Winchester Repeating 
Arms Co., New Haven, Conn. 


Schoppe All-Electric 
Automatic Humidifier 


This automatic vaporizing unit is for 
installation on heating systems to supply 
the necessary moisture. Copper vaporizing 
pan is placed over top casting of furnace 
and is designed to always have proper 
amount of water. Steam vapor arising 
humidifies air within hood of furnace and 
warm air supplied to each room contains 
same amount of moisture. Contains no 
needle valves or springs and electric cur- 
rent is used only when vaporizing pan is 
being refilled with water. Copper float 
operates mercury switch which in turn 
operates positive action electric water 
valve. Strainer attached to water inlet to 
prevent sediment or foreign matter from 
entering water supply valve. Water supply 


68 





valve automatically closes if electric cur- 
rent to the home should be shut off. Sug- 
gested retail selling price, $45.00. Dealer 
discount, 331/3 per cent. Schoppe Auto- 
matic Electric Humidifier Co., Dill and 
Adams Sts., Muncie, Ind. 


Jungers “Dual Action” 
Oil Burning Heater 


The Jungers “Dual Action” heater draws 
air though metal flues surrounding burners 
to achieve dual heating action—direct side 
wall radiation and increased circulatory 
power. Flue design said to greatly increase 
temperature of air as well as velocity of 
flow. Heater features down draft of super 
hot air into burner chamber claimed to pro- 





vide improved combustion _ efficiency. 
Sleeve burners are wickless. Generation 
accomplished by use of alcohol cups be- 
neath burner base. Ten gallon fuel reservoir 
provided, may be placed outside room if 
desired. Automatic draft regulator, safety 
float valves and humidifiers standard equip- 
ment on all heaters. Four models finished 
in grained burl walnut. Illustration shows 
interior of heater. Literature available. 
Jungers Stove & Range Co., Grafton, Wis. 





Crosley Chest Shelvador 
Electric Refrigerator 


This electric refrigerator for the small 
home,. small apartment, and those with 
lower bracket incomes, has a suggested 


retail selling price of $72.50 delivered and 
installed. Measures 36” high, 2356” wide 
and 2054” deep. Opens from the top and 
has capacity of two cubic feet net. Has 
Crosley “Shelvador” type top giving addi- 
tional storage space for small articles of 
food. Has two ice trays and standard 





Crosley compressor with a % h.p. motor. 
Finished in white lacquer, black trimmings 
and stamped brass, nickel plated hardware. 
The Crosley Radio Corp., Cincinnati, Ohio. 





Bakelite Issues Booklet 
On Abrasive Wheels 


Particulars on high speed abrasive 
wheels bonded with Bakelite Resinoid are 
given in an illustrated booklet recently 
issued. There is a description of “what 
they are, what they do.” Various types of 
grinders of the high speed type are shown 
in use. Information is given on “how 
grinding wheels work” and the uses of 
Bakelite Resinoid Wheels. The booklet 
contains 23 pages of illustrated informa- 
tion. Bakelite Corp., Bound Brook, N. J. 





New Haven Alarm Clock 
Listing at $1.50 


This New Haven alarm clock has a “soft 
tick,” concealed alarm bell with top shut- 





off. Attractive metal case in satin silver 
finish. Suggested retail selling price $1.50. 
The New Haven Clock Co., New Haven, 
Conn. 
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inches. Sheets printed on 
with 28 en lines on 


try each side. 
Price—$1 for 200 sheets (400 pages). 


WITH THIS 


NEW AND 


asked 1000 leading retail hardware 
\\) merchants to help us design this new 
HARDWARE AGE INVENTORY REC- 
ORD SHEET. Here is the result, a new sheet, 
a new size, a new form and a NEW LOW 
PRICE—$1 for 200 sheets. As these are 
printed on both sides, this means $1 for 400 
pages of inventory record sheets. Each page 
takes 28 items, one to a line. Your dollar in- 
vestment provides inventory entry space for 
11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


CONDENSED 
HARDWARE AGE INVENTORY Form 


of the HARDWARE AGE INVENTORY 
SHEETS, because they were simple, con- 
venient and handy to use. The new form of 
sheet is even more simple, more convenient and 
easier to use. Our entire effort was directed 
toward making annual hardware inventories an 


easier job. 


The new HARDWARE AGE INVENTORY 
SHEETS will fit the standard HARDWARE 
AGE INVENTORY BINDER used. by thou- 
sands of dealers. Send your dollar ‘with-your 
order for 200 of new inventory sheets to 


HARDWARE AGE 


239 West 39th Street 


NOVEMBER 8, 1934 


New York City 


Actual size of sheets 9% by 12 inches 
over all; writing area 8% x 11% 


a 


SIMPLIFY Your STOCK TAKING 


/ 
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GENUINE 
POULTRY U 


-<HEXLOK 


made nN IS A 2 


INDIANA STEEL &~ WIRE CO. 
MUNCIE NOIANA * 





Now—you can obtain perfect hex- 
agon-mesh and perfect straight-line 
netting from the same dependable 
source, U.S. HEXLOK and U. S. 
STRAITLOK are more uniform, 
more rigid, easier to handle and cut, 
more durable in service. Made with 
the famous Lock-Twist Weave, both 
come from the loom under smooth, 
even tension, lie flat when unrolled, 
stretch perfectly. 

U.S. HEXLOK and STRAITLOK 
Poultry Nettingscomeinall standard 
widths; one and two inch mesh; gal- 
vanized before or after weaving. H 
concentrating on this great line, deal- 
ers can fill every trade demand and 
meet every phase of competition. 

Ask your Jobber or write direct to 


INDIANA STEEL & WIRE CO. 
Mancie, Indiana 


GENUINE 


US 





PERFECT HEXAGON NETTING» 








POULTRY 


INDIANA STEEL &~ WIRE CO. 


MUNCIE. INDIANA 
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Sell Public on F.H.A. Loan Plan 


(Continued from page 46) 


work done which will be in excess of 
the permissible limit of a loan, can he 
pay cash for the amount in excess of 
the loan? 

A. Yes, if the loan is approved by 
the lending agency. 

Q. Can architects’ fees be included in 
the amount of the loan? 

A. Yes. 

Q. Can oil burners, refrigerators and 
electrical fixtures be included in the 
estimate? 

A. No. Not unless they are built in 
and become a non-removable part of 
the building. 

Q. Can money be borrowed for paint- 
ing alone. 

A. Yes. If the amount involved is at 
least $100. 

Q. Will there be any Government 
specifications as to the kind of materials 
to be used? 

A. As the property owner is spend- 
ing his own money, even though it is 
borrowed, there will be absolutely no 
restrictions as to the right of the prop- 
erty holder to use such materials and 
employ such methods of construction 
as he may desire, providing his estimate 
meets with the approval of the local 
lending institution. 

Q. Can cost of demolition and exca- 


vating be included in a loan for repair- 
ing, remodeling and modernizing? 

A. Yes, if a part of the job. 

Q. Can a property holder obtain the 
money directly, if the loan is granted, 
or will it be paid to the contractor or 
material dealer, upon the property hold- 
er’s certification that the material has 
been furnished? 

A. Yes, if desired, the property 
holder can obtain the money directly. 

Q. Can the property holder get a 
loan to just buy the materials and do 
the work himself or herself? 

A. Yes. Provided that the amount 
involved is $100 or more. 

Q. What happens of the borrower is 
late in making payments? 

A. If a payment is more than 15 
days late, a fine of not to exceed five 
cents per dollar for each payment in 
arrears is authorized. Persistent delin- 
quency will make it necessary for the 
financial institution to effect collection 
in full. 

A special bulletin No. F.H.A. 103, 
has been prepared by the Federal Hous- 
ing Administration for the guidance of 
hardware dealers and others who are 
anxious to capitalize on the program. 
Harpwake AGE is prepared to send one 
of the bulletins to any reader request- 
ing it. 





Special Form Of Guarantee 
Approved For F.H. A. Paint Jobs 


OME confusion exists in the trade 
regarding guarantees on painting 
jobs completed with F.H.A. funds. Any 
misunderstanding has been clarified 
through the action of Ernest T. Trigg, 


.president, National Paint, Varnish & 


Lacquer Assn., Inc., who obtained the 
approval of Federal Housing authorities 
on the following special form of guar- 
antee for F.H.A. paint jobs: 


GUARANTEE FOR PAINTING 
PROJECTS 


(Property Holder) 
The undersigned hereby certifies that 
the work he contracted to perform for 
you on the premises located at.......... 


(Street 
_ eee a aie Pee 
for a total sum of $...... has been com- 


pleted in a workmanlike manner, using 
the materials you have approved or 
specified. The undersigned further guar- 
antees said work against defects in work- 
manship for one year. 


(Signed) . aabiaatsaceneeehs ++ 

Most of the confusion on this point 
has arisen from the pamphlet, “How 
Owners of Homes and Business Prop- 
erty Can Secure the Benefit of the Na- 
tional Housing Act,” as distributed by 


the Government. On page 20 of this 
pamphlet the following statement ap- 
pears: The property holder “should not 
pay for the work or sign a note cover- 
ing the cost of the work without receiv- 
ing a written guarantee.” A form of 
guarantee, which the pamphlet states 
“is customary and you are advised to 
require it substantially as given,” ap- 
pears as follows: 
GUARANTEE 


(Property Holder) 
The undersigned hereby certifies that 
the work which the undersigned con- 
tracted to perform for you on the prem- 


igew located at ... .ccccccecec.ccccecess 


(Street Address) 
sceuconen iodacias ++ <eeniulan tin , eee os aa 
for a total sum of $...... has been com- 


pleted in a workmanlike manner. The 
undersigned further guarantees said work 
against defects in materials and work- 
manship for a period of one year. 


Signed) ......ccccscccccces:+s 
_— (Contractor) 


As definite time guarantees on the 
products of the paint industry are pro- 
hibited by both the paint manufacturers’ 
and the paint wholesalers’ Code, this 
made the special form of guarantee 
necessary. 
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““Keep-A-Meal-Hot” 
Steam Cooker 


This utensil is a combination steam 
cooker and miniature steam table. Used as 
a steam cooker, entire meals may be 
cooked at once over one burner. The 
maker states that by means of boiling water 
circulating around food pockets which are 
submerged and by means of steam which 
rises through vents in supporting frame, 
food may be cooked in half the time ordi- 
narily required. Vegetables and other 
foods cook in their own juices without ad- 
dition of water. Onions and cauliflower, 
etc., may be cooked at the same time as 
puddings made largely of milk and eggs, 
without taint from each other, says the 
maker. Lower part may be used for 
chicken, pot roast, etc., while vegetables 
are cooking in the pockets. It may be used 
as a steam table to keep food hot and 
fresh for those late for meals. Cakes may 
be baked in inverted cover. Measuring 
12% in. in diameter, the cooker stands 614 
in. high. Four outer containers accommo- 
date more than one pint, while the center 
insert will hold more than one-half of one 
pint. French & French, 10 Riverside Drive 
West, New York City. 





Stewart-Warner Battery 
Operated Radio Sets 


Illustrated is the all wave battery oper- 
ated table model set, listing at $49.50. It 
has sliced walnut top and sides with front 
panel and speaker grille of selected fig- 
ured stump walnut, with striped Oriental 
overlay. Moulded base of red gumwood. 
Stands 16% in. x 13% in. x 8% in. All 
wave battery operated console set lists at 





$69.50 and is of polished sliced walnut 
with moulded pilasters of red gumwood 
framing front panel and speaker grille of 
figured rotary walnut. Stump walnut over- 
lay. Fluted legs. Stands 39 in. x 24% in. 
x 13% in. Both models have range from 
530 K.C. to 23 M.C. for all foreign, com- 
mercial and many domestic short-wave 
channels. Superheterodyne circuit oper- 
ated with one Air Cell Battery and four 
heavy duty “B” batteries. ‘Push-Lite” 
dial illumination provides dial illumina- 
tion for accurate tuning without noticeable 
drain on battery. Variable tone control; 
automatic volume control; doublet antenna 
input system and 8 in. permanent field 
magnetic speaker. Stewart-Warner Corp., 
1826 Diversey Parkway, Chicago, Ill. 
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LANTERN 
ARE UNEQUALED FOR 
LIGHTING POWER 


/ HE customer who buys a lantern is interested ir price, 
of course, but he wants his money's worth. There is no 
better "BUY" today than a lantern customer will get in a 


DIETZ LANTERN. 


Dietz Lanterns give lantern users exactly what they are 
paying for—LIGHT IN FULLEST VOLUME—plus satis- 
factory service even in the worst of weather. 


Many of your customers need new Lanterns at this time 
of the year. Remind them! Let them see Dietz Lanterns 
on display when they enter or pass your store! 


me * BIE tes COMPANY 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD, FOUNDED 1840 


Output Distributed Through The Jobbing Trade Exclusively. We 
Do Not Sell Chain Stores, Catalog Houses, or Syndicate Buyers. 


LANTERNS . . MOTOR LAMPS . . FIRE EXTINGUISHERS 
FLOODLIGHTS .. CONTRACTORS' AND TRUCK FLARES 








SINGLE 


NE MANTLE 


LANTERN 







Gasoline 
or 
Kerosene 


TRIPLE SALES APPEAL 


There is a big demand for a smaller lan- 
tern, where 150 candlepower is a 
light and where lighter was 

pactness are desired. The Model *R- 301 is 
built to meet this demand—and supplies 
it at a new low price for a quality lantern! 


A Profit-Maker! 


Every desirable feature oe tose bape oe 
the Instant-Light Model 

duces 9 hours of 150 8 brittiant, 
eye-saving light on one filling—i2 times 
the light of a wick lamp at a fraction of 
the cost! It is wind-, storm- and bug- 
proof, and can’t spill, even when tipped 
over. Large reflector top biue-porcelain 
enameled with white undercoat, which in- 





~P 9 le 
(i pts. capacity) finished in durable 
blue-ename!l te match top. Built-in pres- 
sure pump and large-size, long-life straight 
generator with automatic cleaning needle. 
Big beil-type carrying and hanging han- 
die. Only lantern of its size available in 
both gasoline or kerosene burning models. 
Lights instantly at the turn of a valve. 
Easily carried, easily packed. tdeal for 
use on farms, camps, cottages, roadstands. 
No wicks to trim, no chimneys to clean . 
break. No smoke, soot or odor. A moder 
safe, simple, efficient a economical utility 
light for all purposes! Thousands of lan- 
ern users want this size and type of light. 
NOW you can ‘ase it at a new low price 
—$5.45 complete with rayon mantle. 
Fer those requiring aan | ant, the ‘Instant- 
tM —S 132, 
with 2 mantles, 15 


OIL HEAT hours of 300 can- 

FOR HOMES one, ailing , 
one ng 8 

With Radiant priced $6.45. 


Both os gQuaran- 


tee: 

Send today for 
complete informa- 
tlon and discounts 
on the Radiant line 
of fast - selling, 
profit - making 
items! 


RADIANT PRODUCTS, INC. 
111 Radiant Bldg. © Akron, Ohio 
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Farmers Receipts From AAA Pay- 
ments in Current Year Will Double 
Last Year’s Totals 


ARMERS will receive in cash 

rental and benefit payments from 

the Agricultural Adjustment Ad- 
ministration more than $500,000,000 in 
the 12 months beginning with July 1, 
1934, which is considerably more than 
double the amount received in the year 
ending June 30, 1934, according to 
estimates recently issued by AAA. 

Up to June 30, 1934, farmers had 
received, the AAA states, payments of 
$228,633,676, while the estimates of 
payments to be made for the remainder 
of the program, which will practically 
complete by fall of 1935, total approxi- 
mately $500,000,000. It is pointed out 
that this high total is brought about 
partly by the fact that farmers are still 


receiving payments on the 1933.34 
crops. 

A state-by-state tabulation showing 
the probable distribution of the total of 
$779,402,000 that it is estimated will be 
disbursed in rental and benefit pay- 
ments to producers cooperating in the 
1933, 1934, and 1935 adjustment pro- 
grams for wheat, cotton, corn-hogs, and 
tobacco, has been issued by the AAA, 
and by subtraction DOMESTIC COM. 
MERCE has determined the amount 
which AAA estimates will be dis. 
tributed in each state from June 30, 
1934, to the end of the present pro- 
gram. These totals are shown in the 
following table: 


SUMMARY STATEMENT OF AAA RENTAL AND BENEFIT PAYMENTS 


June 30 1934 
to End To 

State of Program June 30, 1934 
Ala $7,861,654 $12,695,346 
Asin... . 944,329 414,671 
ee 9,664,601 13,792,399 
| ae 4,735,322 1,329,678 
Saree 5,542,888 1,515,112 
Conn. .... 663,557 227,443 
ere 189,262 77,738 
Fla. ; 613,285 509,715 
ere 7,478,724 12,212,276 
Idaho ..... 6,085,598 2,387,402 
EE a 41,564,377 1,767,623 
| ee 27,148,061 1,441,939 
ere 71,327,592 5,297,408 
_ rere 49,157,354 17,063,646 
_ eee 13,025,587 2,143,413 
BR ca pa kt 4,668,974 6,771,026 
._ Se Siren @ 
i ae 14,742,398 598,602 
Mass. .... 628,215 105,785 
Mich. 5,253,215 594,809 
Minn. 16,502,349 2,326,651 
Miss. 9,794,463 13,389,537 
Mo. 29,558,584 4.058,416 
Mont. 8,690,539 4,411,461 
Neb. 37,355,632 4,130,368 





June 20 1934 
to End To 

State of Program June 30, 1934 
eee $93,230 $35,770 
| Ser 61,617 2,383 
SS ee 273,741 8,259 
|. ae 2,024,322 921,678 
ee 703,717 57,283 
N.C. .... Hato 8,848,959 
N. D. .... 22,914,229 10,160,771 
ee 21,394,943 1,650,057 
Okla. ..... 22,808,427 16,959,573 
Gre. . 2... 4,863,787 1,854,213 
_ ee 1,562,288 695,712 
| ae 5,000 ee 
S: ve: 5,275,040 8,571,960 
| ee 20,863,371 3,672,629 
Tenn. .... 10,177,0% 4,317,905 
TOE aaice 39,048,232 54,933,768 
UM os 653 1,111,456 472,54 
VE... 107,167 2,873 
We 25222. 4,023,228 1,122,772 
Wash. .... 8,845,642 4,100,358 
W. Va. 588,540 93,460 
Wisc. 9,593,102 601,898 
Wyo. ..... 868,597 286,403 

Totals. ... $550,295,372 $228,633,676 


Of the estimated expenditures, a preliminary report shows that up to Aug. 25, 
1934, a total of $282,882,519 has been disbursed in rental and benefit payments, 


distributed by commodities as follows: 


Cotton, $152,510,793.50; tobacco, $15, 


773,785.79; wheat, $67,781,951.08; corn-hogs, $46,815,988.84. 
With higher prices for farm commodities, and these benefit payments, it is 
shown that farm buying power in the nation as a whole will be greater than last 


year. 





You'll find Thanksgiving window display 
suggestions on pages 34 and 50 of this 
issue of Hardware Age. Install them now 
and see the difference in sales. 
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Community Plate Packed 
In New Cameo Gift Case 


This service for six in Community Plate 
(King Cedric design illustrated) is packed 
in the new Cameo Gift Case—modernly 





styled with rich effect of carved ivory and 
ebony. Case may be used for jewels, gloves 
or handkerchiefs, etc., on the dressing table 
or desk. Purchased piece by piece this ser- 
vice would have a total retail value of $30. 
By the new Community Plate Quantity 
Discount Plan a service with hollow deluxe 
stainless blade knives has a suggested re- 
tail selling price of $25. Oneida Com- 
munity, Ltd., Oneida, N. Y. 





Universal Electrovac 
Coffee Maker E75109 


This coffee maker has de luxe enameled 
body. It is of the drip and vacum type 
and has open type Nichrome heating ele- 
ment. Water placed in lower bowl is 
heated by an electric unit. When upper 
glass bowl is in position lower bowl is 
rendered air tight. Steam pressure imme- 
diately forces hot water to upper bowl 
where it mingles with coffee. If desirable 





top bowl may be removed before serving 
coffee. For this purpose extra cover is 
furnished for bottom bowl. Has 6 ft. art 
silk cord. Packed one in a carton, weight 
6% lbs. Has heat resisting glass upper 
bowl. Bottom bowl jade green porcelain 
enameled. Exposed metal parts chromium 
plated. Ebonized handles, knobs and feet. 
Push button switch in cord. Coffee does 
not touch metal. Landers, Frary & Clark, 
New Britain, Conn. 
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ARMSTRONG 


announces the B-35 Catalog 
oy 





PAGES OF QUALITY TOOLS 


24 *First Showing of New 


Lines. ARMSTRONG: Wrenches (50 Types). 
*Ratchet Wrenches. Socket Wrenches. Clamps. Ratchet 
Drill. *Star Drill. Tool Holders. Lathe Dogs. Ma- 
chine Shop Specialties. ARMSTRONG BROS. Stocks 
and Dies. *Receding Pipe Threaders. Pipe Cutters. 
*Pipe Reamers. Pipe Vises. Pipe Tongs. Pipe Wrenches. 


ARMSTRONG BROS. TOOL CO. 


Write for “The Tool Holder People’ 














Sell 024 
to Customers 
You Want to 
Please ..... 


024 is the most satisfactory cutter for 
both skilled and unskilled users. 
With it those unused to glass cut- 
ting can get fine results with little 
risk of breakage. The reason for this 
is the precision wheel of modern alloy 
steel —a wheel acourately shaped 
under heavy pressure that toughens 
the cutting edges, giving them sure, 
smooth cutting and lasting qualities. 












New No. 8 
PISTOL GRIP 
WOOD SCRAPER 


Reversible Handle 
Double Blades 


The fine cutting blades, handy 
pistol grip and uniform balance 
of this scraper helps the user to 
do a quicker, better scraping job 
with less strain on arms and 
el bie Blades. 


Pistol-grip changed instantly to ei her 
* J 9 nstan io 
Retails at j y ther side of handles. 





LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U. S. A. 


GLASS CUTTERS - GLAZIERS’ POINTS - GLASS PLIERS 
PUTTY KNIVES - WOOD SCRAPERS - LAWN SPRINKLERS 









your copy 314 N. Francisco Ave., CHICAGO, U.S.A. 








JOBBERS! 


DEALERS! 





MANUFACTURERS! 


HERE is the most outstanding improvement in Attachment Plug Caps in all electrical history. 
Because of its absolute safety and greater efficiency, the patented Spring-Action Plug will 
eventually replace all ordinary plugs. This plug will not fall out of ceiling outlets or work 
loose in wall outlets. It will even function in worn outlets. No other plug is like it. It is setting 
a new standard .. . creating new sales opportunity. 


The Spring-Action Plug may be had in a variety of sizes in either bakelite or rubber. A cube- 
tap with Spring-Action Blades is also available. For free samples, prices and descriptive 
information, fill in coupon and mail it to us today. Approved by Underwriter’s Laboratories. 


ATTENTION MANUFACTURERS: Use of the Spring-Action Plug completely eliminates service calls and returned 


merchandise resulting from failure of the 





Allied Mercantile Co., 11-15 East Runyon St., Newark, N. J. 
You may send free ples. No oblig 





plug to make contact. 











Name__ 

Firm Name 

St. City 

a Jobber Dealer Monufacturer 
PLEASE CHECK CLASSIFICATION 

My Jobber is 


Spri Rion 


ATTACHMENT PLUG CAPS 














73 











HOW'S the 


HARDWARE Business 





ADVANCES BECOMING EFFECTIVE 


Horse, Wood and Shoe 


Rasps Auto Tires 
Some Malleable Pipe Fit- Bicycle Tires 
tings Toilet Seats 


Expansion Anchors, Etc. Bone-dry Shellac 
Second Quality and Mill Run Files 


DECLINES BECOMING EFFECTIVE 


Second Quality Sisal Rope High Grade Files 
Some Malleable Pipe Fit- Linseed Oil 
tings Steel Goods 
Steel Singletrees and Doubletrees 


Nail and wire prices are un- 
changed, and in one respect seem 
steadier. A few weeks ago some mills 
began selling less than carloads at the 
carload prices. Other producers con- 
tinued righf along with the old practice 
of charging 10 cents per 100 pounds 
additional. The mills that departed 
from the practice are now sending out 
notice of restoration of the 10 cent ex- 
tra for less than carloads. Jobber de- 
mand for wire products has shown no 
improvement recently—in fact, there 
has been little fluctuation for a month. 
Some reserve stocks remain in the large 
jobbing centers, but are not expected 
to last much longer. 

* * * 

Quotations on galvanized hard- 
ware cloth, issued about October 17 by 
all leading makers, are unchanged from 
those governing for the past several 
months. 2x2 mesh cloth, in standard 
widths, 100-foot rolls, is priced to the 
trade at $3.50 per 100 square feet, 3 x 3 
mesh at $3.80, and 4x 4 mesh at $4.10, 
f.o.b. factory basing points. These 
prices have generally been very well 
maintained during 1934. 

* * * 

New quotation sheets on expan- 
sion anchors, etc., were issued Oct. 29 
by Star Expansion Bolt Company and 
others. The base discount on Tampin 
shields is advanced from 70 per cent to 
65 per cent—and on Loxin galvanized 
expansion shields from 65-10-5 per cent 
to 65-10 per cent. Malleable lag screw 
shields have been advanced from 80 
per cent to 7214-20 per cent. Scruin 
lead anchors for wood screws have 
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Medium Grade Files 


November 
8th 
1934 


been advanced ten per cent to 75 per 
cent. Nail type (Dryvin) anchors are 
unchanged at 75 per cent. Previous 
prices are still in effect on toggle bolts, 
on star drills and drilling devices, also 
on setting and extractor tools in the 
accessory group. 


* * * 


Prices on bolts (carriage, ma- 
chine, etc.) and on nuts are still weak. 
After the sharp “official” drop late in 
September, a further decline of 10 per 
cent was announced Oct. 17 and later 
by several makers. Ordering of 
bolts is very quiet right now, but if 
buyers can convince themselves that 
the present levels are final, there will 
be doubtless a prompt building up of 
stocks, on the basis that prevailing 
prices are at a sharp loss to all bolt 
makers, and must recover at no distant 


date. 
* 2 @ 


A bulletin of Sept. 20 from the 
Holo-Krome Screw Corporation reaf- 
firms prices of Dec. 21, 1933, except 
that there is no longer a_ special 
discount to the consumer for assorted 
quantity items. Instead, there will be 
a graduated schedule of allowances for 
the better purchases per item. The 
company’s resale schedule of discounts 
from list prices, for normal orders, is 
as follows: 


Hollow Set Screws...... 50 percent 
Pipe Piugs....ccsecs .+. 50 percent 
Socket Head Cap Screws. 45 percent 
Se 50 per cent 
Socket Stripper Bolts... 25 per cent 


f.o.b. Bristol, Conn., or f.o.b. jobbing 
points on 50-pound orders or over. 


Plymouth Cordage Company on 
Oct. 19 reduced prices on gheir Pur- 
itan, or second quality, sisal rope, 
one cent per pound, to 11% cents per 
pound resale, for all central or No. 2 
zone points, less ten per cent to the 
retailer. Prices on first quality sisal 
and on both manila grades remain un- 
changed. Jobbers are accepting rope 
orders at present for first quarter, 1935, 
delivery, and the prevailing lowness of 
rope prices, after the recent drops, is 
attracting a very fair volume for later 


shipment. 
* & 


Under date of Oct. 18, file 
prices were revised by all the manufac- 
turers, resulting in a reduction to the 
trade on the higher grade files to 50 
per cent discount instead of 40-10 per 
cent, or a decline of about 714 per cent. 
On medium grade files prices have been 
advanced to 55-10 per cent, from 60-214 
per cent—a mark-up of about three per 
cent. Second quality and mill-run files 
have been advanced ten per cent, and 
are now quoted at net prices, instead of 
at discounts from the lists. Horse, 
wood and shoe rasps have likewise been 
raised about ten per cent. These 
changes bring the higher-grade and 
medium-grade files nearer together in 
price, and correct the too-wide margin 
between first quality and mill-run files. 

* *& *& 

Leading pipe-fitting manufactur- 
ers have put out new prices on malle- 
able fittings. Effective Oct. 24, 4% in. 
and 34 in. tees and 90° elbows 
(straight sizes only) were reduced 
about 25 per cent, to a resale base of 
381% per cent. Effective November Ist, 
other sizes of tees and elbows, also 
crosses, reducers, Y bends, locknuts, 
waste nuts, caps, couplings, return 
bends, extension pieces, etc., were ad- 
vanced five per cent. The new resale 
base on these is 15 per cent. 

* * * 


Makers of toilet seats marked up 
prices generally on October 15th, rang- 
ing from 10 cents each on the competi- 
tive grades to 25 cents each on the 
better qualities. Prices on these goods 
had been reduced early in the summer, 
and manufacturers claim that their cur- 
rent costs could no longer afford a con- 
tinuance of the low levels. 
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WIN A PRIZE 


with this 


NEW STANLEY TOOL DISPLAY 
STANLEY 








STANLEY TOOLS are the backbone of every home 
workshop. If you want to win one of the prizes offered 
by HARDWARE AGE in this issue—build an attractive 
window around a good assortment of STANLEY TOOLS. 

Use this brand new display as a powerful center 
piece. It tells the story at a glance —-STANLEY TOOLS 
are available to meet every home workshop need and at 
prices to fit any pocketbook. 

More power to you—use this display and win a prize. 


SEND COUPON TODAY 


VoVVTVTVTvTvTvTwTvTvTvvTvvvTvvwvwe 


STANLEY TOOLS 

New Britain, Conn. 

Send us one of the new 5 color STANLEY TOOL DISPLAYS 
Size 24” x 34” 
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5205 
with Juice Extractor 
Denver and West $21.95 


$ 45 

- 2 

without Juice Extractor 
Denver and West $19.25 


Model D gives you these 
strong selling features! 


Today people buy on values—features that give the plus values 
that make the sale. 

Concentrate on Model D Magic Maid—the mixer 
with plus value features! 

Modern Design. Model D is superbly beautiful 
with the rich contrast of its large black Bakelite 
handle and brilliant jade green finish and sparkling 
opalescent bowls to match (or ivory finish). 

Efficiency... Model D has a powerful 3-speed motor, 
performing its every task with ease and efficiency. 
No radio interference. 

Two-position Handle. 100 per cent convenience in 
portability. Lifts off stand with hand in vertical 
position. Greatest ease of use at stove in horizontal 
position. 

Dual-disc Revolving Platform—an exclusive feature 
—gives instant change from large to small bowl 
without removing platform. 

Tilt-back Motor. Important for quick attachment 
or detachment of beaters. 

Adjustable Motor Height. Greater ease and effi- 
ciency in beverage mixing. 

Labor Saving Attachments. Model D has a most 
useful line—and at easy-to-buy prices. 

Sold without Juice Extractor. Now you can offer 
Magic Maid Model D at only $18.45 ($19.25 in West). 
Overcomes sales resistance of women who do not 
need extractor. 

Send today for complete Magic Maid successful 
selling plan. 

Order Magic Maid and STAR-Rite 
Appliances through your jobber. 


THE FITZGERALD MFG. CO., TORRINGTON, CONN. 





a 
Slleer and 
Shredder 









Fruit-juice extractor has Portable, Two-posi- 
lowest center of gravity. tion handle makes 
Cannot tip over. for easier handling 








Moter tilts back. Polisher 
Note convenient 


position of hand. just as efficiently as large bowl. 


Dual-dise revolving platform exelusive 
with Magic Maid. Small bow! revolves 
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Prices on linseed. oil have been 
weak, with a drop of 114 cents per gal- 
lon, each, on Oct. 19 and on Oct. 26. 
Turpentine has remained unchanged. 
Although the market on bone-dry shel- 
lac is up, there has been a recent reduc- 
tion of 5 cents to 10 cents per gallon 
in cut shellac, due to competition from 
some of the smaller operators. 

a * * 


Sales on butchers’ supplies, re- 
ported by leading wholesalers for the 
third quarter, have been double the 
sales for the same quarter of 1933. 
This includes butcher knives, skinning 
knives, butcher steels, boning knives, 
cleavers, etc., and reflects the in- 
creased slaughter of meat animals, in- 
cluding more home-butchering of meat 
products than for many years past. 

* + 


The American Safety Razor 
Corporation are temporarily offering 
gratis to the dealer, with every card 
(20 packages of five) of Gem single- 
edge razor blades, one Ingersoll 
Equinox dollar watch. This is in- 
tended to give the retailer an additional 
profit of $1.00 on every card of blades 
he sells, during the limited time this 
offer may be in effect. 

* a * 


On steel singletrees and double- 
trees, the U. S. Pressed Steel Products 
Company have issued new list prices 
showing reductions on practically all 
sizes and styles, ranging up to $1.00 
per dozen. Discounts to wholesalers 
remain unchanged. 

* * * 


Leading chain hoist makers have 
raised their industrial and consumer 
discounts slightly, and freight on 100 
lb. shipments is now allowed to desti- 
nation. Dealer discounts remain as be- 
fore, in an endeavor to foster interest 
in this line by the better margin thus 
afforded. 


* + 


Spring orders are commencing 
to appear from some dealers on 
harness and strap work. With hides 
and leather on a more stable basis and 
the selling season fast approaching, 
prices seem to be stabilized for some 
time to come. 

* * * 

On poultry supplies some fac- 
tories are out with spring prices, but 
prices are not yet firm and in agree- 
ment on the competitive kinds and 
numbers. No definite price schedule 
can therefore be reported at this time. 

* * * 


Lock hardware prices have been 
reafirmed by the manufacturers, and 
recent concessions which had started 
to appear seem to have been com- 
pletely canceled. Factories and whole- 
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salers alike are expecting the demand 
to be stimulated by the Federal re- 
habilitation program, and are gener- 
ally welcoming the assurance of price 


steadiness. 
* * * 


Government work projects for 
the fall and winter are expected to 
again bring a quickened demand for 
axes, shovels, picks and similar sup- 
plies. Some districts have already 
noted an increase in ordering. It is 
felt that sizes and patterns called for 
are becoming better standardized, and 
that dealers and jobbers may there- 
fore carry augmented stocks with less 
risk of carry-over than during last 


season. 
* & 


Christmas orders for clocks and 
watches are furnishing steady employ- 
ment for employees at the Waterbury 
Clock Co. and the Lux Clock Co. of 
Waterbury, Conn. The payroll of the 
Waterbury Clock Co. has been in- 
creased to approximately 2900, an in- 
crease of 1500 within three months, 
and a slightly higher number than were 
employed in October, 1933. At the Lux 
Clock Co., 560 employees are work- 
ing, as compared to 478 a year ago. 

* * * 


Indoor game supplies are com- 
ing into season. With the longer eve- 
nings and with colder weather, there 
will be the usual demand for card and 
other games for children and for adults. 
Table tennis is still growing in popu- 
larity and in sales. Better equipment 
at unchanged prices is now available. 

* * * 


A better than expected demand 
is developing on sleds, skates and 
wheeled goods for the holiday trade. 
The lower priced velocipedes have been 
improved so much this season that the 
higher priced patterns are suff2ring 
somewhat in relative volume. Toy sales 
continue very satisfactory, with a grow- 
ing call for educational models. 

* & & 


On bicycles there is a lull be- 
tween the summer season and the 
Christmas season. There is every evi- 
dence of a large demand for Christmas. 
Recently, at the Chicago World’s Fair, 
eight out of ten children selected from 
a crowd, who were asked what they 
wanted for Christmas, mentioned a bi- 
cycle as their first choice. There has 
been no recent change in bicycle prices, 
but bicycle tires have been advanced 
twice. The market on tires appears 
to be firm at about 10 per cent above 
prices quoted in the summer. 

* & & 
Radios are living up to their 


reputation as a natural Christmas item. 
The sales season is in full swing, with 


prices appearing steady. One large 
manufacturer recently advanced his 
competitive numbers about 5 per cent. 
The tendency this year is toward better 
instruments without increasing the 
price. The manufacturers of national 
brands are being pressed by the values 
offered by unadvertised brands. Elec- 
tric household appliances are in espe- 
cially large demand right now, for 
every-day use, and for Christmas. 
* * * 


The Goodyear Tire & Rubber 
Co. on Nov. 1 readjusted its tire price 
structure. Under the readjustment 
prices were increased from 12 to 25 
per cent, depending upon type, brand, 
and locally prevailing trade practices. 
In announcing the change, P. W. Litch- 
field, president, said: “This step is 
made mandatory by substantial in- 
creases in production costs during re- 
cent months. Cotton prices are up 
135 per cent from depression lows and 
rubber prices have advanced more than 
400 per cent. Wages at Goodyear have 
been increased 27 per cent.” 

* *& *& 


Batteries are being sold close to 
the bottom figures at all times, due to 
the low offerings by chain stores. There 
was a strong effort to increase prices 
recently, but the effort was fruitless in 
view of this competition—apparently 
well entrenched with stock and con- 
tracts. 

* * * 

The Atlantic City conventions 
were attended by a record group of 
wholesalers and by the usual wide rep- 
resentation from the manufacturers. 
Reflected both in the addresses, and in 
the informal talk among the delegates, 
was a manifest note of optimism, with 
improvement in operations and out- 
look rather generally reported. A chief 
deterrent to larger buying is the un- 
certainty as to the future trend of 
prices. Several important lines have 
developed recently a sharply competi- 
tive tone, and the effect upon price con- 
fidence is manifest. Stocks will prob- 
ably be kept low, and watchful con- 
servatism in ordering will continue for 
the present. 

* * * 

The close of October finds re- 
tail hardware sales holding strong, with 
the month’s totals promising to exceed 
the consistently fair volume of the past 
six months. There remains the sharp 
contrast between the comfortable totals 
of wholesale and retail operations, and 
the persisting quietness reported among 
the manufacturers, who are generally 
operating on greatly reduced schedules. 
This can only mean that back-logs of 
inventory in the hands of large buyers 
have been lasting through a longer pe- 
riod than generally foreseen. An in- 
crease in credit sales and in the order- 
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To the experienced architect or builder no sash cord is 
too good. One replacement job makes cheap cord cost 
more than Sampson Spot Cord. More than forty years of 
adherence to one quality standard—one grade—one name 
and trade-mark has established Samson Spot Cord as the out- 
standing dependable value. For permanent buildings Samson 
Spot Cord is almost always definitely specified. By carrying it 
in stock you will get profitable business. 


Where a moderate priced window cord is suitable, and for an 
especially good clothes line, we offer Phoenix—a real sash cord 
and good value. Phoenix is made all yarn construction, firmly 
braided, smoothly finished and has a minimum of stretch. 
Phoenix may be stocked for both sash cord and clothes line use. 
It costs a little less than Spot Cord but is dependable quality 
at a modest price. 


We make cotton twine and all kinds of braided 
cord for various uses. Write for catalogue. 


SAMSON CORDAGE WORKS 


Boston, Massachusetts, U. 8S. A. 
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EYE-APPEAL 


and Value sells the Conco line 


Re-styled, with many new features added, the CONCO line 
for 1935 stands forth as the leader in ice cream freezer 
merchandising. Added to that, dealers are furnished, with 
early orders for their normal stock, an array of sales helps 
in the form of window streamers, display posters, counter 
display stands, newspaper mats, price tags, etc. that will 
help you make REAL PROFITS in freezers this year. 


POPULAR HUSKY 


As big a value in an ice cream 
freezer as ever went over a hard- 
ware counter, is the Husky! This 
year it has all the constructional 
and design features which made 
it an outstanding seller last year, 
but in addition has a bright, red- 
lacquered main frame to_ har- 
monize with its flashy red and 
blue label, and a tub that is fin- 
ished with clear varnish. Made 
in 2-qt., 3-qt., 4-qt. and 6-qt. 
sizes. 








Our Leader, 
The PENGUIN 


You ‘“‘haven’t seen nuthin’ ’’ un- 
til you’ve seen the new green 
and ivory color combination anJ 
unique grained finish of the Pen- 
guin. Newly designed ‘‘stream- 
line’’ main frame, fully encased 
gears, and convenient handles in- 
stead of bails. 


The IGLOO 2-QT. 


The feature freezer that attracted 
thousands to buy freezers last 
year, and which has been success- 
fully used as a trade-up item to 
the higher priced, more profit- 
able Huskies and Penguins. A 
galvanized tub freezer that is 
sturdy and a maker of uncom- 
monly delicious cream. 





Ask your jobber, or write 


CONCO ENGINEERING WORKS 


MENDOTA, ILLINOIS 


JOBBERS: If you are not already representing the 
CONCO line, write now for freezer samples, prices, 
and details of our sales helps plan. 
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ing of major items, reported by a num- 
ber of stores, seems to point to a rise 
in the buying public’s confidence re- 
garding the outlook. 

om * * 

Conditions in the agricultural 
areas are much better than in those 
dependent upon factory activity. Farm 
work has been making good progress 
and is far advanced for the season. Gov- 
ernment purchasing of cattle, sheep, 
and goats continues, and further reduc- 
ing of live stock must likely follow, as 
feed supplies are inadequate to carry 
present holdings through the winter. 
Tobacco this year is almost as strong a 
factor as cotton in the prevalent pros- 
perity among the southern states. 1934 
tobacco prices will average 50 to 75 per 
cent higher than in 1933, and nearly 
up to 1929, provided no unforeseen de- 
velopments enter the market. Reasons 
given for the price rise are increased 
cigarette consumption, sharp reduction 
of Canadian output, more active for- 
eign demand: and smaller United States 
production due to AAA crop control 
measures, + & 


The U. S. Chamber of Com- 
merce, official spokesman for big busi- 
ness, reports that continued improve- 
ment of business sentiment is discerni- 
ble, although it has not as yet reflected 
definitely in the volume of transactions. 
The Chamber cites a series of reasons 
why the present outlook is brighter, in- 
cluding the increased volume of adver- 
tising, and a growing harmuny of 
understanding between business and 
the Washington administration. On the 
other hand, reports from the American 
Federation of Labor, the national in- 
dustrial conference board, and the 
American Iron and Steel Institute show 
that employment during September was 
somewhat less than in September, 1933. 
A lag also has appeared in carload- 
ings, in the production of steel, in coal 
mined and in textile manufacture. 

*  # 


The National Association of Pur- 
chasing Agents last month reported 
their view of the outlook as favorable, 
and stated that by Nov. 1 general busi- 
ness should be operating on a higher 
basis than at the beginning of Novem- 
ber, 1933. * * # 


Despite the poor showing made 
by heavy industrial groups, gratifying 
expansion is starting among some 
classes of producers. Manufacturers 
of plumbing, heating, steam-fitting, and 
roofing materials, and water supply 
systems have had the best fall business 
in three years, despite the lack of a 
general increase in new building work. 
Furniture factories in some centers 
have increased schedules from two days 
to five days a week, as a result of the 
unexpected flow of orders at this time 
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of the year. Paint output continues to 
exceed last year’s, and most of the 
manufacturers of rubber sundries and 
specialties are operating at capacity. 
Labor conditions are going along bet- 
ter’ with no fresh disturbances in evi- 
dence, and most of the old disputes in 
the process of settlement. 
& * * 

New car registrations in the 
United States during the first nine 
months of 1934 totaled 1,564,690 pas- 
senger units, according to figures just 
compiled by R. L. Polk & Co. During 
the same period of last year 1,204,950 
passenger units were registered. Com- 
mercial car (truck) registrations for 
the same period were 310,259 in 1934, 
as compared with 183,540 in 1933. 


* + 


Leonard Refrigerator Co. ship- 
ments to customers during the com- 
pany’s fiscal year that ended Sept. 30 
were 40 per cent ahead of shipments 
for the previous 12-month period and 
60 per cent greater than 1932 sales. 
An even more extensive merchandising 
program is being planned by the com- 
pany for next year. 

* * & 

General Electric profits avail- 
able for dividends on common stock 
for the first three quarters of the cur- 
rent year amount to $11,714,247.20. 
This compares with $6,886,600.45, 
which was available for the same pur- 
pose during the like period of last year. 
Orders for the same period totaled 
$132,613,543 in 1934, as compared with 
$104,785,001 in 1933. 

* * * 

Domestic sales of paint, varnish 
and lacquer products, as reported to 
the Census Bureau by 586 establish- 
ments, were valued at $199,630,000 dur- 
ing the first eight months of 1934, an in- 
crease of 31 per cent over the corre- 
sponding period of last year. Export 
sales have reflected a similar increase 
to a total value of $9,167,700. Federal 
surveys indicate that fully 60 per cent 
of the Nation’s homes are in need of 
repairs, and the Government states that 
it is safe to assume that such repairs 
include paint. 

* + # 

The toy industry will account 
for $200,000,000 worth of business this 
year, according to James L. Fri, man- 
aging director of the Toy Manufactur- 
ers of the U. S. A., Inc. A 10 per cent 
increase in sales over last year is antici- 
pated -and a streamline motif is the 
feature of many 1934 toys. 

* * * 


The Frigidaire Corp. expects 
the Christmas sales volume in its line 
to be much larger than in several years. 
H. W. Newell, vice president in charge 
of sales, has just completed an ex- 


tended trip through the States east of 
the Rockies, and reports prospects are 
excellent for winter buying activity. 

+ + 

“New prices are out for the 
opening of the 1935 season on hoes, 
forks, and rakes (steel goods) mostly 
at a lower basis than heretofore. First 
quality items show reductions ranging 
from 3 to 10 per cent, and no change 
on others. Level head rakes are down 
about 13 per cent. On second quality 
the declines range from 5 to 15 per 
cent, and on the competition grade the 
new program ranges from no change on 
heavy spading forks to as much as 20 
per cent decline on rakes and 15 to 16 
per cent on header forks and some pat- 
terns of southern hoes. At the revised 
basis jobbers are soliciting business for 
spring shipment. 

= * 

A sharp rise in permits for addi- 
tions, alterations, and repairs to old 
buildings in September, over the cor- 
responding month a year ago was re- 
ported by the bureau of labor statistics. 
Such permits advanced 13.9 per cent 
over September, 1933. New residential 
building permits, however, dropped 2.3 
per cent in the year and 9.9 per cent 
from August to September. Non-resi- 
dential permits dropped 2.7 per cent 
in the year, but increased 4.5 per cent 
from August. 

* * * 

The Washington Administration 
has apparently come to the conclusion 
that housing, in spite of discourage- 
ments, is one of the most promising 
fields for the continuing investment of 
Federal funds set aside for public 
works. Construction has long been re- 
garded as the balance-wheel of industry, 
and a revival of it is essential to recov- 
ery. Slum clearance and rehabilitation, 
intelligently carried out, also have a 
strong social appeal. There is, however, 
one serious drawback to the intended 
program. No attempt has yet been 
made to insure a full dollar’s worth of 
new housing for each dollar expended, 
by insisting on a reasonable wage scale 
in the building crafts. Nothing would 
be more likely to stimulate a revival 
of building, and a sadly needed increase 
of employment in that field, than a low- 
ering of the construction labor scales. 

* + 

The steel industry operated last 
week at 25 per cent of capacity, com- 
pared with 23.9 per cent a week previ- 
ous, an increase of 1.1 points or 4.6 
per cent, the American Iron and Steel 
Institute reported. The current operat- 
ing rate is the highest since the week 
beginning August 6th. A month ago 
the industry was operating at 23.2 per 
cent, while output in the corresponding 
1933 week averaged 26.1 per cent of 
capacity. 
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No More TORN 
SHOVEL LABELS 





ABW Label Paper Label 
Die Pressed Easily 
Into the Wood Mutilated 


HE new ABW method of marking has solved the 
age old problem of paper labels that become torn, 
mutilated or missing. 


Instead of a printed label pasted on the handle, the 
Brand name is now die pressed in colors into the wood by 
means of a special ABW process. (Patent pending.) 

This new marking can't come off or become mutilated 

. it is as permanent as the handle itself. Unique and 
attractive, it adds to the appearance and finish of the 
shovel. 

Display is a big factor in successful Merchandising . . . 
but shovels that reach the Dealer with the labels off or 
torn, will hardly make an attractive display. 

Every ABW Shovel, Spade or Scoop that carries this 
new marking reaches the Dealer with the Brand name as 
perfect as when it left the factory . . . ready for display 
without any apologies for an unsightly appearance, due to 
damage in shipping. 

This new marking is not confined to Factory Brands, it is 
available for Jobber's Brands, and during the past six 
months progressive Jobbers and Dealers have been using 
this new merchandising idea to increase sales. 

When you buy ABW Shovels, Spades or Scoops, you 
can rest assured, that in appearance as well as perform- 
ance, you are getting the Best products that are 
easy to look at and readily sold. 


ASK YOUR JOBBER 


AMES BALDWIN WYOMING CO. 


Parkersburg, W. Va. North Easton, Mass. 


NOVEMBER 8. 1934 
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This farmer's S dicen 
rusted out too soon! 


Sell him fence with Two-Way rust protection 


Poor fence, without enough copper in the 
steel and with only a thin, skimpy, protective 
Two Types Of coating of zinc, isa money loser for both the 
Steel Posts farmer and the dealer. It simply can’t with- 
: stand the bad corrosive conditions in this 
both nationally ¢jimate. @ Build a profitable fence business. 
known brands— ej] Red Brand—the fence that stubbornly 
_A resists rust—in two important ways. 
| A thicker coating of zinc 
~_ Reinforced Red Brand fights rust, first, with a special 
i 
| 





Studded Tee (heat-treated) Galvannealed zinc coating 
handy fas MUCH THICKER than on ordinary gal- 


fener idemne, ~=—«SWanized fence wire. Galvannealing makes 
| well known ossible this thicker coating, and fuses it 
rege? | (poseltl ating 
| , right into the steel, so it doesn’t crack or 





flake off. Galvannealing is protected by 12 
U. S. patents, controlled by Keystone. 


Enough copper in the steel 


POST Red Brand fights rust, second, with a real 
TeeRailtype copper bearing steel that lasts at least 
with positive — TWICE as long as steel without copper. No 
identified by more brittle, flaky rust—the kind that causes 
4 pandsome —_ pitting, pockmarking and premature wire 

stripe.” failure. Red Brand stubbornly resists rust 
clear to the core. 

Red Brand costs your customers only a 
little more than poor fence. But they get 
a fence that’s there to stay. You build a 
profitable fence business. 


Dealer prices — Agency details 


New Catalog describes Red Brand hog, field 
and poultry Fence, Red Top and Keystone 
Steel Fence Posts, and other wire and fenc- 
ing products. This catalog, dealer prices, 
and all agency details, are sent on request. 
Write today. 

KEYSTONE STEEL & WIRE COMPANY 

873 Industrial St., Peoria, Illinois 


RED BRAND FENCE 
Fights rest 2 Wasa) Wavangearse 
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IMPERIAL, Pa.: Furnish names and 
addresses of several manufacturers of 
gas lighting fixtures for both inside and 
outside use——John A. Hamilton. 

ANSWER: Beardsley & Wolcott 
Mfg. Co., Waterbury, Conn.; Beards- 
lee Chandelier Mfg. Co., 216 S. Jeffer- 
son St., Chicago, Ill., and Bigelow, 
Kennard & Co., 511 Washington St., 
Boston, Mass. 

* * * 

Manitowoc, Wis.: Who makes the 
Griscer, a food slicing and grating 
kitchen tool?—J. J. Stangel Hardware 
Co. 

ANSWER: John H. Lickert, New 
Haven, Ind. 

* * * 

Dansury, Conn.: Who makes Duro 
water pumps?—The H. J. Heyman De- 
partment Store. 

ANSWER: Duro Co., Dayton, Ohio. 


* + 


Braprorp, Pa.: Who makes rubber 
covered wire dish drainers?—Emery 
Hardware Co., Inc. 

ANSWER: B. F. Goodrich Rubber 
Co., Akron, Ohio. 


* * 


Ba.timore, Mp.: Who makes Fold- 
Bak clothes hangers?—Herman Lip- 
nick. 

ANSWER: Washburn Co., Worces- 
ter, Mass. 

* * * 

MonrTIcELLo, FxLa.: Furnish address 
of the Fischer Can Co. We want to 
buy a car of mixed cans—syrup, lard 
and sanitary.-L. R. Rainey. 

ANSWER: Fischer Can Co., Divi- 
sion of Metal Package Corp., Hamilton, 
Ohio. 

* * * 

Moss Point, Miss.: Who makes the 
Majestic lawn mower?—The Spann 
Hardware Co. 

ANSWER: American Lawn Mower 
Co., Muncie, Ind. 
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same articles. 


tion or issue. 


Bozeman, Mont.: Who makes Re- 
liable platform scales?—-Owenhouse 
Hardware Co. 

ANSWER: Gaston Scale Co., Beloit, 
Wis. 


KNOXVILLE, TENN.: Furnish address 
of the Hall Mfg. Co., makers of the 
Hall cylinder hone.—Wright-Cruze 
Hardware Co. 

ANSWER: Toledo, Ohio. 


* + 


eS @& © 


Liven, N. J.: Where in the metro- 
politan New York area can we buy 
bee’s wax?—Wood Avenue Hardware 
Co. 
ANSWER: Theo. Leonhard Wax Co., 
Paterson, N. J.; J. L. Hopkins & Co., 
220 Broadway, New York City, and 
E. A. Bromund Co., 258 Broadway, 
New York City. 


* + 


CHEWELAH, WasH.: Where can I pro- 
cure parts for a Majestic cream sepa- 
rator ?—Joe Sety. 

ANSWER: Enos Johnson, Goshen, 
Ind. 


SUMMERSIDE, Prince Epwarp ISLAND: 
Who makes an electric machine for tat- 
toing persons and animals?—Brace, 
Mackay & Co., Ltd. 

ANSWER: Ketchum Mfg. Co., Lu- 
zerne, N. Y. 


* + 


*® 2 @ 


Scarspa.e, N. Y.: Who makes Blue- 
point mechanics tools?—Walter A. 
Hablin, Inc. 

ANSWER: Snap-On-Tool, Inc., Ken- 
osha, Wis. sa © 


Rocuester, N. Y.: Who makes a 
power lawn mower having a sliding 
sickle like a mowing machine?—H. H. 
Sullivan, Inc. 


ANSWER: Toro Mfg. Co., 3100 


Snelling Ave., Minneapolis, Minn. 
* # 


PHILADELPHIA, Pa.: Where can we 
purchase the Duffy crate opener?— 
W. H. & G. W. Allen. 

ANSWER: Duffy Mfg. Co., 214 W. 
Grand Ave., Chicago, II]. 


Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? 
sented as an aid to others in the trade who may be seeking the 
The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
27, 1934. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


Editor is here pre- 


TenaFLy, N. J.: Who makes the 
Franklin stove?—Demarest’s. 

ANSWER: Edwin Jackson, Inc., 50 
Beekman St., New York City. 


* *& & 


LaKE Piacip, N. Y.: Where can we 
buy Unde-washers; small rubber hand 
washers for baby clothes or silk under- 
wear ?—Lake Placid Hardware Co., Inc. 

ANSWER: Unde Corp., Mt. Ver- 
non, N. Y. 

* * * 

Petuam, N. Y.: Who makes (1) a 
powder to sprinkle on log fires to cause 
a multi-colored effect? (2) Dixie kin- 
dlers?—Wise Hardware Co. 

ANSWER: (1) Marble Head Craft- 
shop, Marblehead, Mass. (2) Dixie 
Fire Kindler, Inc., Douglas, Ga. 


> CATALOG 





The 1934-35 edition is now in your 
hands. It is a condensed catalog of 
manufacturers of hardware and kin- 
dred merchandise in one handy vol- 
ume for ready reference. 
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3-IN-ONE OIL Announces the 


3-IN-ONE SAFETY 
LEAGUE 


The 3-IN-ONE SAFETY LEAGUE, just organized and 
open to new members everywhere, has made a tremendous 
hit with boys and girls! Every one wants to join— to take 
the “‘safety test” required of members—to get the free 
booklet of safety suggestions for bicyclists and roller skaters 
—to wear the bright red membership emblem of the 
3-IN-ONE SAFETY LEAGUE! 


Every hardware dealer who handles bicycles and roller 
skates can win the good-will of both parents and children 
by supporting the SAFETY LEAGUE, giving it local public- 
ity, and passing out Safety Test blanks to girls and boys who 
come to his store. It’s a sure way to reduce the accident 
tate in your community, and add to your list of friends! 


We will gladly send you full information concerning the 
3-IN-ONE SAFETY LEAGUE, and how we help dealers 
build up local interest and membership. Write at once. 
Just write on a postcard, “Tell us about the 3-in-One 


Safety League,” and mail to Three-in-One Oil Co., 170 
Varick Street, New York, N. Y. 





3-IN-ONE SAFETY 
LEAGUE EMBLEM 
given free to members 


NOVEMBER 8, 1934 
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STEP DOWN 



























Quality Steps Up 


It wasn’t so long ago that a good bathroom scale cost 
the consumer $12 to $14 . . . and you probably sold 
one about every coon’s age. Not because women 
didn’t want bathroom scales, but because they wouldn’t 
pay the price. 


Then Counselor Scales stepped into the picture with 
new construction ideas ... and a high-quality product 
... fully guaranteed . . . that retailed for less than $5. 
Sales jumped for retailers . . . new profits were real- 
ized. Now Counselor brings more models . . . at still 
lower prices . . . values that defy competition in guar- 
anteed quality scales. Write today . .. get the facts on 
a line that necessitates the operation of our plant night 
and day in order to keep up with sales. 


THE BREARLEY CO. 
ROCKFORD, ILLINOIS 


New York Representative 
LOEB-STERN, INC., 
19 West 23rd St. 


Tuck-A-Way 
Model 600 










Clock Dial 
Model 100 







Rotor Dial 
Model 400 







Every model 
an unequalled 
value. 


COUNSELOR 
Bath Room Scales 
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Universal Electric 
Percolator E7626 


Of modern design this percolator is 
chromium finished. Capacity six cups. 
Black handle, hinged cover, patented pump 
and spreader plate, unit protected by fuse 
plug. Aluminum coffee basket, pump and 
valve. Packed in_ individual carton. 
Equipped with six foot .art silk cord. 
Landers, Frary & Clark, New Britain, Conn. 


G.E. Engineer Develops 
Novel Voltage Indicator 


This voltage indicator “feels” the elec- 
trical “pulse” of a circuit by converting 
volts into light and light back into volts. 
It employs the Weston Photronic Foot- 
candle meter, or Sight Meter, together 
with a carbon filament lamp, a small com- 
position container and a rubber covered 
extension about one foot in length. Car- 
bon lamp used because its light varies 
more rapidly with voltage than does a 





tungsten-filament lamp. Housed in con- 
tainer it is adjustable by means of a lock 
nut on the threaded fiber tube of the indi- 
cator. Container has five small openings; 
four on the side to facilitate the taking of 
readings and one at the top of the indi- 
cator cone; the bottom of which is placed 
over the photronic cell of the meter. Con- 
version scale showing standard relation of 
footcandles and volts is fastened to indi- 
cator. In determining socket voltage of 
lighting system, voltage indicator and cell 
really turn volts into light and light back 
into volts. Indicator is connected to either 
an AC or DC circuit, the bottom placed 
over the photronic cell of the meter and 








the voltage determined by reading the foot- 
candles on the meter and checking them 
against the conversion scale. Indicator, 
alone, lists at $2.00 and may be obtained 
from the developer, G. S. Merrill, Nela 
Park Engineering Department, General 
Electric Co., Cleveland, Ohio. 





Stanley Brace and 
Trellis Brace 


Illustrations show Stanley No. 1984 Trel- 
lis Brace and No. 1272 brace. No. 1984 
for fastening trellises, rose fans, etc., to 
porches or house, is 8” long, with legs 3” 
long. Width 13/16”. Offered in plain 
steel and cadmium plated finishes. Brace 
No. 1272 offered in 18, 24 and 30 inch 





sizes. Recommended for supporting railing 
posts, work benches, legs of picnic tables 
and benches, attaching boxes to walls, etc. 
Ends may be easily bent to suit various 





angles required. Strong V-shaped construc- 


tion. Japanned finish. Stanley Works, 


New Britain, Conn. 


Haag Washer Model 62 
Features “Mechanical Hand” 


This Haag washer has the new Mechan- 
ical Hand feature to feed clothes in the 
wringer and at the same time keep hands 
safely away from the wringer rolls. An 
end of the piece to be washed is dropped 
into the aperture in front of wringer. Light 
touch on polished aluminum Mechanical 
Hand starts piece through rolls. This fea- 
ture is also offered in models 34 and 42. 
Model 62, list $79.50, slightly higher in 
Rocky Mountains and Pacific Coast states. 
Model 62 has everlasting porcelain finish 
on heavy Armco iron with vertical corruga- 





Galvannealed steel lid edged with 
Four-fin, high-wing Multiflush 


tions. 
rubber. 












agitator designed to give rapid but gentle 
double-washing action. Cushioned powe: 
transmitted from self-lubricated motor 
through cut worm and chrome nickel worm 
gear. Hardened and ground shafts have 
oil threads to insure positive bearing lubri- 
cation. Mechanism runs in oil and is en- 
closed in cast gear case rigidly supported 
by special chassis construction. Balloon 
rolls, life-time oil-less bronze bearings. Fin- 
ished in sand grey, black and polished 
aluminum. Haag Bros. Co., Peoria, Ill. 


Shelby Air Check and Closer 
For Heavy Screen, Storm Doors 


Built on the same principle as the “555” 
Shelby screen door check and closer this 
model is of much heavier construction. 
Brackets that fasten check to door and 
jamb are of heavy wrought steel. Post and 
yoke on end of rod are certified malleable 
iron. Rod is 7/16 in. diameter and has 
large steel plunger guide for heavy leather 
compression cup plunger. Brass barrel, 
12 in. long by 1% in. in diameter, contains 
shock absorber inside to relieve strain on 
rod if door should be opened to 115 de- 
grees. Torsion spring, protected by steel 
cover, is of high-grade tempered steel, 





easily adjusted by means of large wrench 
and double end pawl which is feature of 
check. Closing speed adjusted by screw 
in end of cylinder. Another feature is new 
support for top of post to be used on head 
jamb which rigidly holds post in position. 
Dull brass finish. Packed one in a box 
with screws and simple installation in- 
structions. For either side of right or left 
hand door. Shelby Spring Hinge Co., 
Shelby, Ohio. 


“Klink-R-Tong” Has 
List Price of 25c 


Designed and built to have a suggested 
retail selling price of 25c. the “Klink-R- 








a 


Tong” is made of heavy steel rod bent to 
form pistol grip for easy handling. Trigger 
rod of heavy gage wire. Handle 28” long, 
over all length 34”. Tied in bundles of 
12. Weight per bundle 11 lbs. Clinkers are 
clamped and securely held in tongs by an 
easy pull on trigger with one finger—en- 
abling easy removal. Michigan Wire Goods 
Co., Niles, Mich. 
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STRIKE OUT 
FOR MORE BUSINESS 


NOW! 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


USE- 


We can supply you with 
the following lists :— 


1062 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $12.00 


12171 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $6.00 per M. 


6930 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $6.00 per M. 


15976 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $6.00 per M. 


35077 Hardware Retailers (Complete List). 
For $4.50 per M. 


866 Department Stores handling Hardware 
and Housefurnishings. For $5.00 
ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3’x5” 
CARDS THERE IS AN EXTRA CHARGE OF 50¢ 
PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 


RATES. 
Ask for Details. 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 
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“LEGITIMUS" — in English, 
legitimate, genuine. This 
Trade-mark is your assurance 
of highest quality and value. 








— yang, 
iemmes How to LIVE 


for 108 Years 


There’s only one way a maker 
of tools can stay in business— 
let alone keep growing — for 
108 years. The way is to make 
the finest tools that can be 
produced. 


v 


In more than a century, Col- 
lins has learned all the ins and 
outs of making first-rate axes 
—and has built up a world- 
wide reputation. The Collins 
name proves that your mer- 
chandise is first-class. And 
once a customer examines the 
balance, finish and temper of a 
Collins axe, he knows it’s got 
everything he wants. All 
standard patterns, weights, 
finishes of axes, hatchets, bush 
hooks, hoes, etc.—in a wide 
variety of price ranges. 





Prize Winners 


Collins axes were used by the win- . 
ners of both the New England Western Double Bit, 
States Woodchopping Contest and Carbon Finish 

the Championship of the New 
England States Division, recently 
held at the Eastern States Exposi- 
tion in Springfield, Mass. 








Collins Scovill Pattern 
Hoe 





Collins Official Boy 
Scout Axe 






If your jobber cannot supply you, write to us. 


tHE COLLINS co. 


COLLINSVILLE, CONN. 


Axes and Hatchets 











Horton No. 15 
De Luxe Washer 


This washer has four roll wringer. 
Lower rolls of Auto-Safe wringer floating 
for safety feature; upper rolls for final 
wringing pressure being applied horizon- 
tally. Rigidly constructed lid, rust proofed, 
cushioned in rubber. Chromium plated 
splash ring. Extra heavy duty full %4 hp. 
electric motor cushioned in rubber. Also 
available at slight extra cost with inbuilt 
power driven drain pump. Submerged type 
three-wing agitator with vanes extending 
to top. Wringer housing of die cast alumi- 
num, strong but light in weight. Oversize 
tub, full corrugated side. Vitreous porce- 
lain enamel inside and outside washer tub. 
Tub enclosed in steel jacket with air space 





between. Tub cushioned in rubber. Light 
weight rigid steel frame. Mechanism en- 
closed and sealed. Large easy rolling 
casters, three rubber, one steel, rust 
proofed. Other washers include the No. 14 
custom, No. 12 standard, No. 16 gasoline, 
and No. 11 electric. Horton Mfg. Co., 
Fort Wayne, Ind. 


“*“Heatwins”’ Electric 
Toaster and Cooker 


Packed in a single carton, the “Heatwins” 
toaster and cooker have a suggested retail 
selling price of $1 per carton. Dealer cost 
$8 per dozen cartons. Package is in red- 
orange, black and white with Cellophane 
windows in front and back to permit the 
customer to look at the units. Package 
does not contain cords for either item. 
Toaster has nichrome element, nickeled 
steel frame, porcelain and mica insulation. 
Cooker built to same standards. Circular 
matter available. One-year guarantee, un- 
less units are improperly used. R. S. Gould 
Co., 126 Lafayette St., New York City. 


Lubricated Metal Covering 
For Star Moly Hack Saw Blades 


The Star “Moly” Hack Saw Blade, made 
of molybdenum steel, now has a soft metal 
coating which in rubbing against the work 
on which it is used is rubbed into the 
hard steel surface of the supporting por- 
tion of the blade to form a smooth soft 
bearing layer between the blade and the 
work. The finish is designed to serve at 
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once to give the tool a more attractive 
appearance and protect it during transit 
and storage against rust. The maker states 
that it operates easily with other lubrica- 
tion such as oil. Clemson Bros., Inc., 
Middletown, N. Y. 


Weston Foot-Candle Meter 


This No. 703 meter is calibrated in foot- 
candles and in what the maker calls “seeing 
tasks.” This is the first Weston foot-candle 
meter to be offered the hardware dealer for 
his own use. It measures the light, shows 
instantly in colored areas on the scale, 
whether the light is right or wrong for any 
task or location. Of pocket size this meter 
is placed on table, desk, or chair, in the 
hand, etc., and pointer instantly indicates 
light intensity prevailing there. Employs 
Weston Photronic self-generating photo- 
electric cell which converts light energy 











directly into electrical energy. The meter 
can be exposed to the light constantly with- 
out harm to the cell. With this meter the 
dealer is enabled to check the lighting in 
his own store, as well as in the homes, 





offices, plants and stores of his customers. 
Dealer cost, $19.50. The Weston Electrical 
Instrument Corp., Newark, N. J. 





Winchester Model 52 Sporting Rifle 


With regular model 52 speed lock bolt 
action and five shot box magazine, fully 
enclosed, this rifle has barrel 24 inches 
long, of hunting weight, round and tapered, 
with integral ramp front sight base. Front 
sight, Lyman Gold Bead, with detachable 


cover; ramp surface matted. Rear sight, 


tip is black molded material; grip and 
forearm are fancy checkered. Regular 
equipment includes sling swivels and one- 
inch dark russet leather shooting gunsling. 
Stock dimensions: length of pull 13% 
inches, drop at comb 1 9/16 inches, drop 
at heel 2% inches. Weight complete with 





Lyman No. 48F receiver sight with hunt- 
ing and target apertures; micrometer 
elevation and windage adjustments. There 
is no rear sight cut on barrel or receiver. 
Stock is selected grain walnut, of new 
sporting design, with cheek rest and full 
pistol grip. Grip has rubber cap; forearm 


This .22 rim fire 
sporting rifle has special Winchester Speed 
an adjustable target trigger pull and same 
close breeching, smooth and fast bolt 
mechanism as the regular model 52 target 
rifle. Winchester Repeating Arms Co., Inc., 
New Haven, Conn. 


sling about 7%4 lbs. 





Edison General Electric Display 
Material For Hotpoint Ranges 


This colorful display material is for use 








ome 


Ne 


with Edison General Electric Hotpoint 
electric ranges. The large panel to the left 


er ~~ 
4404:¢6 


| 


-. 


Set 
— Se wma 


is equipped so that the Hotpoint Calrod 
units and the windows of the airplane 
flash on and off. Units appear in glowing 
red and windows in yellow light. Display 










is printed in six colors. Edison General 
Electric Appliance Co., Inc., Chicago, Ill. 
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AT YOUR SERVICE ry 
& yg 


vvv 


ye “Whe Makes It” Edi- 
tor will be glad to help you 
in your search for the name 
ef the manufacturer of that 
product you are interested in. 


If you do not find it or 
its trade name listed in the 
current Directory Number, in 
all probability it has been 
incorporated in the revised 
listings that are being pre- 
pared for the next issue of 
the Directory Number. Many 
such changes are being made 
daily and the listings brought 
up to date. 


If your current Directory 
dees not give you the infor- 
mation you seek, write the 
“Who Makes It” Editor. He’s 
at your service! 


he 


HARDWARE ACE 


239 West 39th St., New York City 











SURE SHARP 


KNIFE SHARPENER 
LATEST EDLUND ITEM 


Radically New 
in Design 
and 


Operation 





Sharpens on a scientifically correct prin- 
ciple. A distinct improvement over pres- 
ent types. Sharpening wheels made of 
hardest steel known. Will sharpen hard- 
est stainless steel knives. Sturdily made 
for years of service. 


Model 3H (as _illus- 
trated) comes with 
handle. 


Model 3S can be 
screwed onto any flat 
surface. 


Packed in dozen lots 
in display carton. As- 
sorted handles in 
green, blue and yellow. 


Write your jobber 
or direct to 


EDLUND COMPANY 
BURLINGTON, VERMONT 
Can Openers, Eggbeaters, Jar Openers, Bottle Openers 

















The W. S. George Pottery Company's Thirty-Two Piece Set of 
Dishes in combination with a strong nitions Rack is @ profitable 
specialty for the Hardware Retailer. 

This beautiful Santa Rosa design/sells at a price which permits the 
Hardware Merchant to compete on equal terms with other china outlets. 

And this Combination Plan is a profit maker especially during 
the holidays. A self-contained display—will please women buyers 


—easy to handle, and it is profitablel 





Fill out and mail this coupon at once and find how to make 


Christmas profits. 


Gentlemen: 


(Address) _...... 





NOVEMBER 8, 1934 


Please send details of your new merchandising plan. 
ESE RE Sa) LE ED ES ONE ee 
TE EE CP aetenae tan ee ee Sih ch asia oe : 
| SL Ee ee ae ee bin eS: ae . 












85 








$2,000 In Cash Prizes 


(Continued from page 28) 


mit the winning entries in each clas- 
sification and will become their prop- 
erty. Each prize won by a club 
member, however, will add points to 
his club’s score for the grand sweep- 
stake prize, as previously explained. 

Since it has been found that wood- 
working is the predominant interest 
among all the clubs, most of the 
prizes will be awarded for excellence 
of design and perfection of crafts- 
manship in wood. Three awards will 
be given for furniture made exclu- 
sively with hand tools in Division 3, 
sponsored by E. C. Atkins and Com- 
pany, and three prizes for furniture 
made mainly with power-driven tools 
in Division 4, sponsored by the Delta 
Manufacturing Co. Projects that are 
wholly or mainly made on the lathe 
will be grouped by themselves in 
Division 6, of which the Greenlee 
Tool Co., Division of Greenlee Bros. 
& Co., is the sponsor. They may be 
lamps, candlesticks, bowls, trays, 
gavels, or similar articles that are al- 
most exclusively wood-turning proj- 
ects, or they may be pieces of furni- 
ture or objects of utility in which 
wood turning is the predominant op- 
eration, but not the only une used. 
In each case, however, the judges 
will base their decision on the ap- 
propriateness and excellence of the 
wood turning. 

Similarly, any type of project in- 
volving veneering or inlaying, or 
both, may be submitted in Division 


A general view of the initial exhibition held by the Leatherstocking Homeworkshop 
Club in the First National Bank Building-of Cooperstown, N. Y. It was viewed by 
566 visitors. 
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5, whether it is a small novelty such 
as a jewel box or a picture in wood 
veneers, or a large piece of veneered 
furniture. The prizes in this division 
will be provided by the Casein Man- 
ufacturing Company of America, 
Inc. 

All other wooden novelties, all 
metal novelties, and all toys, whether 
of wood or metal, will be grouped in 
Division 7, sponsored by Henry Dis- 
ston & Sons, Inc. The judges will 
give the greatest weight to the novelty 
and general appeal of the projects. 
In other words, the ingenuity and 
originality of the design will be of 
more importance in this classification 
than the perfection of the craftsman- 
ship. This will give a chance for 
those club members to compete who 
happen to have good ideas for amus- 
ing and interesting toys and novelties 
but may not be able to work them 
out very well. It will not matter if 
the projects are somewhat crude, pro- 
vided there is a really good idea back 
of them. 

All models, whether of ships, rail- 
way locomotives or cars, stage- 
coaches, buildings, engines, or of any 
other type, will be entered in Divi- 
sion 8, sponsored by the Russia Ce- 
ment Company. Here the craftsman- 
ship will be of greater importance 
than the subject. Neat workmanship, 
accuracy in scale and detail, and 
beauty of finish will be the deciding 
factors. 





Decorative metal work will be en- 
tered in Division 9, the prizes for 
which will be given by the Carborun- 
dum Company. It includes all types 
of sheet-metal projects in brass, cop- 
per, pewter, and other materials, as 
well as wrought-iron work. Anything 
that is made of metal and is prim- 
arily of an ornamental nature may be 
submitted in this division. 

The Contest Committee is now 
formulating detailed rules and regu- 
lations for each classification. These 
will be published in the Guild Bulle- 
tin and sent to each club secretary, 
together with the required applica- 
tion blanks. No unnecessary red tape 
or restrictions will be included be- 
cause it is the desire of the officers 
and directors of the Guild to have 
the clubs submit a great variety of 
the typical work they are doing. The 
reason so many divisions and prizes 
have been provided is to bring out 
projects that are genuinely repre- 
sentative of the everyday craftsman- 
ship of club members. 

The logical way for clubs to de- 
cide on what particular projects to 
enter in the contest is for them to 
make a selection of the best ones 
displayed at their own local exhibi- 
tions. To encourage a spirit of 
friendly competition among the mem- 
bers, Popular Science Monthly, as 
previously announced, will donate to 
each club a sterling silver medal, 
provided it has 20 or more members. 
This medal is to be awarded by the 
club, without restrictions and under 
its own rules, to the member who 
displays the best work at the local 
exhibition. The same project can 
then be entered in the national con- 
test, along with a selection of the best 
work of other members. 

Every club should make a point of 
seeing that at least one entry, if 
possible, is made in each of the clas- 
sifications of the national contest, not 
only to make that contest thoroughly 
representative, but also to increase 
the club’s score for the grand sweep- 
stake prize. All correspondence re- 
lating to the contest should be ad- 
dressed to the Guild Contest Com- 
mittee, care of Popular Science 
Monthly, 381 Fourth Avenue, New 
York. 

The Peekskill Homeworkshop Club 
of Peekskill, N. Y., has a number 
of instructive craftwork programs 
planned for the fall. As a rule, the 
board of governors meets a few days 
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“TEN-EIGHTY” 
“TEN-TEN” 
“RELIABLE” 


Hangers, Tracks and Sets 
in the 


Original and Genuine 


“ALLITH” 


Your Jobber has them in stock or 
will get them to you quickly. 
Manufactured by the reorganized 
and amply financed successor to 


the Allith line of Garage Door 


Hardware. 








ALLITH-PROUTY MFG. CO. 
Danville, Illinois 
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CHRISTMAS 
TREE 
HOLDER 


No. 9593—Tree Holder is 6%” 
high, legs spread 8%” forming a 
15” equilateral base. Cup holds 
water. Color, green enamel. Packed 
in cartons, 12 to a case. 

No. 9594—Tree Holder, same as 
9593 only designed to hold larger 


trees. No. 9592—Tree Holder De Luxe, 
adjustable for tree up to 3” in di- 
ameter. Nicely finished and 
equipped with rubber feet. 1 dozen 
to case. 


10c TOYS 


The four small toys illustrated at the 
left are a part of our new assortment 
No. 3880 consisting of 12 popular 
items. 10c. retailers and quick sellers. 
All have rubber wheels with colored 
centers. Toys finished in green, red 
and blue. 


Order from Your Jobber 
ARCADE MFG. CO., FREEPORT, ILL. 


ARCADE is. TOYS 
TT 
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Which Skates for 
Students and Grown- Ups? 
A Dealer’s 


Answer , 


“We sold more roller 
skates to grown-ups 
this year than any 
previous year in busi- 
ness. Regardless of 
price, they want qual- 
ity. Many prefer the Silent Flash 
with Noiseless Rubber Tires that out- 
wear ordinary steel wheels. Others like the TRIPLE- 
TREAD “TRIPLE-WARE” Steel Wheels because they give 
3 TIMES LONGER SERVICE. But the Bend-Proof, Cor- 
rugated Channel Arch supporting 200 lb. weight convinces 
everyone of “CHICAGO” Superiority. These exclusive 

features help our business and our 
Ur profits.” 


Don’t Miss This 
Big Market 


Cash in on both the 
Grown-Up and 
Youngster Market 
with one brand— 
“CHICAGO.” They 
are built for Heavyweights 
and Lightweights, to with- 
stand any severe tests. 
Write for Free Booklet, 
“How to Roller Skate,’’ to 
mail to your Customers. 
Send for 


SALES POINTERS 


Most helpful in overcoming 
cheap skate competition. 


CHICAGO ROLLER SKATE CO. 


‘oller Skates with Records for Over 29 Years 


4456 W. Sake St Chicago, Ill. 









Roller Skates 





Amessage 


From the 


CLUB 


We club members are "agin" the clouds of smelly 
fumes caused by ordinary solder. We're using 
Berry's "Leek-Pruf Acid Core Solder. It's abso- 
lutely fumeless and sputterless and leak-proof. The 
best acid core solder made. We want to find Berry 
at our dealer's. Do you carry it? BERRY SOLDER 
CO., Inc., 19 Rector Street, New York. Industrial 
and Packaged Solder. 








“The Solderthar’s AM RY’S 
Dealer-Profit.” ,' O L D ia o 








A hard acid core 
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prior to each regular meeting and 
formulates whatever club policies are 
to be voted on. This allows the 
business of the club to be transacted 
very quickly; in fact, only 30 min- 
utes are allowed for business at the 
average meeting. The remainder of 
the evening is spent in listening to a 
talk on some subject of general in- 
terest. Among the subjects already 
covered are leather craft; glue, glu- 
ing, and clamps; abrasives; the use 
and sharpening of planes and 
chisels; pewter craft; rocks and 
minerals; board measure, layout 
tools, and mechanical drawing; and 
model aircraft. The lecture and dem- 
onstration on model aircraft were 
given by Clifford Moser, a member 
of the club who has specialized in 
this work. 

In addition, an industrial movie 
obtained through the National Y. M. 
C. A. is frequently presented. The 
movie films are obtained for the cost 
of transportation, amounting to less 
than $1.50 a month, which is paid 
for by occasionally offering the mem- 
bers a “dark horse.” This is a tool 
the value of which is announced, but 
not its name. 

For its “hall,” the Peekskill Club 
has an old carpenter shop, the use 
of which is given free. Twelve or 
15 major hobbies are represented in 
the club so that good program ma- 
terial is available for months to 
come. 

“We have added a library and a 
librarian to our official set-up,” Louis 
Hof, the secretary, reports, “and al- 
ready have a good start on many 
blueprints. Our members are turn- 
ing in old plans of projects they have 
built, along with back issues of 
Popular Science Monthly, which are 
then clipped and the home workshop 
articles filed alphabetically for ready 
reference.” 

The first exhibition of the Leather- 
stocking Homeworkshop Club of 
Cooperstown, N. Y., was held in the 
First National Bank Building. Furni- 
ture, models, examples of inlaying, 
metal work, tools and machines, jig- 
saw work, decorative metal work, 
sporting equipment, examples of gun- 
smithing, and a variety of other ar- 
ticles were exhibited. At the close 
of the show the register of visitors 
contained 566 names. The club has 
begun its community work by re- 
pairing old toys collected by Boy 
Scouts and Girl Scouts for distribu- 
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tion next Christmas to families that 
need them. 

John O’Gorman, a member of the 
Wichita Falls Homeworkshop Club 
of Wichita Falls, Tex., has a trolley 
car for his shop. When the local 
traction company offered some of its 
old cars for sale, he bought one, con- 
verted it into a comfortable place to 
work, and installed an assortment of 
small machines and a large collec- 
tion of hand tools. Woodworking is 
O’Gorman’s hobby. He has made a 
piano case, dining-room chairs, and 
a metal-bound chest for silver. 

The Wichita Club recently wit- 
nessed a demonstration in wood carv- 
ing by the Rev. C. A. Beesley, who 
was at one time a master carver in 
London, England. He showed how 
an amateur can do any ordinary type 
of carving with only five tools, al- 
though he himself owns 150. 

During the summer the members 
of this club added to the stock of 
toys they are making for Christmas. 

The Queen City Homecraft Club 
of Elmira, N. Y., did not allow its 
activities to lapse during the sum- 
mer. A meeting was held once a 
month and an exhibition was given in 
the window of a large hardware store. 
Delos A. Smith exhibited a model of 
the galleon Revenge; Daniel H. 
Plummer, a model of the Sovereign 
of the Seas; Robert Barr, a 5-ft. 
model yacht; Donald L. Finch, a 
painting “The Pennon of St. George,” 
which shows the galleon Revenge in 
action against the Spanish Armada; 
Glen W. Updyke, a lamp ornamented 
with a miniature ship’s steering 
wheel; C. E. Johnston, a large divided 
serving tray also made in the shape 
of a steering wheel; Donald Stow, 
book ends in the form of small radio 
sets; Milton A. Knapp, a desk and 
chair; Clarence E. Wright, a foot- 
stool and end table; J. O. Jones, a 
table; A. G. Eiband, an inlaid game 
board; Preston H. Straley, a trinket 
chest; Frank Hoskins, a floor lamp; 
and E. L. Burton, a sewing table. 

The Antioch Homeworkshop Club 
of Antioch, Calif., suggests the con- 
struction of a bookcase to hold the 
club library as an excellent group 
project for other clubs. In its own 
case, the club collected money for 
the materials, and one of the mem- 
bers built the bookcase. The club 
now meets regularly in the recently 
enlarged workshop of P. J. Whitney, 


one of the members. 





Issue 1934-35 Catalog On 
G.E. Hotpoint Heating Devices 


An attractive catalog on G.E. Hotpoint 
heating devices has just been issued. Each 
of the items, many of which are new, are 
illustrated with large pictures. Among the 
new items are: three waffle irons, coffee 
makers, coffee maker set, percolators, 
mixer cabinet set, automatic iron, solder- 
ing irons and immersion heaters. Details 
are given as to the General Electric Hot- 
point guarantee. There is a map showing 
G.E. Hotpoint factory branch service sta- 
tions and the territory they serve. Mer- 
chandise Department, General Electric Co., 
1285 Boston Ave., Bridgeport, Conn. 





Trade Literature | 








Booklet Describes Making 
Of “Gulfsteel” Products 


“Gulfsteel Products and How They Are 
Made” is the title of an illustrated booklet 
recently issued. Illustrations show “Gulf- 
steel” ore and coal mines and some of the 
steps in manufacturing. An airplane view 
shows the company’s plants. Steps in the 
manufacture of Gulfsteel rods and wire are 
pictured as well as illustrations of finished 
products, including fence, fence posts, 
nails, staples, bale ties, etc. Catalogs and 
booklets published by the company are 
listed. Sales Department, Gulf States Steel 
Co., Brown-Marx Bldg., Birmingham, Ala. 





Stay-Tite Products Co. 
Now Issues House Organ 


“Waves From Lake Erie” is the name of 
the new monthly house organ published by 
Stay-Tite Products Co. Published for the 
company’s friends and customers. It will 
be issued every thirty days to bring “fun, 
facts and foolishness,” as the front page 
announces. This house organ: will contain 
information about the company’s products, 
as well as humor and interesting items. 
Stay-Tite Products Co., 3107 Detroit Ave., 
Cleveland, Ohio. 





Winchester Booklet 


Winchester booklet 1299 shows Winches- 
ter rifles, shotguns and ammunition of vari- 
ous models, as well as Western hand traps. 
Several pages are given over to rifle ballis- 
tics of Winchester metallic ammunition. 
Each rifle and shotgun described is illue- 
trated with large-size picture. Winchester 
cleaning and lubricating preparations are 
described and illustrated in this 64-page 
booklet. Folder 1303 describes and illus- 
trates Winchester model 12 repeating shot- 
guns and calls attention to the addition of 
another style to the regular line of Winches- 
ter model 12 repeating shotguns. Besides 
the standard grade models there are illus- 
trations of Standard Trap Grade and pic- 
tures of the Special Trap Grade, Pigeon 
Grade, Ventilated Rib model 12 and of the 
12 and 20-gage skeet guns. Form 1292 is 
on Winchester Super Speed Staynless .22 
Hornet center fire hollow point cartridges. 
Folder 1306 describes the Winchester model 
54 .22 Hornet Rifle. Winchester Repeating 
Arms Co., New Haven, Conn. 
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Antique Bronze 
Brass - - - Copper 


HANOVER 








SUPER-APEX 


Electro -ZINC - plated 
Stainless Steel 
Special Alloys 
minum 











Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH CoO. 





Hanover Pennsylvania 
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A Great Improvement” 














‘Dealers everywhere 
are profiting by the 
unprecedented de- 
mand of mechanics 
for the new "Moly" 
hack saw blades. 


They look better and 
do better work. They 
increase your sales. 
"Moly" Dealer sales- 
helps are always 
available. 
























Vv CLEMSON BROS., INC. 


MIDDLETOWN, N.Y 






Sold only through distributors 








1934 


AAAAAAAAAAAAAAAAAAAAAAA 


















‘ute oiaiiieonillll 








Every Time 
You Sell 
Ammunition 


—SELL 
HOPPE’S| 
No. 9 














Do each customer a service—and ring up another sale with 
profit. Needed daily by all shooters—Hoppe’s No. 9 keeps 
all gun bores free of leading, metal fouling, ALL residue 
—and prevents rust. Sell it to every hunter NOW! ... 
And sell— 


HOPPE’S Lubricating Oil 








Be sure you’re 
stocked with 
these Fall sell- 
ers. Your Job- 
ber will supply 
you promptly: 
Get free GUN 
CLEANING 


FRANK A. HOPPE, Ine. 





your customers. 















to keep the gun action moving quick 
and smooth—to clean and polish the 
gun outside and prevent rust. Every 
hunter needs a can NOW. Sell it also 
for oiling fishing reels. For general 
household and office uses—sewing ma- 
chines, vacuum cleaners, typewriters, 
etc. Pure. Penetrating. Won’t gum. 


2314-A N. 8th St., Philadelphia, Pa. 


New York—Ed. W. Simon Co., Inc., 302 Broadwa 
GUIDES for Los Angeles—H. L. Bowlds, 108 W. 2nd Stress 











CauirorniaA Retail Hardware and Implement Association 
Thirty-fourth Annual Convention and Exhibition, Hotel 
Whitcomb, San Francisco, Cal., Feb. 12 to 14 inclusive, 
1935. Le Roy Smith, manager-treasurer, 417 Market St., 
San Francisco, Cal. 


Inuinois Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibition, Armory, Peoria, Ill., Feb. 5 to 
7, 1935. Paul M. Mulliken, managing director, 1141 Mer- 
chandise Mart, Chicago, III. 


InpIANA Retail Hardware Association Annual Convention and 
Exhibition, Indianapolis, Ind., Jan. 29 to Feb. 1 inclusive, 
1935. G. F. Sheely, managing director, 130 E. Washington 
Bldg., Indianapolis, Ind. 


Iowa Retail Hardware Association Thirty-seventh Annual 
Convention and Exhibition, Des Moines, Iowa, Feb. 12 to 
15 inclusive, 1935. Sessions: Hotel Savery. Exhibition: 
Coliseum. Philip R. Jacobson, secretary, Mason City, Iowa. 


Kentucky Hardware and Implement Association Annual Con- 
vention and Exhibition, Seelbach Hotel, Louisville, Ky., 
Jan. 22 to 24 inclusive, 1935. J. M. Stone, secretary, Room 
9, Seelbach Hotel, Louisville, Ky. 


Micuican Retail Hardware Association Annual Convention 
and Exhibition, Grand Rapids, Mich., Feb. 12 to 15 in- 
clusive, 1935. Sessions: Hotel Pantlind. Exhibition: Civic 
Auditorium. Harold W. Bervig, secretary, 1112 Olds Tower 
Bldg., Lansing, Mich. 


Minnesota Retail Hardware Association Thirty-ninth Annual 
Convention and Exhibition, St. Paul Auditorium, St. Paul, 
Minn., Jan. 22 to 25 inclusive, 1935. C. J. Christopher, 
manager, Nicollett and Twenty-fourth Sts., Minneapolis, 
Minn. 


Missouri Retail Hardware Association and Mississippi Valley 
Farm Equipment Association Joint Annual Convention, 
Jefferson Hotel, St. Louis, Mo., Feb. 19 to 21 inclusive, 1935. 
F. X. Becherer, secretary, 5106 N. Broadway, St. Louis, Mo. 


Mountain States Hardware and Implement Association 
Thirty-third Annual Convention, Cosmopolitan Hotel, Den- 
ver, Colo., Jan. 14 to 16 inclusive, 1935. John T. Bartlett, 
secretary, 2005 Mapleton Ave., Boulder, Colo. 


NesrasKA Retail Hardware Association Thirty-fourth Annual 
Convention and Exhibition, Hotel Fontenelle, Omaha, Neb., 
Feb. 5 to 7 inclusive, 1935. George H. Dietz, secretary, 
414 Little Bldg., Lincoln, Neb. 


New Encianp Hardware Dealers Association Forty-second 
Annual Convention and Exhibition, Hotel Statler, Boston, 
Mass., March 6 to 8 inclusive, 1935. Guy C. Small, secre- 
tary pro tem, 140 Federal St., Boston, Mass. 


New York State Retail Hardware Association Thirty-third 
Annual Convention and Exhibition, Hotel Statler, Buffalo, 
N. Y., Jan. 12 to 15 inclusive, 1935. John B. Foley, secre- 
tary, 510 Hills Bldg., Syracuse, N. Y. 


Norto Dakota Retail Hardware Association Annual Con- 
vention and Exhibition, Community Memorial Bldg., Bis- 
marck, N. D., Feb. 5 to 7 inclusive, 1935. Louise J. 
Thompson, secretary, 21 Clifford Bldg., Grand Forks, N. D. 
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CONVENTION CALENDAR 








Ono Hardware Association Forty-first Annual Convention 
and Exhibition, Columbus, Ohio, Feb. 19 to 22 inclusive, 


1935. Sessions: Deshler-Wallick Hotel. Exhibition: Memo- 
rial Hall. John B. Conklin, secretary, 175 S. High St., 
Columbus, Ohio. 


OKLAHOMA Hardware and Implement Association Thirty- 
second Annual Convention and Exhibition, Shrine Tempie, 
Oklahoma City, Okla., Jan. 29 to 31 inclusive, 1935. 
Charles F. Nelson, secretary, 301 Key Bldg., Oklahoma 
City, Okla. 


Paciric NortHwest Hardware and Implement Association 
Annual Convention, Spokane, Wash., Jan. 29 and 30, 1935. 
W. H. Richardson, secretary, Harrington, Wash. 


PANHANDLE Hardware and Implement Association Annual 
Convention, Amarillo, Tex., Feb. 4 to 6 inclusive, 1935. 
C. L. Thompson, secretary, Canyon, Tex. 


PENNSYLVANIA and Atlantic Seaboard Hardware Association 
Annual Convention and Exhibition, William Penn Hotel, 
Pittsburgh, Pa., Feb. 26 to March 1 inclusive, 1935. Glenn 
Pearce, managing director, 400 N. Broad St., Philadelphia, 
Pa. 


South Dakota Retail Hardware Association Thirtieth An- 
nual Convention and Exhibition, Coliseum, Sioux Falls, 
S. D., Jan. 29 to 31 inclusive, 1935. C. J. Christopher, 
manager, Nicollett and Twenty-fourth Sts., Minneapolis, 
Minn. 


SouTHERN CA.tirorNiA Retail Hardware Association Annual 
Convention and Exhibition, Shrine Civic Auditorium, Los 
Angeles, Cal., Feb. 18 to 20 inclusive, 1935. J. V. Guil- 
foyle, secretary, 1122 Pacific National Bldg., Los Angeles, 
Cal. 


Texas Hardware and Implement Association Thirty-seventh 
Annual Convention and Exhibition, Galvez Hotel, Galves- 
ton, Tex., Jan. 22 to 24 inclusive, 1935. Dan Scoates, secre- 
tary, College Station, Tex. 


Toy Manufacturers of the U. S. A., Inc., Eighteenth Annual 

‘ Convention, Hotel McAlpin, New York City, Dec. 5 to 7 
inclusive, 1934. James L. Fri, managing director, 200 Fifth 
Ave., New York City. 


Vircinia Retail Hardware Association Annual Convention, 
Monticello Hotel, Charlottesville, Va., Feb. 19 and 20, 1935. 
Thomas B. Howell, secretary, 602 E. Broad St., Rich- 
mond, Va. 


West Vircinia Hardware Association Annual Convention, 
Windsor Hotel, Wheeling, W. Va., Jan. 17 and 18, 1935. 
H. B. Clower, secretary, Box 127, Oak Hill, W. Va. 


Western Retail Implement and Hardware Association Forty- 
sixth Annual Convention and Hardware Show, Kansas 
City, Mo., Jan. 15 to 17 inclusive, 1935. Sessions: Ararat 
Temple. Headquarters: Baltimore Hotel. Show: Con- 
vention Hall. Show secretary: Louis W. Shouse, Kansas 
City, Mo. Assn. secretary: H. J. Hodge, Abilene, Kan. 


Wisconsin Retail Hardware Association Thirty-ninth Annual 

Convention and Exhibition, Auditorium, Milwaukee, Wis., 
Feb. 5 to 8 inclusive, 1935. H. A. Lewis, executive secre- 
tary, Stevens Point, Wis. George W. Korneley, exhibit 
manager, 3374 N. Green Bay Ave., Milwaukee, Wis. 
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Bores Any Arc 
of a Circle 


New Uses 


The Forstner Auger Bit, un- 

like other bits, is guided by its 

circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterns, veneers, screen work, 

scalloping, fancy scroll twist columns, newels, 

ribbon molding and mortising. 

Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








For Hardware and Supply Trades 


We manufacture sHEETs of recognized reputation and 
value. For roofing, siding, gutters, spouting, air con- 
ditioning systems and general sheet metal work, use 


Keystone Copper Steel Sheets 


for lasting service and maximum Sheets, Heavy-Coated Galvanized 
resistance to corrosion. Insist upon Sheets, Formed Roofing and Siding 
AMERICAN Black Sheets, Keystone Products, Terne Plates, and USS 
Quality Sheets, Apollo Best Bloom STAINLESS and Heat Resisting 
Galvanized Sheets, Galvannealed Steel Sheets. Write for information. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 
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S FAR ADVANCED in tack 

packaging as the application 
of streamlining in vehicle design, 
the ATLAS "flat style" '/, Ib. Tack 
Box is a practical, highly successful 
package improvement long needed 
in tack merchandising. It is dis- 
tinctly modern in utility, safety and 
convenience. Jobbers, dealers and 
users, quick to recognize the un- 
usual advantages offered by this 
innovation, have created a demand 
unprecedented in the tack industry. 

















Increase your tack sales— show 
your customers the ATLAS line of 
quality tacks in the "flat style" 
Vg |b. boxes . . . they'll sell on 
sight. Make up your order today. 


Distributed through Hardware Jobbers. 


ATLAS TACK 
CORPORATION 


Fairhaven, Massachusetts 

















canedt to mark 
Cellophane packages 


Customers meed 
this CELLOPHANE’ 
geeor Pencil 


Osrack Oren Clstve CGREEN 



















Name 
Address 
City State 
PENCIL ———— 
VSI? 3 ky Or A, COMPANY, PHILADELPHIA, 
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REASONABL 


Accessible to Philadelphia's stores, 


theatres and business offices ... Mod- 
ern in make-up and management... 
Service that bows gracefully to the 
whims of those it serves .. . And the 
appeal of less than “top” hotel rates. 







Single Rooms 
trom $350 


Double Rooms 
from $500 


Nn 
FRANKLIN 


CHESTNUT AND NINTH STREETS, PHILADELPHIA 
E. LESLIE SEFTON, Managing Director 
THE LARGEST UNIT IN THE UNITED HOTELS CHAIN 


CLAMP 


Types 
Jorgensen Clamps, long the stand- 
ard in industry, are the favorites 
in the great homecraft market. 
(Chosen for the Home Workshop, 
Century of Prog., Chicago.) Con- 
tinuously advertised in all lead- 
ing home work shop magazines. 
ADJUSTABLE CLAMP CO. 
The Clamp Folks 
411 N. Ashland Ave., CHICAGO 
Write 


for fl 
Catalog 


JO] RS 


NUTS 
> SCREWS 
RIVETS 2m 


CLARK Bros Ho.t (0 


BEMISS STREET, MILLDALE. CONN. 























Ours is a 
COMPLETE 








KRUSTOFF 


Cleans and _ prevents 

rust on polished top 

enameled stoves ... 

ovens. . . furnaces. 

stove- -pipes ae te tools 
. machinery 


Made and ood “by the 
makers of Stovink. 
JOHNSON’S LABORATORY, 


Woreester, "Mass. 








They Get Acquainted 


(Continued from page 37) 


an active interest in the recreational 
program of the organization and was 
elected to the Junior Board. Work- 
ing hand in hand with the director, 
he helped to reorganize the basket- 
ball program and was elected chair- 
man of the Physical Committee. He 
aided in training, ticket campaigns 
and schedules. He was “one of the 
boys,” getting acquainted and mak- 
ing a valuable contact for his com- 
pany at the same time. 

The salesman who was interested 
in swimming and gymnastics was a 
member of the Y. M. C. A. and Mr. 
Myers insisted that he keep up an 
active part in these sports to gain 
the favor of the boys who naturally 
would be buying shoes, suits and 
equipment. Further than that, how- 
ever, the salesman introduced arch- 
ery and succeeded in organizing sev- 
eral clubs. With Morehouse & Wells 
dealing in swimming suits, gym shoes 
and suits, water balls, archery equip- 
ment, etc., the answer is simple: get- 
ting acquainted boosted their sales 
and created a real interest in their 
sporting goods department among the 
Y members. 

Churches are a source of trade fre- 
quently overlooked by the sporting 
goods departments of hardware stores 
but not by Morehouse & Wells. They 
insist that their salesmen take an ac- 
tive part in the recreational activities 
of their churches. Mr. Myers is on 
the physical committee of his par- 
ticular church and has worked hard 
in organizing basketball there as well 
as sponsoring every éther clean sport 
appropriate for the church clubs. 

Decatur has a large artificial lake 
and up until the last year fishing 
there has been more or less unre- 
stricted. despite game laws and game 
wardens. Mr. Myers saw the need as 
well as the opportunity for a local 
Fish & Game Association and with 
the salesman interested in those 
sports, he began a definite move to- 
ward organizing such. Well-known 
local anglers were contacted and the 
idea presented to them. These More- 
house & Wells men explained how 
and what could be done by such an 
association toward bettering fishing 
conditions at the lake and hunting 
conditions in the surrounding wood- 
land and duck territory. Through 
their efforts the organization came 


into being, a game fish hatchery was 
made, a local game warden was ap- 
pointed and a valuable new ac- 
quaintanceship for Morehouse & 
Wells was made. 

Further than all these activities, 
there’s the Pines, the municipal 
recreational center, which the men 
in this department are now reorgan- 
izing for a better and more complete 
year-round program; the Decatur 
Pistol and Rifle Club where they take 
an active interest as well as furnish 
ammunition on the floor, and the lo- 
cal bowling leagues where they are 
represented in various city teams. 

All these, then, fall under the 
heading of “Getting Acquainted Out- 
side of the Store.” What of better 
acquaintanceship with trade and 
prospective trade in the store? Here’s 
the way they are doing it: 

This department at Morehouse & 
Wells has a tremendous amount of 
boy traffic and these young sports- 
men get real attention and considera- 
tion. If they have only a dime to 
spend, that’s all right! They are 
eventual buyers, the sportsmen of 
tomorrow, and Morehouse & Wells 
isn’t going to make the mistake of not 
getting acquainted with them. 

Every man in the department 
knows how to say “Sonny” in just 
the right tone to invite confidence; 
every man is instructed to give a lit- 
tle of his time to talking with these 
lads about a certain coveted rod, fly, 
rifle or golf club. A waste of time? 
Morehouse & Wells doesn’t think so; 
they consider it a good investment 
for the future. Getting acquainted 
today with these boys who will be 
men tomorrow with dollars instead 
of dimes to spend. 

Also, they are making a definite 
and persistent bid for feminine 
patronage. They contact the various 
women’s golf associations by offering 
medals and cups in tournament play 
and giving golf lessons gratis with 
the purchase of a set of clubs. And 
right at present Mr. Myers is begin- 
ning the first routine work of organ- 
izing a women’s trap-shooting asso- 
ciation. There has never been such a 
club in Decatur, but the interest 
shown in the men’s club by women 
prompted him to make such an effort. 

Each month they mail mimeo- 
graphed copies of bulletins furnish- 
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‘ HOW IS youn 
R. MURPHY’S = SHanp tine ot wore Knives? 
Oyster Knives 
SHOE KNIVES i 


Ciam Knives 
Skiving Knives 
The most popular of all shoe knives with master cut- 


Rubber Knives 


ters and apprentices. They contain highest quality, a 


finely tempered steel that holds its edge. Every blade F H 

is razor sharp, hand-honed. Handles afford a perfect A ee ee 

grip. Neither blades nor handles loosen! No play Sloyd Knives 

at all. Plaster Knives 

You'll satisfy your trade if you sell this line—known Kitchen Knives 

for high quality since 1850. Stencil Knives 
Manual Training 


Knives 
Complete Catalog on Request Roofing Knives 


ROBERT MURPHY’S SONS CO. _ SHirt Knife 


Extension Blades 
Ayer, Mass. and Handles 




















ILCO QUALITY PRODUCTS 


Padlocks, Night Latches, Door Closers, 
Key Blanks and Key Cutting Machines, 
bearing the ILCO trade mark, represent 
the finest in materials and workmanship. 


Look for full page announcement 
in an early issue of Hardware Age 


INDEPENDENT LOCK COMPANY 
Fitchburg, Mass., U. S. A. 


THE SYMBOL OF SUPREME LOCK PROTECTION 

















A years of Consistent 


Sereen Cloth Service to Dealers 


Hard drawn steel wire screen cloth, full 
4 gauge, perfectly woven, heavily zinc 
a yy 04 coated after weaving, lacquered, attrac- 
4 tive White Satin Finish. 
TNE 
full gauge, perfectly woven with BB 20 Ny 
uniform mesh, lacquered, Bright 


or Antique Finish. Sold by leading distributors. 


New York Wire Cloth Company 


500 Fifth Avenue, New York * Faetory: York, Pa. 


Hard drawn bronze metal wire, 












REG. U.S. PAT. OFF. 
for every marking purpos 


STAONAL Marking Crayons are 
free from grit and always make a 
clear, indelible, waterproof mark. 
O. 4 STAONAL is the one 
satisfactory answer to the problem 
| of marking Transparent Cellulose 
and Glass. NO. 2 STAONAL is un- 
excelled for marking Parcel Post 
and Express Packages. NO. 29 
STAONAL is a hard- pressed Lum- 
ber Crayon for marking on green, 
wet and dry lumber. All three are 
furnished in Black and Colors. 
Made by the Sole Makers of 
CRAYOLA, the world’s largest-sell- 
ing drawing crayon brand. 


BINNEY & SMITH CO. 


Room 1952 41 EAST 42nd STREET 
NEW YORK 

















Still Rates Among the— 
“Best Sellers” 


HE reason the COES “Knife- 

Handle” Wrench is still one of 

the best sellers, is because it has 

always proved one of the best made 

screw wrenches. It “Makes good” 

on every job. 7 sizes: 6 to 21 ins. 
Ask Your Jobber. 


BEMIS & CALL CO. 


SPRINGFIELD, MASS. 




















Good Window Displays « « « 


Do you realize that no one factor will 
draw people to your store like attractive 
window displays of seasonable merchandise? 


Hardware Age is continually reproducing 
such window displays—its representatives 
are always on the lookout for new ideas. 


HARDWARE ACE, 


239 West 39th Street, New York City 


And many dealers who require their own 
copy of Hardware Age find it highly profit- 
able to subscribe to extra copies for their 
sales force. 

The cost, $1.00 per year, is returned over 
—_ over in better windows and increased 
trade. 
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Per Cent. Profit Tables in 
LADD’S DISCOUNT BOOK No. 3 


enable a merchant to fix selling 
prices based on cost at a prede- 
termined percentage of profit, 
using tables of computations sim- 
ilar in style to the discount tables 
in the bock. An indispensable aid 
to quick and accurate figuring. 


Cloth Bound, $10—Flexible Leather, $15— 
postpaid. 


J. FRED WRIGHT, Publisher 


90 Everit St.. New Haven, Conn. 








The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service, The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 


Sole Manufacturer 
596 Atlantic Ave., Boston, Mass. 











od Soldering 
Paste 


Contains genuine 
Rubyfluid flux. 
Will work where 
other pastes fail. 
No objectionable 
fumes. 
rosion. 
cleaner, tighter, 
more lasting 
joints. 





Send for Free Sample 


THE RUBY CHEMICAL CO. 
58 McDowell St., Columbus, Ohio 














For use on all Gasoline 
Pressure ps and Lan- 
terns. We offer thr 


e 
acid-free and aed ia 
meisture-proef cellophane 
envelopes, Ly ted boxes 
ant OF yt displ a 

‘on 
write = s direst. 


LINDSAY LIGHT CO., CHICAGO, U.S. A. 





LINDSAY Gasoline Maniles 
iA 








ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 


Write for prices. 


Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 

















ing information about fishing and 
hunting conditions in this country 
and Canada to their customers and 
prospective customers. Their trade 
appreciates and responds to this 
thoughtful method of maintaining ac- 
quaintanceship. They use personal 
letters to point out to prospective cus- 
tomers the keen enjoyment to be had 
from fly and bait casting, inclose a 
booklet of descriptive literature con- 
cerning baits, rods, flies, etc., and 
then attach a coupon which entitles 
the holder to “fly and bait casting 
lessons free of charge.” This pro- 
cedure of getting acquainted boosted 
their sales in fishing equipment 14 
per cent during last season. 
Morehouse & Wells believes in 
getting acquainted through advertis- 
ing in the local papers, but even 
more, they believe in out-and-out eye 
appeal to the man passing along the 
street. Mr. Myers believes that every 
other man passing the sporting goods 
department’s window is a prospec- 
tive customer, and he makes a 
strong plea through the medium of 
those windows to get acquainted. 
Recently, they put live rattlesnakes 
in a window display of paper 
Amazon helmets and sold four gross 
on the strength of that unique “pull.” 
If you can measure customers by the 





gross, that’s at least two gross of new 
ones with whom they “got ac- 
quainted.” 

Every week their windows are 
changed and every display is an art 
at catching the attention of those 
prospective customers on the street. 
Every window is a business puller, 
a silent and brilliant salesman on 
duty day and night, inviting the man 
on the street to step up and “get ac- 
quainted with us!” If there’s any- 
thing that catches the public interest 
it is something alive or moving in a 
window display, and Morehouse & 
Wells have used this theory in every 
possible instance. 

The store closes at 5.30 in the 
evening, but their “getting better ac- 
quainted” goes on continuously 24 
hours a day through the outside in- 
terests of the men in the department 
and their window displays. 

This sounds like a rather strenu- 
ous program, involving a lot of time 
and thought, and no doubt it is, but 
it is also the new keynote of success- 
ful merchandising—the new way te 
coax business—and well worth con- 
sideration by any business man want- 
ing to build a bigger and better de- 
partment by widening his clientele 
through acquaintanceship or, shall 
we call it disguised advertising? 





Two Westinghouse Kitchens 
For Pianning Service 


Two all electric display kitchens have 
been added to the Westinghouse All-Elec- 
tric Kitchen Planning Service for dealers 
and distributors. Kitchen No. 1, the 
smaller of the two is in halfshexagon figure 
to heighten the element of display. Kitchen 
has dummy cabinet work and is 13 feet 
long and eight feet high. It is portable and 
easily packed and crated. Constructed to 
take standard sizes of Westinghouse range, 
dishwasher and refrigerator. Other aux- 
iliary appliances are added after kitchen is 
set up. Kitchen finished in two tones of 
ivory, harmonizing with the electrical ap- 
pliances. Weighs approximately 900 lbs. 
when assembled. No. 2 of semi-usable 
type permits use of cabinets for cooking 
schools and demonstration work. Measures 
18 feet long with end cabinets for vacuum 
cleaner storage, etc. Work table is 25 
inches wide in both kitchens and standard 
sizes for heights, cabinets, etc., have been 
closely figured. Both kitchens wired so 
equipment may be used and kitchen set 
lighted. Along with these kitchens the 


Westinghouse Kitchen Planning Service 
will furnish at a nominal cost a suggested 
all electric kitchen layout to home owners 
interested in receiving this data. Prospect 
sends rough sketch of kitchen with various 


dimensions of room well marked. Kitchen 
Planning Service studies layout suggesting 
changes necessary and creates a work rou- 
tine for that particular case. Whenever 
possible the Kitchen Planning Service 
works with the prospect’s architect. West- 
inghouse Electric & Mfg. Co., Mansfield, 
Ohio. 


S.Q.S. Door Stop 


This improved door stop is designed to 
protect combination doors and to act as a 
check to close them. It works as a lever. 
Two arms with a spring controlling each 
act to prevent door from slamming open 
and causing damage or breakage. It may 











be easily set to hold door open at a right 
angle. An attractive two-color pick-up 
folder has been issued for dealers’ use. 
Suggested retail selling price 75c. The 
S.Q.S. Door Stop Co., 4076 N. 12th St., 
Milwaukee, Wis. 
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““SURE-GRIP”? 


GALVANIZED STEEL 


HOSE CLAMPS 


( GARDEN } 
HYDRANT | 
BEER 

FOR + spray }+HOSE 
AIR 
STEAM 
SUCTION 


Send for Complete Price List 
Sold by Leading Distributors 


J. R. CLANCY, Inc. 


Syracuse N. Y. 














The Outstanding Advancement 
in Hand Garden Tools 


GARDEX presents the greatest array of important developments 
ever offered in hand garden tools. 

GARDEX Tools are built scientifically correct, to assure the most 
advantageous way of working the soil. Doing away with the back- 
breaking, slow, and tiresome chopping motions of the old-fashioned 
tools, GARDEX Tools set a new standard for gardening practice— 
and profits! 


Don’t delay! Get full information 
now, and order early to assure 
yourself of your rightful share of 
GARDEX profits. GARDEX prof- 
its are generous! 


GARDEX 


Inc. 


Michigan City, Indiana 








More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 
tised. Excellent profit. Big 
repeats. 10c. a doz. Two 
gross (24 cartons) in full 
color display container. 


‘eZoko}om Silo Ger ya di) l-1a- 
With the BIG handy lip 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 









TAEGK § 


‘100% usable’ 


Ask your jobber 


W. W. CROSS ¢CO. INC. 
EAST JAFFREY N.H. 































Moe’s Winter Fountain 


A Cleanable Top-Fill Waterer which oper- 
ates on the vacuum principle. The water 
always automatically remains at the 
proper level in the drinking pan without 
spilling. 

Complete with Kerosene Heater which 
will burn a week without filling. All of 
durable galvanized steel. Provides the 
flock with plenty of water at the right 
temperature, and increases the egg yield. 


One of many fine items in “Moe’s Big Line.” 
Wnite for Catalog and Prices. 


HoEFT & COMPANY 


2305 Davis St., North Chicago, Ill. 











DAMPER MOTOR STACK LIMIT CONTROL TRANSFORMER 


ROOM 
THERMOSTAT 




















e Hold Heet System 
Air Conditioning | °: oe 
= — ete with ac- 
Easy to Buy -- Easy to SELL cessories 1770 
Automatic Heat, ——. we ~y Air Filtering and Price $ 
Circulation, Summer Coolin - for all homes. Sold on (Adopted by 59 
one-unit-at-a-time-easy-to- er ‘basis! Guaranteed finest, furnace mfrs.) 
most efficient equipment built (money back clause). Priced Hold- Heet 
far below any comparable equipment. Sweeping the country. Regulator 
In full information in sales portfolio form. (without stack 
FREE All you need to start. control) with ac- 
Write RUSSELL ELECTRIC CO., Mfrs. cossories. 
Today 378 W. Huron St., Chicago, U.S.A. posers $12.70 














Silver Lake Sash Cos 


ARANTEED FOR 20 YEARS 


NOVEMBER 8, 1934 











FLOOR 
WAXES 


H. F. Staples & Company, Inc., Medford, Massachusetts 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 








Use the “Classified Opportunities Section’? to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 
apply to “Help Wanted,” “Business Oppor- 


tunities,” “Sales Accounts Wanted” and 

“Sales Representatives Wanted” advertise- 
ments. 

Set Solid, Maximum of 50 words..... $3.00 

Each additional word ........-.++ .06 

All Capitals, Maximum of 50 words.. 4.00 

Each additional word ........++-+ .06 


Allow Seven Words for Keyed Address. 


Remittance Must Accompany Order 





Send check or money order, not currency 


Samples of merchandise, literature, catalogs, etc., will not be forwarded’ - 





BOXED DISPLAY RATES 


1 fmeh ....00. bes ebeeegcess occ 
Each additional inch ...........+--- 4.00 


Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 
previous to date of publication. 
Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 

















BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 





GOOD PROPOSITION FOR HARDWARE 
JOBBERS, and wholesalers to take on a self- 
feedirg tube cutter for % to 5 copper, brass 
and lead tubing which is now used by the oil 
burner, refrigeration, and automobile trades. Re- 
tail price $1.00. Address Kenerson Stamping and 
Tool Co., 15 Linwood St., Saugus, Mass. 





MERCHANDISE WANTED—I BUY FOR 
CASH small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued items 
in the hardware and harness line. Write me 
what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 








FOR SALE—MODERN WELL-STOCKED 
HARDWARE, housefurnishings and toy business 
established 12 years in the thriving 69th Street 
section Philadelphia. Does a wonderful Christ- 
mas toy business. Rent reasonable for locality. 
Address Box B-532, care of Harpware Ace, New 
York City. 








SALES ACCOUNTS WANTED 





LIVE SALESMAN WITH FOLLOWING IN 
Nassau and Suffolk Counties, New York, can do 
real selling job on an additional line. Now 
representing leading ladder manufacturer. Can 
handle good related or allied line. Have covered 
this territory for 12 years, and have strong fol- 
lowing among hardware and paint stores and 
lumber yards. Address Box B-531, care o 
Harpware Ace, New York City. 





WANTED — CONNECTION FOR TEXAS 
AND OKLAHOMA, hardware and furniture 
items, stoves, lamps, and other merchandise, for 
wholesaler and large buyer. Have a large ac- 
quaintan’e in territory. Ten years’ road ex- 
perience, clean record, demonstrative sales ability. 
Write me your proposition. Information confi- 
dential. Address Box B-533, care of Harpware 
Ace, New York City. 


SALES REPRESENTATIVE OF HARD- 
WARE AND tool lines with established jobber 
fcllowing of many years’ standing in the states 
of Missouri, Arkansas, Oklahoma, Texas and 
Louisiana, can give close sales attention and 
obtain results for additional line from reputable 
manufacturer. Address Box B-536, care of 
Harpware Acer, New York City. 








WANTED—REPRESENTATIVE IN METRO- 
POLITAN TERRITORY for old established 
hardware house. Warehouse stock maintained. 
Good position for right man. Must have ac- 
quaintance among hardware jobbers and re- 
tailers in New York City, New Jersey and 
neighboring territory. Salary and commission. 
Address Box B-525, care of HARDWARE AGE, 
New York City. 











COMMISSION SALESMEN NOW CALL- 
ING ON hardware, department store, housefur- 
nishing, janitor supply and chain store trade to 
sell a limited line of household specialties. Some 
good territory now open. In writing give de- 
tails of territory, lines now handled, experience 
and references. Address Box 519, Freeport, IIl. 


CONNECTION WANTED WITH WHOLE- 
SALE HARDWARE or manufacturer as sales- 
man. Western Pennsylvania or Western New 
York preferred. Eleven years’ experience in re- 
tail hardware and paint. Age 30, good appear- 
ance and good health. Desire a permanent position 
with a reliable firm. Best of references fur- 
nished. Address Box B-504, Harpware AGz, 
239 West 39th Street, New York City. 





SALESMAN WITH 14 YEARS’ EXPERI- 
ENCE in the hardware business and all its 
branches desires permanent connection with re- 
liable retail or wholesale firm in territory ad- 
jacent to New York City, capable of managing 
retail hardware store, willing and conscientious 
worker. Can furnish best of reference. Address 
oo B-527, care of Harpware Ace, New York 
ity. 





WANTED—EXPERIENCED SALESMEN, 
CALLING ON the plumbing and hardware job- 
bers, to sell our well-known Spearhead boiler re- 
pair plugs, also rubber specialties, China special- 
ties and brass plumbing specialties, on a com- 
mission basis. Territories open, New England 
States, Southern States, also west of Mississippi. 
State territory covered. Address—Spearhead 
Boiler Plug & Specialty Co., 10114 St. Clair 
Ave., Cleveland, Ohio. 


SALESMEN WANTED BY REPUTABLE 
PAINT manufacturer who are now calling on 
paint and hardware stores to sell a complete line 
of paints, varnishes, enamels, etc., as a side line. 
Protected territory. Strictly commission basis. 
Address Box B-530, care of Harpware AGE, 
New York City. 


ESTABLISHED MANUFACTURER HAS 
SEVERAL OPENINGS exclusive territories. If 
you are now calling regularly on hardware, mill, 
and contractor supply trade and can add several 
good items to your line, commission basis, our 
proposition will interest you. Address Box 377, 
Toledo, Ohio. 


OLD ESTABLISHED MANUFACTURER 
WANTS REPRESENTATIVES calling on job- 
bers of electric hardware and housefurnishings 
outside Metropolitan New York territory, to 
handle as side line domestic and imported electric 
light bulbs. State present connection, lines han- 
dled and territory covered. Address Box B-534, 
care of Harpware Ace, New York City. 




















SALES REPRESENTATIVES WANTED 


ADVERTISING—HOME STUDY 


EXECUTIVE LIVING IN CLEVELAND 

TH experience in selling, buying and factory 
management is looking for connection in this 
territory, with a reliable manufacturer as sales 
representative. Have following with industrials, 
jobbers and hardware trade. Excellent refer- 
ences. Address Box B-529, care of HarpWARE 
Ace, New York City. 





ATTORNEY, COLLEGE GRADUATE, 
WITH DOCTOR’S degree for graduate work. 
Many years manager hardware store; practical 
knowledge of collections, creditors’ rights, com- 
mercial law and drafting legal instruments, con- 
duct of trials; has had general practice, seeks 
position of responsibility with commercial firm. 
Address Box B-535, care of Harpware AGE, 
New York City. 4 





YOUNG MAN, 21, expert locksmith, experi- 
erced hardware clerk. Expert on metal doors, 
Fox locks, etc. Handy in repairing door checks, 
glazier work, odd electrical jobs, saw sharpening, 
etc. Expert mechanic. Capable and _ honest. 
Metrcpolitan district only. Address: Isidore 
Polonsky, 364 South Ist Street, Brooklyn, N. Y. 





LEGAL AND FINANCIAL—THOROUGHLY 
EXPERIENCED in credits, large amounts, legal 
and commercial collections. Attorney, has prac- 
ticed law. ide experience in handling com- 
panies financially involved and on creditors’ com- 
mittees. Address Box B-515, care of Harpware 
Ace, New York City. 





WANTED ESTABLISHED REPRESENTA- 
TIVES OR BROKERS now calling on hardware 
and paint jobbers in Nebraska, Kansas, Wisconsin, 
Minnesota, Iowa, Indiana, Missouri, Oklahoma, 
Texas and Ohio to represent old well-known 
staple line on ten per cent commission basis. 
Must be able to devote time to building up sales 
from present volume. Submit references and line 
or lines now carried in first letter. Address 
= B-513, care of Harpware Ace, New York 

ity. 


ADVERTISING—HOME STUDY. THE AD- 
VERTISING MINDED hardware’ merchant 
makes the most money. Send name and address 
for booklet outlining new home study course. 
Hundreds of successful retail merchants have 
graduated from this old established school. Write 
today. Address Page-Davis School of Advertis- 
ing, 3601 Michigan Avenue, Dept. 2488 C, Chi- 
cago, Ill. 





SALESMAN WANTED—TO SELL A 
WELL-KNOWN brand of grass seed on com- 
mission basis as a side line. Excellent proposi- 
tion for men with established trade in hardware, 
housefurnishings, department store or grocery 
lines. Orders can be booked now for Spring de- 
livery, with commission payable upon receipt of 
first delivery. Write giving full details. Address 
ov B-526, care of Harpware Acze, New York 

ity. 
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POSITIONS WANTED 





HARDWARE CLERK, Age 41, 2 years’ ex- 
perience retail store; stock inventory amounted 
to about $10,000. Prefer location in Suffolk 
County or Nassau County. Address Box B-528, 
care of Harpware Ace, New York City. 





Hardware Personnel 


FROM THE MANAGER TO THE 
DELIVERY BOY 


WHOLESALE _—*RETAIL 


Our files contain applications of several 
hundred experienced and well-trained em- , 
ployees in the hardware industries. 


NO CHARGE TO EMPLOYERS } 
FOR THIS SERVICE 


If we can be of any help to you, just phone ‘ 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 { 














HARDWARE AGE. 











Rem 166 


eal 








LOLE- 
| sales- 
1 New 
in re- 
appear- 
sition 
s fur- 
, AcE, 





PERI- 
all its 
ith re- 
ry ad- 
naging 
entious 
ddress 
- York 





LAND 
factory 
n this 
} sales 
strials, 

refer- 
DWARE 








Q 














New Revolving « 
Display Cabinet 
containing 72 Window-front Packets of 
Moore Aluminum Push-Pins 
Moore Glass Head Push-Pins 
Moore Push-less Hangers 


insures continuous sales of these world-famous devices 
to Hang Up Things. 

Order the full assortment and get Cabinet 
Free. Your Jobber has them. Easy to refill. 


MOORE PUSH-PIN CO. 
113-125 Berkley St. Philadelphia, Pa. 
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Small Display Stores 
IN THE CENTER OF NEW YORK’S 


HARDWARE DISTRICT 


The Modern 14 Story Building, at 


103 Lafayette St., N.Y. City 


Offers Hardware Manufacturers an ideal op- 
portunity to locate their Salesroom in the 
heart of the leading Hardware District on 
the Atlantic Seaboard. A Unique Mezzanine 
Gallery in each store supplies the y 
space for your office. 

Several units in upper part of the building 
available for Offices or Light Manufacturing. 

MODERATE RENTALS PREVAIL. 


Full particulars obtainable from Agents. 


BRETT & WYCKOFF, Inc. 


400 Madison Ave. New York City 










































E sure that you have 

both the $3 and $5 sets 

in your assortment. 
These are the only sets 
which combine both girder 
and panel construction in 
one box. The “Book of 
Models,’”’ which is packed 
in every set, helps you to 
sell these higher priced 
Steel Builders. 


Steel Builder Co., Inc. 


12 Orange Street Newark, N. J. 








try it—send your ad to— 


239 W. 39th Street 








He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 


HARDWARE AGE 


Classified Opportunities Dept. 


New York, N. Y. 








NOVEMBER 8, 1934 


97 

















You'll be selling the most mechanically perfect lawr 
sprinkler made—a rugged, rust-proof sprinkler which 


—Won’t Wear Out 

—Has Simple Speed Adjustment 
—Operates On Any Pressure 
—Covers 6 to 60-Foot Area 
-—Won’t Dig the Lawn 
—Throws Mist or Heavy Rain 


We believe the Premax will meet all requirements 
of the average home owner more perfectly than 
any other sprinkler you could offer your trade. 


THE NEW PREMAX 
FLOATING HEAD SPRINKLER 


— NEW in design 

¥ DIFFERENT in principle 
TENS Head revolves on a cushion of 
he i water—no metal to metal bear- 
ings to wear out or leak. The 
Premax is accurately finished; 
of simple, trouble-free construc- 
tion; finished in red and green 
enamel; has extra nozzle for 
special duties; is an easy seller. 
There's a good profit in Premax 

Floating Head Sprinklers. 


> 
Mail Your Order Today for 


Stock or Sample. At Your 
Jobber or Write 


PREMAX SALES DIVISION 
3800 Highland Avenue 
Chisholm-Ryder Co., Inc. Niagara Falls, N. Y. 
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“FARM RELIEF 


where it is badly needed” 








“ My hat is off to the man who said: 


*‘A one-man farm with everything going hay-wire 
at once—a cow with a milk fever, fence down, the 
neighbor’s horses eating themselves into colic at 
the expense of your new corn, a child sick, the well 
dry, and a note due — can be the most complex 
place in the world to that one man.’ 


Add to this a pair of barn doors that will neither 
open nor close and you will appreciate why I look 
upon the new Stanley Weather-proof Track and 
Hangers as a welcome form of farm relief.” 





| Absolutely protected against the weather this new 
| Stanley Door Equipment with its ball bearing hangers 
| will make the most stubborn barn door slide open or 
| closed almost by itself. This is just one more evi- 
| dence of the completeness of the Stanley line of Door 
| Equipment — swinging, sliding, folding and overhead 
types for every size and kind of opening. 





Write for full details. 


THE 
STANLEY WORKS 
New Britain, Conn. 
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FO STERLINGWORTH 


DOUBLE BARREL SHOTGUNS 


12, 16, 20 GAUGE 


CO Sportsmen recognize the rare value youcan & + a 
Retail 


offer them in a gun of famous Fox Quality at 


FOX GUN DIVISION 
SAVAGE ARMS CORPORATION 


Dept. M-5. Utiea, N. Y. 








Sell coment Fence 


SHERMAN Air Nozzle 


Designed for maximum utility and air economy. Com- ’ ~ 
pact and rugged—made of high grade bronze. No com- Lae aN Sectn yeuveelt eit Shunt On 
plicated parts to get out of order. Valve construction k wa) ‘literature, prices and discounts 
assures tight joints without regrinding. Discs give long Pom, tae, Se ciny inte convert hat y. 
service and are easily renewed. | y order for Fence, Gates or Mis- © 
. : cellaneous fron an ire P 
\ Angle type design with handy clalties.. Write for our dealers’ 
bronze lever handle makes nozzle proposition today stating prod- 
P 1 : ! ucts in which you are particu- 
convenient to operate. 4 in. larly interested. 
& F oan —_ about 9 THE STEWART IRON 
ounces’ each. ix in carton. WORKS COMPANY, INC. 
IVA g 


Sold through Jobbers. 213 Stewart Block, Cincinnati, Ohio 


nt amconan wraoo, | TEA (Seyeas 
€ CMe Like Le 


FOR rode, 















































, BRUSH: NU COMPANY 


BALTIMORE MARYLAND MFGD. BY ...RADIO STEEL & MFG. CO. 
6515 WEST ‘GRAND AVENUE, CHICAGO 
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KEROSENE LANTERN = REMCO REAL CARVED WOOD MOULDING 











HARDWARE AGE 











/ X STANDARDIZED PROFIT ITEM 


@ Stores catering to the agricultural 
trade cannot afford to be without a 
comprehensive stock of Cow Ties. 

ACCO Cow Ties are made of the 
best of chain, excellently finished. 
A variety of three patterns is ample 
for differing types of stalls. 

It is not hard to convince cus- 
tomers that good chain can 
be procured at the same 


R4 price as ordinary 





CODE 


AMERICAN CHAIN COMPANY, Inc. 


chain. All you have to do is place 
samples of different types of ACCO 
Chains and the many other ACCO 
Chain Specialties, where they can be 
seen, handled and examined. Cow 
Ties are an active item in the fall 
and early winter. Consult your job- 
ber — build up your stock — and 
display ACCO products. 


Pictured at right is an El-Wel-Co Tie (Ohio Pattern). 


Shown in large illustration is a Tenso Special. 


BRIDGEPORT © CONNECTICUT 


WORLD'S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN 


NOVEMBER 8, 1934 





18435~— Suppieian’s NjvETY-ONE YEARS OF HONORABLE SERVICE~1954 





ESTABLISHED 1843 


SHAPLEIGHS SPECIAL 


REG.U. S. PAT. OF F. 


2\O) Aes 2a ClO) Ns 
A No. $$2/34 


SHAPLEIGH'S. SPECIAL 


y 


F if / 4 


MOST BEAUTIFUL 


WAGON 
ON THE MARKET 


AUTO SPOKE ROLLER BEARING WHEELS 
JUMBO TIRES .. FRONT BUMPER °*.. RED BODY 
SIZE OF BODY 15%4x33%4 INCHES 


RED WHEELS WITH WHITE STRIPES 
RED TONGUE WITH RUBBER PROTECTOR 
WHITE GEAR AND BUMPER 
WHITE PANEL 
PACKED ONE IN A CARTON—SEND FOR A SAMPLE 











GOODS IS COMPLETE 














SHOW YOU OUR FULL LINE 








OUR STOCK OF WHEEL N ASK OUR SALESMAN TO 








“DIAMOND EDGE 1S _A QUALITY PLEDGE ™ 
Shapleigh National Series No. 1901 




















